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Top Cars 


New-car registrations for 11 
months: 


1954 Pos. Make 1953 Pos. 
1—1,234,358 Ford 1,015,654— 2 
2—1,225,395 Chev. 1,259,460— 1 
3— 464,474 Buick 427,581— 4 
4— 368,318 Olds. 284,370— 6 
5— 336,815 Plym. 553,226— 3 
6— 318,019 Pontiac 360,631— 5 
7— 251,934 Merc. 259,7385— 8 
8— 135,486 Dodge 270,737— 7 
9— Cadillac 389,179—13 
10— 88,705 Chrysler 141,714—10 
1l— 986,727 Stude. 150,748— 9 
12— 177,170 Nash 129,607—11 
13— 67,968 DeSoto 112,684—12 
14— 36,856 Packard 67,905—14 
15— 33,765 Lincoln 36,656—17 
16— 32,644 Hudson  62,620—15 
17— 16,748 Willys 40,476—16 
18— 8,756 Kaiser 22,095—18 
19— 1,151 Henry J 10,464—19 

24,940 Misc. 29,460 
Total All Makes 
4,907,137 5,325,052 :. 


Further details on Page 21. 


GM, Little Three 
Push Car Output 


Closer to Peak 


Week’s 161,865 Trails 
°50 Mark by 4,000; 
3 Makes Set Records 


Thomas M. Hewitt 
Staff Writer 





i oo individual records falling 


like snowflakes, U. S. auto 
makers this week will be pressing 
to establish an alltime high for car 
output. 
Last week’s car total was only 
4,000 units short of the record, 
set in the week ended June 14, 


According to Automotive News 
estimates, the industry last week 
produced 161,865 cars and 22,710 


_ trucks, compared with 155,109 and 


22,200, respectively, in the week 


AST week’s car total amounted 
to 158.5 percent of AUTOMOTIVE 


_ earlier. 


’ News’ three-year index, compared 


with the previous week’s 151.9 per- 


- cent. 


General Motors and members 
of the Little Three were respon- 
sible for the 4.4 percent car boost. 
Both Buick and Chevrolet were 
slated to smash alltime weekly 
records, while Cadillac hit a new 
high in the previous week. 

Buick planned to build 15,700 
(Continued on Page 27, Col. 3) 
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Senate Eyes Wide Auto Probe 


ASHINGTON. — A full-scale 
investigation of the actual rela- 
tions existing between auto manu- 
facturers and their retail dealers 
appeared imminent on Capitol Hill 
last week. 

What is in mind, it is under- 
stood, would be a survey of all 
the charges made in connection 
with the various bills introduced 
in the last session of Congress 
that were sidetracked for one 
reason or another. 

New-car bootlegging and its in- 
dicated cause—forcing dealers to 
take more cars than they want— 
would come in for the major share 
of committee attention. Territorial 
security and so-called phantom 
freight charges are the basis of 
other dealer complaints that would 
be taken apart and examined. 

a2 x - 

N ADDITION to the investiga- 

tion being far-reaching in scope, 
some observers see the possibility 
of it extending to varioys cities. 


From a political standpoint, it 
should be noted that the) investi- 
gation in this session would be 
headed by Democratic legislators. 
Last year’s Senate investigation, 
which was ordered but failed to 
come off, was to have been \headed 
by a Republican. 

Meantime, NADA is holding fir, 
on its legislative plans in the hope 
that a definite program for\ action 
can be agreed upon at the asinual 


Inside 
Standouts 


@ Dealer brings rival makes 
into his showroom as 
“demonstrators.” Page 2. 


@ Raymond Loewy kicks car 
designers in the shin. 


Page 4. 


@ Government withdrawing 
price suits against 46 Min- 
nesota dealers. Page 4. 


@ Ford’s L. D. Crusoe says 
he sees nothing wrong 
with discounting. Page 25. 


Used-car auctions, Pages 4, 22. New- 
car, truck registrations and new-car 
prices, Page 21. Production by 
makes, Page 27. 
















Chevrolet's Nomad 














NADA convention which opens 
Saturday (Jan. 29) in Chicago. 


* * * 


ee congressmen co- 
operated on NADA’s program 
last year. However, it is quite pos- 
sible that Democrat leaders, who 
now head the Senate committees, 
will go off on their own. 


Of all the 1954 bills, only one— 
the Hinshaw freight-charge meas- 
ure—has been reintroduced this 
year, though it is known that the 
others are being pondered for ac- 
tion. 

In the closing rush of the las 
Congress, the anti - bootlegging 
bills met death, but the dgéaler 


NUCDA Chief Predicts . 


woes that had been poured into 
the ears of many members of 
Congress remained alive. And 
thus it was that the Purtell auto 
probe committee was later ap- 
pointed and a new investigative 
group is being set up today. 

The Purtell committee-was ap- 
pointed by Sen. John Bricker, Ohio 
Republican, ther’ chairman of the 
Senate InterState Commerce Com- 
mittee. But after the November 
elections, which changed the politi- 
calcomplexion of Congress, it was 
decided to let the matter go over 
into the 84th Congress. 

Today Sen. Warren Magnuson, 
Washington Democrat, is chairman 


End to Auto Franchises? 


D ng Editor 


F PRESENT trends in new-car 
retafling continue, new-car fran- 

chises/ will have lost their value 
within two years, 
Ray Miles, presi- 
dgnt of the Na- 
vional Used Car 
Dealers Assn., 
told AUTOMOTIVE 
News in an inter- 
view last week. 

Already, many 
of the franchises 
no longer are at- 
tractive, he said. 

(In this re- 
spect, Gordon S. 
Harris, who claims that he has 
been selling all makes of new cars 
at a discount longer than any 
dealer in the East has been selling 
the same make of car, said in his 
latest handbill: 

(“Today the manufacturers need 
salesmen—not dealers. Which man- 
ufacturer will be first to sell direct 
to consumers?”’) 

* * * 


S, who sells all popular 
makes of new cars in Norfolk, 
Va., said that, contrary to the im- 
pression of many, bootlegging is 
not an undercover practice carried 
on furtively by a few small dealers. 
It is, he said, an open practice 
of wholesaling, often carried on 
by substantial dealers with the 
knowledge of factory men. 
In view of present high produc- 


Ray Miles 








tion schedules and the depreciation 

factor between 1954 and 1955 mod- 

els, Miles looks for general price 

reductions on new cars by summer. 
7 = * 


H= ASSERTED that a _ sharp 
1954 model, which retailed for 
$2,400 to $2,500 when new, now 
wholesales for $1,300. Even allow- 
ing for an overallowance on trade, 
the depreciation is too great, he 
contended. 

While many independent deal- 
ers in new cars take an antago- 
nistic attitude toward enfran- 
chised dealers, Miles says that he 
cooperates as much as possible. 

For example, he said that while 
he had most new models before the 
authorized dealers in Norfolk, he 
timed his advertising with the an- 
nouncement date of the authorized 
dealers. 

In buying cars from new-car 

(Continued on Page 4, Col. 4) 








of the Interstate Commerce group 
and it is understood that he has 
had many requests from dealers 


tigation of their troubles. 


* * x 


T WAS learned that Sen. Mag- 

nuson last week discussed the 
idea: with other members of his 
committee, but that decision hinges 
to a considerable degree on the 
views of Sen. Mike Monroney, Ok- 
lahoma Democrat, whom Magnu- 
son would like to have head any 
special auto investigative group. 


Monroney was not present at the 
committee meeting. He was in 
Oklahoma at the time and is not 
expected back in Washington until 
about Feb. 1. 

Contacted at Oklahoma City by 
Automotive News, Monroney said 
that he had not yet been asked 
to head the special committee 
and would prefer not to discuss 
the matter until he got back to 
Washington and had an oppor- 
tunity to talk with Chairman 
Magnuson. 

Monroney is regarded as being 

(Continued on Page 6, Col. 1) 


NADA Convention 
Opens Saturday; 


Many Hot Issues 


(eu. ~- Chenges in factory- 
dealer policies over the past 
year and renewed trade proposals 
in Congress will dominate attention 
at next week’s NADA convention- 
exhibition here. 

Opening Saturday with a service 
clinic and equipment show in the 
Conrad Hilton Hotel, the new-car 
dealer gathering is expected to 
attract 12,000 dealers and guests. 

Foremost in dealer discussions 

(Continued on Page 8, Col. 1) 





GM Expects Record Sales 
As U. S. Prospers in ’55 


EW YORK. — Against the glit- 


duce and sell 6.8 million cars and 


tering background of the 1955|trucks in the home market, a gain 


Motorama, General Motors last 
week made known its confidence 
that: 

1. The nation’s economy would 
attain record strength this year. 


2. The auto industry should pro- 


Last Year's Dream Station Wagon Becomes a 1955 Production Reality 


ee 


Pontiac's Safari .; 


of about 10 percent from the 6.2 
million units produced for domes- 
tic use in 1954. 

3. Sales of GM cars “will be the 
highest in our history.” 

” = * 
DDRESSING 550 business and 
industrial leaders, GM’s chief 

spokesman, President Harlow H. 
Curtice, was optimistic about pros- 
pects for business generally in 1955. 

Later, he told newsmen gath- 
ered at the Waldorf-Astoria Ho- 
tel, scene of the Motorama, that 
GM dealers were selling cars just 
as fast as the factory delivered 

them. 

Explaining current high produc- 
tion rates, he said that this was 
the season’ when the fhdustry nor- 
mally built up its inventories for 
the spring selling period. 

However, he said that “so far we 
have not been able to increase our 
stock at all since the introduction 
of the 1955 models.” 

: ; * e * 


Cua forecast a gross na- 
tional product in the area of 
$370 billion in 1955, an increase of 
about 3 percent over the estimated 
level for 1954 and somewhat in ex- 
cess of the record reaghed in 1953. 

He said that, counting Can- 

(Continued on Page 28, Col. 4) 
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Dealer Feeling Mixed 
On GM’s Buyback 


yew announced buyback plan of 
General Motors—to repurchase 
“surplus” new cars from GM deal- 
ers and thereby quell bootlegging 
—has been received with mixed 
emotions by dealers contacted in 
an Automotive News poll. 

The proposal was hailed by some 
as a “wonderful” policy and a 
bootlegging cure that represents 
GM’s “commanding leadership.” 

Many other dealers, however, 
showed considerably less enthusi- 
asm. One termed the buyback 
plan “just so much wind.” Others 
said the announced plan ap- 

peared to be more a _ public- 





Text of Curtice Letter 
on Page 25 





relations program than anything 
else. 

A middle-roader reaction was 
evident in comments of many 
dealers who termed it a “con- 
structive step in the right direc- 
tion.” Franchised dealers of all 
makes were sounded out for their 


comments. 

A QUESTION repeated many 
times by dealers involved the 

eventual fate of a dealer who 

would dare to return cars to the 

factory. It was generally conceded 

that no GM dealer would place 


Dealer Avis Sells — 
Rent-A-Car Firm 
For $8 Million 


BOSTON. — Warren Avis, De- 
troit Ford dealer, has so:d ‘his 
worldwide Avis Rent-A-Car system 
for $8 million to a new corporation 
headed by Richard S. Robie, Bos- 
ton financier and New England 


* * * 


pioneer in the car-truck rental 
business. 
Associated with Robie in the 


deal is the New York banking 
house of Carl M. Loeb, Rhoades & 
Co 


The new firm will retain the 
Avis name, but has moved its head- 
quarters from Detroit to Boston. 

Immediate goal of the firm is the 
availability of 20,000 cars and 
trucks for rental and lease “from 
an hour to a year,” it was said. 

The system has franchised oper- 
ators in 330 cities in the U. S., and 
agencies in 12 other countries. 

Future goals include expansion 
to major cities throughout the 
country which do not have either 
Robie or Avis service, and expan- 
sion of airport “plane-auto” and 
railroad “plane-auto” service. 

Avis, who founded the tirm in 
1947 and has been its president, 
remains as honorary board chair- 
man. 

Avis still owns Leasing, Inc., 
which leases large fleets to com- 
panies on a long-range basis. He 
plans to expand that operation. 

Avis also plans to begin the ac- 
quisition of companies in various 
fields. 





himself on record as being unable 
to get his expected market pene- 
tration. 

The buyback plan was announced 
last week by Harlow H. Curtice, 
GM president, who said, “We think 
it is desirable at this time to take 
all possible measures to avoid, to 
the extent possible, any excess 
supply of models in dealers’ stocks 
that might otherwise develop from 
a temporary or local situation so 
that there will be no condition 
contributing to, or being used as 
an excuse for, bootlegging. 

“To accomplish this and at the 
same time to relieve our distribu- 
tors and dealers of any concern 
. . » General Motors, for the bal- 
ance of the 1955 model year is 
prepared to repurchase, or to 
arrange for the repurchase by 
other General Motors dealers in 
other areas ... any such new 
and unused passenger cars that 
might be considered excess sup- 
ply.” 

In a press conference at Motor- 
ama in New York City last week, 
Curtice was asked: “You wouldn’t 
think that GM sales totals for this 
year will be reduced, in any event, 
by your offer to repurchase cars, 
would you?” 

Curtice replied: “Not at all. Not 
at all . . . However, there could 
be an instance where a dealer 
might consider that he had a few 
more cars, or a few more of a 
certain model, and he would have 
an opportunity to unload them—if 
he felt so disposed—to some used- 
car outfit. But we would like him 
to offer them back to us, and I 
think it’s’ a very fair offer, and 
absolutely not related to our vol- 
ume expectations for the year 1955. 

“Our dealers right now are pres- 
sing us very aggressively for more 
cars and I might say that I’m 
pressing our manufacturing group 
for more cars, too.” 

* + ~ 

N COMMENTING on the GM 

plan, Frederick J. Bell, executive 
vice-president of NADA said, “Any 
action by any source that is in- 
tended to curb bootlegging is a 
good action. The intent of the GM 
statement is commendable. 

“It is, of course, far too early 
to pass any judgment on the prac- 
tical success of this move and, after 
all, the way in which the intent 
is implemented by action will 

(Continued on Page 4, Col. 4) 





Feb. 1 Parley to Map 


Emergency Controls 


WASHINGTON.—The Business 
and Defense Services Administra- 
tion and the car and truck 
industry advisory committees will 
meet here Feb. 1 to map out a 
program of standby materials 
and production controls for 
future emergency needs. 

At the forthcoming conference 
the Government is expected to 
ask industry for volunteer “with- 
out-compensation” consultants on 
a rotating basis. 





Business Barometer 


Auto Production — 184,575 cars, 
trucks in week vs. 137,801 year ago. 

Bankruptcies — 200 in week vs. 
200 year ago. 

Building Activities — Housing 
starts in 1954 totaled 1,215,000 units, 
up 10 percent from 1953. 

Business Volume—106 percent of 
1935-39 index vs. 104.1 year ago. 

Department-Store Sales — 13 
percent ahead of like 1954 week. 

Freight Loadings — 602,203 cars 
vs. 624,229 year ago. 

New-Car Sales — 4,907,137 to 
date vs. 5,325,052 year ago. 

New-Truck Sales — 762,216 to 
date vs. 861,653 year ago. 

Oil Stocks—259,460,000 barrels, a 
drop of 2,026,000 in week. 


Steel Output — 82.4 percent of 
capacity vs. 83.2 percent last week. 

Used-Car Sales Prices — $892 
overall January average vs. $683 in 
December. 

Wholesale Prices—110.1 percent 
of the 1947-49 index vs. 109.8 in 
previous week. 

. * 7 


Common Stocks 

Jan. Jan. 1955 
19 12 High 
Am. Motors 12% 12% 14% 
Chrysler 67%, 69% 74% 
GM 94, 96%, 107% 
Kaiser 2% 2% 2% 
S-P 14 14% 15% 


38.07 39.07 


Low 
9% 
56% 
58% 
1% 
10% 


Average 
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Cars in the News 





Most Powerful U.S. Production Car— 

The Chrysler ‘300, America's most powerful production car, was introduced last 
week in New York and is scheduled to be available to the public in March. This 
300" hardtop has special suspension and is 59 inches high. (See story on Page 6.) 


POR re 





Chevrolet to Pace ‘500’ Race— 


Chosen as pace car for this year’s 500-mile race in Indianapolis was this Chevrolet 
V-8. T. H. Keating (seated), Chevrolet general manager, will drive the car. With him 


is Anton Hulman jr., chairman of the Indianapolis Speedway. 





Late Models Termed : 


Victims of Discounting 


By Robert M. Lienert 
Associate Editor 

SED-CAR business is booming 
for most new-car dealers and 
is sputtering for used-car dealers, 
it is indicated by 
reports reaching 

AvuTOMOTIVE News. 
New-car dealers, 
while moving used 


units in droves, re- 
portedly are finding very little 
profit in the transactions. Profit 


also is a problem among used-car 
operators, who make mixed reports 
on volume. 

Some used-car dealers are in- 
clined to blame franchised dealers 
for their troubles. New-car dealers, 
they say, have discounted new 
models so much that they have de- 
pressed the market for top-grade 
used '54s and ’53s. 

* & * 

HAT, however, is just the start, 

say some of the particularly 
embittered independent operators. 
With new-car sales being pushed 
at high discounts, they say, new- 
car dealers are pulling in all the 
good trades. 

These dealers, they complain, 
then turn around and move out 
the tradeins to retail buyers at 
prices which don’t even reach 
the wholesale level. 

As a result, used-car men say, 
franchised operators have garnered 
most of the auto selling business 
and have slashed profits for every- 
body. 


“It ain’t necessarily so,” reply 





Report of Sale to GM 


Denied at Gar Wood 


WAYNE, Mich. — E. F. Fisher, 
president of Gar Wood Indus- 
tries, Inc., stated last week that 
there was no basis for a report 
that the company would be ac- 
quired by General Motors and 
that there had been no discus- 
sion of any such transaction. He 
referred to a report that ap- 
peared in the Detroit Free Press. 





new-car dealers. New-car sales fol- 
low demand—natural or created, 
they say. Pushing used-car sales, 
they add, is necessary if they are 
not to become bogged down in seas 
of used units. 

To move the used cars quickly, 





Crusoe Okays Discounting; 
See Page 25 





they say, prices must be kept down. 
After a period of adjustment, they 
feel, the market will settle down 
again—at lower levels—but a 
profit margin will exist. 

* * * 


QrE used-car operator last week 
sketched for Automotive News 
the situation as it applies to him. 
He said that last year his volume 
was about equal to the used-car 
volume of a big new-car operator 
next door. 

Now, he said, he sells an aver- 


(Continued on Page 26, Col. 1) 





Ala. Looks to Laws— 


Members of the Alabama Automobile 
Dealers Assn. are studying issues which 
confront the industry during the next leg- 
islative session. In the Montgomery dis- 
trict, dealers and truck dealers formed a 
committee to discuss their common prob- 
lems. Seated (from left), are J. A. Pierson, 
president, and Rush Stallings, secretary- 
treasurer. Standing: R. S. Hicks, president 
of the state association, and Joe B. 
Hedrick, district director. 





Olds, Pontiac Face 
Strike Threats 


Job Standards Argued; 
L-M Wildcat Ends 


By Joseph M. Callahan 
Staff Writer 

—— of a strike appeared 
greatly increased last week at 
the Oldsmobile plant in Lansing 
where about 45 per 

cent of the Oldsmo 

biles are assembled 

following a poll in 

which 89.7 percent 

of the workers voted 





for a strike. 

There was also a tense labor sit- 
uation at the Pontiac plant in Pon- 
tiac, source of about 46 percent of 
Pontiac cars, but considerable con- 
fidence existed that a settlement 
could be reached. 

The Oldsmobile dispute involved 
78 work-standard grievances and a 
demand from the union, UAW-CIO 
Local 652, that women in the plant 
be given the same seniority rights 
as the men. The 12,000-person work 
force includes 1,400 women. 


Mabel Culpepper, union secre- 
tary, said negotiations had been 
started, with little progress being 
made. The company requested a 





one-week postponement, after 
which some. counterproposals 
would be presented. 

A * x 


a THE Pontiac dispute, the ex- 
ecutive board of Local 653 was 
authorized by the membership to 
take a strike vote unless progress 
was made toward the settlement 
of a number of work-standard 
grievances. 

Charles S. Curry, local presi- 
dent, said the union action was 
backed by the “largest meeting 
we ever held.” He estimated that 
700 members of 14,000-man union 
turned out. 

“These work-standard cases have 
occurred because the jobs have 
not been timed,” he said. “The men 
have been given only ‘estimated 
times’ to do the jobs.” 

One Pontiac official blamed the 
trouble on “production-wild” fore- 
men who, in some cases, were forc- 
ing the lines to move even while 
they were under repair. 

+ * ok 


g Ast week some progress was 
made toward the settlement of 
another work-standard dispute at 
UAW Local 596 at the Fisher Body 
plant in Pontiac. 

Following the settlement of 
some of the 70 grievances, nego- 
tiations were suspended last 
Tuesday to permit the unionists 
to attend a conference in Cleve- 
land. 

Meanwhile, a four-day wildcat 
strike at the Lincoln-Mercury plant 
in Metuchen, N. J., ended last week 
as 1,685 members of UAW Local 
980 returned to work. 

The stoppage occurred after one 
man was sent home on grounds 

(Continued on Page 26, Col. 5) 





Fearless Dealer 
Puts Rival °55s 
On His Floor 


DETROIT. — A daring innova- 
tion in new-car merchandising 
made its debut here Friday when 
one of the nation’s largest Plym- 
outh dealers placed '55 Chevrolet 


_|and Ford cars on his showroom 


floor for comparison purposes. 

Thomas T. Petzold, president of 
Petzold Motor Sales Co. (Chrysler), 
said prospects would be able to 
study and test-drive the three com- 
peting cars through this week. 

Large ads in the Detroit dailies 
and east side community papers, 
spotlighting a photo of the three 
makes side-by-side, unveiled the 
precedent-breaking plan. 

“I believe,” Petzold said, “that 
the average car buyer, looking at 
one manufacturer’s car in one 
showroom, then going several 
blocks to look at a competing car, 
completely loses the value of com- 
parative selection which is avail- 
able to the buyer of practically 
every other product.” 

Petzold said he expected the plan 
to boost Plymouth sales appreci- 
ably. 
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OBERT S. ARMACOST, who 
gives you the benefit of his ob- 
servations and counsel for the new 
year, started in this business as a 
salesman in Cincinnati in 1920. So 
you see he is a real veteran of the 
trade. 

He has been a Studebaker 
dealer in Kansas City since 1923. 
All during this period he has 
taken active part in trade associ- 
ation activities which culminated 
in his election as NADA presi- 
dent for 1953. 

His proven good judgment, far- 
sightedness and leadership during 
his administration earned for him 
the respect and admiration of deal- 
ers of the entire nation. Armacost 
now has the floor: 

* * 2 


Time for Action 


| ype two years you have heard a 
great deal from various indi- 
viduals regarding the future of au- 
tomobile distribu- 
tion. It has been 
my privilege to 
talk to a great 
many dealers 
throughout the 
country, and, 
frankly, after 
what I have seen 
happen in 1954, I 
cannot help but 
think that per- 
haps there wasn’t 
anyone listening. 

I am well aware of the fact that 
our better dealers did not lead the 
way into the unsound practices 
which have characterized our mar- 
kets in the past two years. Never- 
theless, I do believe that there are 
enough good, reliable dealers in 
America who can and should lead 
the way out of these unsound prac- 
tices and back to legitimate selling. 


It is most important that this 


Dealers Alerted 
To ‘Unfavorable’ 


Tennessee Bills 


NASHVILLE. — Members of the 
Tennessee Automotive Assn. were 
alerted last week to the first “un- 
favorable” legislation to show up in 
the State Legislature this year. 


Introduced in both houses, one 
bill would permit the closed shop in 
every unionized industry, replacing 
Tennessee’s “right-to-work” law 
enacted in 1947. 

In a special bulletin, TAA urges 
all dealers “to get busy with your 
local representative.” 

TAA directors also are opposed to 
a proposed speed limit on State 
highways. It was said that such 
laws in other states had resulted 
in more fatalities and that they 
were responsible for speed traps. 

The directors also discussed the 
association’s legislative program, 
which includes a dealer-manufac- 
turer licensing law, according to 
Doc Welchel, executive secretary. 


R. S. Armacost 
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be done! It will require the un- 
selfish sacrifice of pride of posi- 
tion or temporary leadership, 
and perhaps may even mean be- 
ing tabbed by your manufacturer 
as noncooperative. 

We can no longer afford to have 
the public continue to believe that 
ours is a gyp business and that | 


there are no honest men in it, that | # 


buyers must continually be on 
guard to protect their own interest. 
Let’s throw out all the gimmicks, 
all the trickery—yes, and all the} 





dishonesty—and get down to the! § 


real business of rebuilding. 


| 
These unethical practices, so} 
often mentioned, are not confined | 
to nonmembers of local, state and | 
national associations. In the main, 
the offenders are our association 
boys and they reach clear to the 
top, members in good standing, if 
you please. | 

* * * | 


Factory’s Role 


_— you sincerely concerned for 
the future of our distribution 
system? I ask that question be- 
cause dealers everywhere complain 
that they are being forced by com- 
petition to do all the things they 
know too well spell doom for their 
own future. Yet they continue to 
practice the things that lead to 
this destruction. 

Those men of genius in charge 
of our manufacturing have pro- 
vided the finest transportation ever 
produced by man. Those in charge 
of sales (at our insistence) have re- 
tained the historic discount to 
dealers; they have urged us to 
train a sales force worthy of their 
product; they have admonished us 
time and time again to cultivate 
our Owners and through superior 
service and reliability build our 
business on a solid foundation. 


In all my talks with dealers, 
none has said that factory peo- 
ple insisted, or even suggested, 
that he engage in deliberate mis- 
representation in advertising, in 
bootlegging, in anything less 
than quality service. 

On the other hand, I do believe 
that some factory sales people 

have condoned some, if not all, of 
these practices. They have eulo- 
gized these fair-haired boys as the 
new-type merchants and favored 
them at every opportunity. They 
have belittled the experienced mer- 
chant and referred to his honest 
practices as outmoded. 

Their interest has been solely in 
volume—nothing more. They ap- 
parently have not been concerned 
as to what happened after delivery 
to the customer. This attitude in 
high places in our business has led 
previously honest dealers to depart 
from their conservative methods 
and try the new volume deal where 
you forget all you have learned 
and take every deal and every- 
body. 





* * * 


Working Together 

HAT can be done? There must 

be a desire to stop these prac- 
tices on the part of the manufac- 
turer and dealer alike. If this de- 
sire is sincere, dealers must stop 
asking factories to refrain from 
canceling franchises but rather 
provide them with the means of 
cancellation. There are many sell- 
ing agreements that must be re- 
placed before any reform can be 
obtained. 


Dealers must place the future of 
our distribution system above 
their own selfish immediate inter- 
est, above their desire to be the 
biggest dealer in town or the world. 
They must stop taking deals to 
keep some other dealer from mak- 
ing a profit. In other words, stop 
delivering new cars for revenge. 

Build a sales force—yes, we 
all want to, but we find it almost 
impossible to induce honest young 
men to venture into this field. 
This, I believe, is because we can- 

(Continued on Page 29, Col. 1) 
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Part of 121,000 Who Jammed Washington Show— 


Watching popular songstress Joni James take her turn onstage at capital's 26th auto show is portion of 121,326 visitors. 
This topped last year's show by 3,027. Chicago show packed in 490,500, also new high. Both were strong selling shows. 


* 


* * * * 


Chicago, Washington Records Fall. . . 


First Shows Draw Buying Crowds 


HEERED by the selling success 
of the first batch of auto shows, 
dealers in 10 other metropolitan 
areas were looking ahead eagerly 
to remaining shows on the January 
calendar. 

The big nine-day Chicago and 
Washington shows pulled in not 
only record attendance totals, but 
also sales and sales prospect vol- 
umes up to 40 percent greater 
than last year’s excellent returns. 

Chicago’s 47th annual spectacle 
attracted 490,500 visitors, exceeding 
the previous record of 481,000 and 

barely missing the 500,000 goal of 
the sponsoring Chicago Automobile 
Trade Assn. 

Attendance in Washington was 
estimated at 121,326 by the host 
Automotive Trade Assn. National 
Capital Area. This topped last 
year’s mark, which embraced 
Washington’s Birthday, by 3,027. 

* * » 


EALERS in Houston, Grand 

Rapids and Decatur, IIl., where 
other 1955 shows have been held, 
also welcomed large throngs to see 
the new models and equipment dis- 
plays. 

All Coliseum records were broken 
as 151,640 Texans turned out for 
the Houston show. The Rotary 
Baseball League netted show pro- 
ceeds. 

Grand Rapids’ first postwar show 
attracted a total of 40,730, with 
30,349 paid, surpassing most pre- 
war events. Dealer David H. Gezon, 
publicity chairman, said the show 
definitely would be staged annually 
henceforth. 

In progress this week are 
shows in Baltimore, Indianapolis, 
Los Angeles, St. Louis and Seat- 
tle. A three-day exhibition will 
open Saturday in Evansville, Ind., 
while week-long shows commence 
the same day in Detroit, Pitts- 


Capital Dealers 
Meet Tonight 


WASHINGTON. — Five new di- 
rectors will be elected tonight (Jan. 
24) at the annual meeting of the 
Automotive Trade Assn. National 
Capital Area. The meeting will be 
held in the Hotel Sheraton-Carlton, 
with cocktails at 6 p.m. and dinner 
at 7 p.m. Ford members will act 
as hosts. 

A preliminary report will be giv- 
en on the recent auto show held 


ation president. 





burgh, Rock Island, OL, and 
Rochester, N. Y. The first Feb- 
ruary show kicks off Feb. 2 at 
San Diego, Calif. 

Edward L. Cleary, show manager 
and general manager of CATA, 
stated that reports from each of 
the 18 car exhibitors, as well as 
those presenting eight lines of 
trucks, indicate the greatest sales 
results ever obtained in the Chi- 
cago automotive classic. 


Not one exhibitor queried report- 
ed anything other than complete 
satisfaction by all who took part. 
Success of the show was indicated 
by the number of salesmen who 
asked permission to come back 
again and again to work the floor. 

* * * 


eo for the phenomenal fi- 
nancial returns were several, ac- 
cording to Jerry H. Cizek, show 
chairman and a Chrysler-Plymouth 
dealer in the Windy City. 
“Changing show dates, to get 

them closer to when new cars are 
announced, was one reason,” said 
Cizek. “Another, we believe, has 
‘to do with the overall improve- 
ment and streamlining each make 
of car has been given. Gay colors 
used in 1955 models and the new 
color styling had considerable 
effect.” 

The Chicago show depends upon 


the cars themselves to attract its 
audience and this format has been 
successful year after year. Although 
a stage revue is presented twice 
daily, it is used solely to present 
the new cars going on display and 
no headline acts or big names are 
engaged to carry the show. 

Only big name used in connection 
with show publicity this year was 
that of Miss America, who starred 
in the Nash exhibit, but she is hired 
by Nash division of American Mo- 
tors and not the show itself. 

x * * 


NCE again visitors numbered 

quite a few from other lands, as 
well as almost every other state in 
the union. A dealer from Singapore 
seemed to capture the mark this 
year for the greatest distance trav- 
eled, while a delegation of 25 deal- 
ers from Germany was the largest 
foreign group. 

Some 5 allied, equipment, ac- 
cessory and educational exhibits 
added interest as people thronged 
through displays of plastic auto- 
mobile bodies, transmissions, dif- 
ferentials and others. Driver test- 
ing booths and color surveys were 
well-attended. 


Show dates for the next Chicago 
show will be announced within the 
next two weeks, according to CATA 
President Earl T. Zweifel. 








Toledo Dealers Reward Courtesy— 


Pedestrians and motorists who were selected on Safe Driving Day last Dec. 15 for 
here. Edwin L. Stohlman is associ-| courteous acts are presented with savings bonds by Arch W. O'Rourke (right), presi- 
dent of the Toledo Automobile Dealers Assn. 
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s Are Unloved... 





‘Jukebox’ Cars Raked by Loewy 


DETROIT. — The “orgiastic;ment which is costly in popularity, 
chrome-plated brawl” composed of |if not in sales. He added: 


today’s cars will catch up with the 
auto industry 
eventually and 
give way to a re- 
turned emphasis 
on function and 
good taste. 
That’s the opin- 
ion of outspoken 
Raymond Loewy, 
consulting de- 
signer for Stude- 
baker, whose 
critical meta- 
phors highlighted 
a windup session of the 50th anni- 
versary convention here of the So- 
ciety of Automotive Engineers. 
The look-alikeness of present 
U. S. cars, Loewy declared, is 
breeding a growing popular resent- 





Raymond Loewy 


Fire One!— 


“When a_ business, however, 
gigantic, gets smug enough to 
believe that it is good enough to 
match competition on such triv- 
ial points as chrome moldings 
instead of leading competition in 
valid matters, that business is 
becoming vulnerable to  public- 
disfavor.” 

The French-born stylist took a 
look at the car of 2005, when he 
forecast that 298,000,000 Americans 
would be moving about in 120,000,- 
000 cars. 

Need for greater highway safety 
and comfort will bring on cars with 
a compact engine placeable any- 
where, large luggage spaces, colli- 
sion-proof bodies, non-crouch door 
openings and a number of driving 
assists that will make the process 
semi-automatic and virtually acci- 
dent-free. 

The window structure is in for a 
radical departure, said Loewy. 
There will be 360-degree visibility 
and the flat windshield may return 
to eliminate light reflections at 
night, he said. He also foresaw the 
end of the “goldfish bowl, or green- 
house” structure, which he himself 
introduced on the postwar Stude- 
bakers. 

Loewy was unsparing in his 
attack on present-day styling. 
Among his epithets were: 

“Horsepower rat-race and 
chrome-gadget rat-race.” 

“Bad diet of bulk and weight and 
flash.” 

“Total loss of distinction 
gram envisioned by the Presi- 


Raymond Loewy wonders if parking| @mong all automobiles.” 


problem can't be solved this way, should 
cars continue to grow longer. 


“Chrome-plated Dagmar.” 
“The jukebox is being 1evived 


U. S. to Drop OPS Cases 
Against Minn. Dealers 


MINNEAPOLIS. — The United 
States justice department has noti- 
fied defense attorneys that cases 
against’ 46 Minnesota Ford dealers 
will be stricken from the March 
calendar of the United States dis- 
trict court. 

The dealers had been charged 
with over-ceiling price violations 
when Office of Price Stabilization 
(OPS) regulations were in effect. 

Last July, the United States cir- 
cuit court of appeals at St. Louis 
had, in effect, thrown the cases 
out of court when it reversed a 
test case decision of the lower 
courts. 

In the test case, Federal Judge 
Robert C. Bell, St. Paul, had or- 
dered a directed verdict for the 
government against Massey Mo- 
tors, Inc., Little Falls, Minn. 

The OPS had asked treble dam- 
ages on the grounds Massey Mo- 
tors had made overcharges of $1,116 
illegally on accessories furnished 
purchasers of 34 new 1951 Fords. 
The case was tried at Duluth, 
Minn., in May, 1952. Bell’s verdict 
assessed the firm $1,116 in dam- 
ages. 

The government agreed to hold 
up prosecution against the other 45 
firms pending an appeal to the cir- 
cuit court. 

Thomas Vennum, Minneapolis at- 
torney who defended the dealers, 
was informed that all pending cases 
against the dealers will be dis- 
missed with prejudice, without 
costs and without payment to the 
government. of any sum _ except 
$238.33 conceded in the Massey 
case. 

Had the circuit court upheld 
the government, the dealers 
would have been subjected to 
possible penalties of $165,000 in 
single damages and nearly half 
a million dollars in treble dam- 
ages. 

In the case, dealers were accused 
of violating OPS regulations by 
charging more for such accessories 
as heaters and directional lights 
than OPS regulation allowed. 

The dealers contended the regu- 
lations did not intend business 
firms to alter traditional trade 
practices in profit markups and 
that price and profit margins were 


not disturbed. The case was ap- 
pealed both to the circuit court of 
appeals and the emergency court 


for export—and it moves!” 

“We are probably going to have 
a fluorescing six-passenger juke- 
box before long.” 

“Piece of gaudy merchandise.” 

“Servile copying of one com- 

pany’s product by the others.” 

“Chrome-plated barge.” 

“Leave a Ford and Chevrolet in 
the same garage overnight — and 
nine months later out comes a 
Plymouth (or Chevrolet-Plymouth 
for a Ford, or Plymouth-Ford for 
a Chevrolet.)” 

“Why didn’t we just skip this 
year?” 

“Safe, 
chariots.” 

Noting that Grace Kelly is rated 
by the public as the top U. S. ac- 
tress and Ernest Hemingway is the 
Nobel prize winner for literature, 
Loewy argued that whoever de- 
cided that Americans like “vulgar- 
ity” in their cars is acting in bad 
faith. 

On the same program, Ford’s en- 
gineering vice-president, Earle S. 
MacPherson, discussed the problem 
of assimilating engineering crea- 
tivity with the requirements of a 
modern business. 

“The need for cultivating latent 
executive ability in the creative in- 
dividual, the management require- 
ment of delegating authority and 
equity, and the primary obligation 
of management to sponsor new 
ideas form an inextricable rela- 
tionship,” MacPherson stated. 


imitative, over-decorated 





Rearward Look— 
“The year of the model is determined 


of appeals in Washington in the|by the height of the rear fins,” stylist 


fall of 1953. Both courts were await- 
ing the action of the other, Ven- 
num said. 


Loewy joshed in his SAE talk. He called 


for greater functionalism and less razzle- 


dazzle in car designs. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


JANUARY 19 
(Snow today — very cold. Buying 
brisk, Sold 118 cars out of 162 en- 
tered.) 

BUICK — '54 Century 2-dr., $2,180° 
(ps); Super 4-dr., $1,865*. ‘53 Spe- 
cial 2-dr., $1,125*. ‘52 Super 4-dr., 
$840*; Special 2-dr., $800*. ’51 Spe- 
cial 4-dr., $660*, $440; Super 4-dr., 
$600*. 50 Super 4-dr., $380*. '49 Su- 
per 4-dr., $220*, $180*. '48 Super 4- 
dr., $200. 

CADILLAC—’52 (62) conv., $1,810*. 
‘51 (62) 4-dr., $1,195*, $1,125*. '49 
(75) 4-dr., $645*; (62) 4-dr., $555*. 

CHEVROLET—’54 Bel Air 2-dr., $1,- 
350*; Two-ten 2-dr., $1,250. °53 Bel 
Air coupe, $1,015*; Two-ten 2-dr., 
$930, $890, $880; 4-dr., $920*, $840; 
One-fifty 2-dr., $790; 4-dr., $765. ‘52 
SL Deluxe station wagon, $1,110*; 
2-dr., $675*, $600; 4-dr., $630%; SL 
Special 2-dr., $540; %-ton pickup, 
$515. °51 SL Deluxe 2-dr., $675*; 
club coupe, $535, $530; SL Special 2- 
dr., $400. '48 SM 2-dr., $145. 

CHRYSLER—'53 Windsor 2-dr., §$1,- 
230* (ps); NY 4-dr., $1,210* (ps). 
’51 NY Newport, $605*. 

DeSOTO—’'53 Fire Dome (8) 4-dr., $1,- 
150* (ps), $1,140* (ps). ‘51 Custom 
4-dr., $530*. 

DODGE—'53 Coronet 2-dr., 
dr., $880*. 
$450; club coupe, $590*. '51 Coronet 
4-dr., $405. '50 Coronet 2-dr., $460. 
’47 %-ton pickup, $205. 

FORD—’54 Crest (8) Victoria, $1,625*; 
Custom (8) 2-dr., $1,500* (ps); Cus- 
tom (6) 2-dr., $1,230; Main (6) 2- 
dr., $1,025. ‘53 Crest (8) conv., $1,- 
105*; Main (8) 2-dr., $900; Custom 
(6) 2-dr., $780. "52 Main (8) Ranch 
Wagon, $810; Custom (8) 4-dr., $725; 
Main (8) 2-dr., $680. '51 Custom (8) 

., $600; 4-dr., $475*; Custom (6) 
» $470. °49 Custom (8) 2-dr., 
$220. * , 

HUDSON—'51 Hornet 4-dr., $385*. 

KAISER—'51 Deluxe 4-dr., $295*; 
dr., $280. 

LINCOLN—'49 4-dr., $190. 

MERCURY—'54 Monterey coupe, $1,- 
750*. '51 4-dr., $625*. ’50 2-dr., $325; 
4-dr., $360. 


$930*; 4- 
*52 Coronet 4-dr., $600, 


JANUARY 12 


(Sale very good with prices still 
holding up. Sold 117 cars out of 
191 entered.) 

BUICK—’53 Super Riviera club coupe, 
$1,380. °52 RM 4-dr., $940%. ’51 
Super 2-dr., $765*, $755°; 4-dr., 
$700*. '50 Super 4-dr., $390°*. 

CADILLAC—’53 (62) 4-dr., $2,360*. 
"50 (62) conv., $1,155*. 

CHEVROLET—’S4 Two-ten 2-dr., $1,- 
325°, $1,150*; 4-dr., 1,- 
200°. Air 2-dr., $1,210°*, 
$1,150*, $1,100*; station wagon, $1,- 
200°; Two-ten 4-dr., : 
2-dr., $900*, 
Deluxe 2-dr., 
$655*. °51 SL 
4-dr., $550°. °50 SL Deluxe 2-dr., 
$395*, $325*, $270*. °49 SL Deluxe 
conv., $235°*. 


CHRYSLER — '54 NY 4-dr., $1,850* 
(ps). °53 NY 4-dr., $1,605* 
Windsor 2-dr., $1,320* (ps); 
$1,210*. °52 Windsor 2-dr., 

(ps). °51 Windsor 2-dr., $685*; 4-dr., 
$585*, $555°. '50 Saratoga 2-dr., 


Fire Dome (8) 2-dr., 
. ‘51 Custom 
4 » $465° 


DODGE—'54 Coronet (8) 2-dr., $1,425*. 
’53 Coronet (8) 4-dr., $850*%, 2 at 
$820*; 2-dr., $810*. ‘52 Meadow- 
brook 4-dr., $550°. '51 Meadowbrook 
4-dr., $475°*. 

FORD—'54 Crest (6) Victoria, $1,635*; 
Custom (8) 2-dr., $1,350, $1,210; 
Custom (6) 2-dr., $1,225*; Main (6) 
2-dr., $1,160*. '53 Main (8) Ranch 
Wagon, $1,200; Custom (8) conv., 
$995°; 4-dr., $990*%; Custom (6) 
-dr., $825. '51 Custom (8) 4-dr., 
$540°; Deluxe (8) 2-dr., $420. ’50 
Deluxe (6) 2-dr., $175. 

HUDSON—’52 Pacemaker 4-dr., $600. 

KAISER—’51 Special 4-dr., $135*. 

MERCURY —’'53 Monterey 2-dr., 
425*. '51 2-dr., $600*, $540*; 
$575*; coupe, $525*. °49 4-dr., 

NASH—’53 Statesman 2-dr.,° $900. 

OLDSMOBILE—'53 (88) conv., $1,540* 
(ps); 4-dr., $1,455* (ps), $1,085*; 
2-dr., $1,260°. ’°51 (88) 4-dr., $805°, 
$660*; 2-dr., $615*. °50 (88) 2-dr., 
$320°. 


4-dr., 
» $630*; 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction Reports are on Pages 22, 23, 24 
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Width-er Cars?— 


In spoofing current car designs before 
SAE, Raymond Loewy showed above car- 
toon and asked: “If the car gets any 
wider, why not use the same system for 
garages?” 


End of Franchise 
Seen by Miles 


NUCDA Chief Cites 
Trend of Retailing 
(Continued from Page 1) 


dealers, Miles says that he asks to 
see the invoices from the factories. 
Many dealers, he said, are padding 
their costs. 

The pack, he said, makes his 
business easier, for he can adver- 
tise greater reductions. 

* * + 
ILES said that one of his 
sources of new cars handles 
about 2,000 cars a year, and makes 
no effort to conceal his wholesaling 
activities from the factory. 

When Miles asked the dealer 
how come he was so open about 
selling to used-car dealers, the new- 
car dealer commented: 

“They know that I’m the only 
guy in town sucker enough to 
invest so much money in a front 

for them.” 

Miles said that such new-car 


Feeling Mixed on Buyback 


Dealer Comments on GM’s Repurchase Plan 
Range from ‘Wind’ to ‘Wonderful’ 





dealers take the position that they 
have paid the factory for the cars 
and that they can sell them to 
whomever they wish. 

“If a factory wants to retain 
control of the cars,” Miles said, “it 
could consign them rather than sell 
them to dealers. The factories may 
have to resort to this.” 

This, he conceded, would compli- 
cate the financial problems of the 
factories, and he said that only 
one or two of the factories are in 
a financial position to operate in 
this manner. 

* * a 

ILES’ new-car operations have 

resulted in some amusing oc- 
currences, he said. His lot is fre- 
quently visited by agents of fac- 
tories or dealers trying to trace the 
new cars back to the original deal- 
ers. To avoid such annoyances to 
his sources, Miles uses. small 
chains to keep the hoods locked, 
and tapes over the numbers on door 
posts. 

As far as his sources go, Miles 
said, the feeling that their fac- 
tories have nudged them into huge 
investments in buildings and facili- 
ties is the reason why they whole- 
sale to independent dealers. 

” * x 

- CONTRAST to Miles, who 

tries to avoid offending author- 
ized dealers unless they give him 
trouble, some independent dealers 
seek to inspire or fan public re- 
sentment that exists toward some 
new-car dealers. 

For example, take this statement 
from the Harris handbill referred 
to previously: 

“From now on, look for red-hot 
competition. And remember, the 
manufacturers guarantee their 
cars, but they do not guarantee 
their dealers. 

“Today the manufacturers need 
salesmen—not dealers. Which man- 
ufacturer will be first to sell direct 
to consumers? All _ typewriters, 
computing machines and business- 
machine companies have always 
operated this way and the company 
is responsible for their salesmen.” 





(Continued from Page 2) 


determine whether or not _ boot- 
legging will be curbed.” 

Bell also expressed interest as to 
what would happen at contract- 
renewal time to GM dealers who 
took advantage of the buyback 
offer. 


Bell said the ingredients of the 
GM plan seemed “highly satis- 
factory,” but that he would like 
to await “completion of cooking 
before making final judgment.” 
Many dealers expressed a similar 
hesitancy. 

The consensus of dealers giving 
wholehearted approval to the plan 
is that it is the first constructive 
step at the factory level to outwit 
bootleggers. These dealers believe 
no. amount of legislation could do 
as much to overcome illicit dealing. 


Most of these dealers said no 
buyback plan was needed in 1954, 
but they admitted that it might 
be needed in the future in some 
localities. Among those giving full 
support, there was a general feel- 
ing that other makers would 
quickly follow suit. 

Other manufacturers, however, 
have said only that they have had 
the bootlegging problem under 
study for some time and are not 
prepared to go along on buyback 
propositions. 

+ * t 
E dealer saw the GM plans as 

a@ way to “separate the men 

from the boys.” He said: “Any 
dealer who would bootleg’ a car for 
nickels and dimes is not a fit 
dealer and should get the gate. 
There is no excuse now for any 
dealer to claim he is overloaded 
when the factory is willing to take 
over his surplus cars at cost.” 

Another dealer said of bootleg- 
ging and the'GM plan: “I can 
accept a dealer unloading where 
he is hooked with no way to get 
out. But if the factory will bail 
him out, what possible excuse has 
he for messing up?” 

Many other dealers, however, 
feel the plan won’t check boot- 
legging because “a dealer who 
can sell to a bootlegger at a 


profit isn’t going to sell back to 
the factory at cost, when he’s 
had the expense of delivering, 
handling and floor-planning 
them.” 
Other dealers point out that, 
beside making a quick $50 per car, 
the overstocked dealer would prefer 
to bootleg rather than sell back 
so that he could escape possible 
factory criticism. 
“Sure,” one dealer in the East 
said, “you can return all the cars 
you like to the factory, but within 
60 days you'll see another dealer 
spring up down the road .. .” 
The dealers who said they felt 
the proposal would not check boot- 
legging did say, however, that they 
appreciated GM’s “gesture.” It is 
nice to know, one said, that a 
manufacturer “is extending a help- 
ing hand.” 
ut * * * 
AMONG dealers who derided the 

offer was one who said: “There’s 
nothing new in this. We could do 
this all along.” 

Another on the Gulf Coast said 
his present contract calls for GM 
to repurchase surplus cars. This 
dealer said he believes the only 
solution to the bootlegging prob- 
lem is to go back to territorial 
security. 

One western dealer, in dis- 
counting the GM buyback plan, 
said: “Selfishness, not overstock- 
ing, is the real reason for boot- 
legging. District managers can 
control black-marketing by close- 
checking dealer orders and 
cutting back on shipments to 
dealers they believe are ordering 
in suspicious fashion. 

“If the factories really wanted to 
halt bootlegging, they could do a 
little police work in tracking down 
new cars on the used-car lots and 
cut off offending dealers from their 
franchises.” 

A Chicago dealer, who views the 
whole proposal as a “GM publicity 
stunt,” said it was his opinion that 
GM “is more interested in getting 
rid of cars than it is in stopping 
bootlegging.” 

—Rosert M. Lignert 
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WILL THEY CHOOSE 
THE CAR YOU SELL? 








EN There’s a big choice. Good cars, too. But here’s a plus you can offer over and beyond the 
LF : merits of the car itself. Associates’ Insured Payment Plan is the complete antidote to 
ED) the buyer’s fear of monthly payments—the fear that’s always there. Cast out that fear 
iho = and you’ve made yourself the man to buy from. Here’s how it works. Associates’ Insured 
re iy pe f ae Payment Plan makes the buyer’s payments for him if he’s sick or disabled. It pays his 
a WX 7 J oe contract in full should he die. It gives him non-cancellable life, accident and health 
Ni : % = Ke Ye insurance without examination. It gives immediate coverage without red tape. 
NA wn ze Put yourself in his shoes. Wouldn’t it help sell you? So give us a call. 
C7 \t eA 
eM Vs < AVA Help those buyers choose the car you sell. 











Tho, Old Shige My... 


“The more often a salesman lends his 
customers a helping hand, the more often 
he'll get it back loaded with business.” 





(The Old Sage is a composite of all 
the successful dealers we've known in 
over a third of a century in the field.) 
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Associates Discount Corporation 


Emmco Insurance Company 
South Bend, Indiana 
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Early Hearings Seen... 


Broad Auto Inquiry | 
Weighed by Senate | 


- (Continued from Page 1) | 


well fitted to head such a group, 
but it could not well be the Busi- 
ness and Consumer Interests Sub- 
committee, headed by Purtell last 
year, for the reason that Monroney 
is to head the Aviation Subcom- 
mittee, and that would bar him 
from the chairmanship of the other 
group. 

The idea, it is understood, would 
be to set up a special auto inves- 
tigating committee that Monroney 
could head. Hence the matter must 
hold over until his return. Even 
then, he may not be willing to take 
on the auto probe, though it is be- 
lieved he would do so. He was ac- 
tive as a Democratic member of 
the Purtell committee and is be- 
lieved to have personally received 


The story 
behind 


a number 





To case-harden every 
built the world’s largest 
furnaces, man them 168 hours a week. It’s typical 
of the many costly extra steps that go into 
Timken bearings to make them the number 1 
value for your car’s moving parts—the vital zone. 


It helps design tomorrow’s bearings. Can 
Timken bearings be made to last even longer? 
A continuous, large-scale research program is 
helping us find out. This machine, for instance, 
tests the effect of vibration on bearings. It’s 
one more reason to specify “Timken” with: the 
bearing number. And for full value, always use 
a Timken bearing cup w 
cone. The Timken Roller Bearing Company, 


Canton 6, Ohio. 
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|many complaints from new-car 


| dealers. 
+ s * 

HEN the Purtell committee 
was appointed, it was said that 
the inquiry was ordered in an ef- 
fort “to bring some relief to the 
automobile dealers of this country 
without doing violence to the anti- 
trust laws.” 
Sen. Bricker, then chairman of 
the parent group, said he wanted 
the subcommittee to come up with 


Boise Dealers Elect Officers— 
the answers to these two ques- 





tions: From left: G. Rynd Miller, retiring president of the Boise (id.) Automobile Dealers 
1. What is the cause of auto | Assn., who was elected as vice-president; Fred Lillge, president, and Charles Ander- 
bootlegging? son, secretary-treasurer. 
2. What, if anything, can be re ae re 


done to prevent it? 
The presently constituted Senate 
| Interstate Commerce Committee, it | 


appears, wants to go much further|that up until Automotive News’ 
than that. It would not conduct a| press hour last week only the Hin- 
hearing on any bill, for the reason | shaw freight charge bill had been 











asad 


The number 09067 on the bearing cone shown above—coupled with 
09195 on the cup—tells a short story. It is a certain size tapered roller 
bearing used on front wheels. But since the trade-mark “Timken” is 
also stamped on the bearing, the number tells the complete story about 
the bearing’s quality and the service that goes with it. 


race and roller, we 
battery of carburizing 


ith a Timken bearing 





TIMKEN is number | for VALUE where value counts most...in the vital zone 


TRADE MARK REG. U.S. PAT. OFF 


i 
NOT JUST A BALL © NOT JUST A ROLLER CD THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL AND THRUST =(§@— LOADS OR ANY COMBINATION PE 








reintroduced, and that was in the 
House. 

It was expected that a revised 
anti-bootlegging bill, and perhaps 
some other form of legislative pro- 
posal, sponsored by the NADA, 
would be ready for the 84th Con- 
gress when it convened. 

* * + 
RESIDENT Charles Freed, Ex- 
ecutive Vice-President Freder- 
ick Bell and Legislative Counsel 
Dr. Rowland Kirks all were on 
record to that effect when it be- 
came apparent that no action 
would be likely on the part of the 
Purtell group. 
Kirks, in an exclusive statement 
to Automotive News at that time, 
declared that “the need for such 
legislation is as great now as it has 
been in the past, and the need un- 
doubtedly will continue in the fu- 
ture.” 
However, it appeared to be a 
later decision to place the entire 
matter before the forthcoming Chi- 
cago annual convention, and at 
that time decide on the nature of 
the legislation to be sponsored in 
the new Congress and also to chart 
the course of action. 
So far as this correspondent 
could learn last week, no mem- 
ber of the Senate was preparing 
any auto bills along the line of 
| the probe in mind, and Rep. 

Shepard Crumpacker, Indiana 
| Republican, whose anti-bootleg- 
| ging bill passed the House at the 
| last session, said “he was mark- 
| ing time and considering a cou- 
| ple revisions.” 

It is just possible that Crum- 
packer is awaiting NADA conven- 

|tion action as a guide to what he 
| may decide to do. 

| In any event, should a Magnu- 
son-Monroney auto investigation 
|be staged on the basis of dealer 
complaints already in, it would 
mean good solid background, and 
| quicker action, for any legislative 
| proposals that may come later. 
whether from the NADA, the in- 
| dustry or government. 


‘March Delivery 
Is Planned for 
‘Chrysler 300 


NEW YORK.—The Chrysler 300 
—the industry’s highest - powered 
| car—will go into production within 
six weeks and it will be available 
to the public in March, according 
| to E. M. Braden, general sales man- 
|ager of the Chrysler division. (Pic- 
jture on Page 2.) 
Powered by a 300-horsepower 
| modified Chrysler Firepower V-8 
| engine and fitted with special 
| suspension, the car is on display 
| at the International Salon of the 
| Chrysler Bldg. here until Satur- 

day (Jan. 29). 
| Braden said, “The Chrysler 300 
| has been designed to the specifica- 
tions of motor sports enthusiasts 
| who, since introduction of the Fire- 
|Power engine in 1951, have been 
|asking Chrysler to build an auto- 
mobile with many sports car char- 
| acteristics. 
| “Among the things they asked 
for were modified FirePower en- 
jgine like those used at LeMans 
{and Watkins Glen road races, sim- 
|ple unadorned exterior, the road- 
|! hugging look and feel of a sports 
car and a practical, durable leather 
interior which would take hard 
| wear.” 

The long hood of the “300” 
sweeps downward between sharp- 
ly defined fenders and projecting 
headlights providing a close-in 

/ view of the road. The massive, 
two-element, box-check grille ex- 
tending across the front of the 
car emphasizes width and low- 
ness. No hood ornament is used. 

The V-8 FirePower hemispherical 

combustion chamber engine has an 
8.5 to 1 compression ratio. It de- 
|velops peak horsepower at 5,200 
|r.p.m. on premium-grade gasoline. 

It has a bore of 3.81 inches and a 

|stroke of 3.63 with 331-cubic inch 
displacement. 

| Modifications include two four- 
barrel carburetors, a full-race cam- 

| shaft and rocker arm valve adjust- 

|ment. The car is equipped with a 

| dual-exhaust system, power brakes 

Jand PowerFlite transmission. 

| 





Detroit Auction 
on Page 4 
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12,000 Dealers to Scan Many Hot Issues .. . 


NADA Parley Opens Saturday 


(Continued from Page 1) 


and NADA programming will be 
the freight-rate adjustments of 
last fall, General Motors’ repur- 
chase option plan announced this 
week and carryover congressional 
bills to slam the door on boot- 
leggers and “phantom freight.” 


on “Customer Paid Labor.” A sales 
clinic on “Profits Through Profes- 
sional Selling” will take place at 
3:30 p. m. Sunday. 
o * * 
ONVENTION registration and 
the eighth annual equipment 
show both will get under way at 


Service clinics are scheduled at|9 a. m. Saturday. Nearly 100 com- 


1:30 p. m. Saturday on “Service 
Equipment” and 1:10 p. m. Sunday 


Universal C.1.T. Moves 
Into New Yonkers Office 


YONKERS, N. Y. — The regional 
accounting office of Universal C.I.T. 
Credit Corp. and the local offices 
of Service Fire Insurance Co. last 
week moved into their new build- 
ing at 317 S. Broadway, Yonkers. 

The building, occupied under a 
long term lease, is a two-story 





Charies C. Freed F. H. Yarnall 


brick structure with all-glass front} panies have booked exhibition 


and 18,000 feet of floor space. It is 
air-conditioned and has acoustical 


booths. 
After a musicale Sunday night 


ceilings and a 12,500-foot parking /|in the Chicago Coliseum, the con- 


area in the rear. 





vention will enter three days of 


intensive business sessions at 10 
a. m. Monday morning. 

Other Sunday events will in- 
clude a meeting of make advis- 
ory committee chairmen at 11 
a. m, followed by individual 
make advisory committee ses- 
sions at 12:30 p. m. in the Conrad 
Hilton and Congress hotels. 


On Monday’s agenda are a sons 
and sons-in-law breakfast at 8 a. m. 
and a luncheon of the Inter-Indus- 
try Highway Safety Committee at 
12:15 p. m. The breakfast will be 
addressed by E. LaMar Buckner, 
president of the U. S. Chamber of 
Commerce. 

Business prospects for the year 
ahead will be made before the 
Monday morning business session 
by Dr. Arthur Burns, chairman of 
the President’s Council of Eco- 
nomic Advisers, and Paul Mazur, 
New York financier and Lehman 
Bros. partner. 

Guest speakers Tuesday will be 
Mary Davis Gillies, of McCall’s 
magazine, and Wednesday, Gen. 


: Announcing the NEW 


Carlos P. Romulo, chairman of the 
Philippine delegation to the United 
Nations, and C. Hamilton Moses, 
chairman of Arkansas Power & 
Light Co. 
* * * 
w= experts will explore the 
convention theme—“1955 Blue- 

print for Profit”—at the gatherings 
of Monday after- 
noon and Tues- 
day morning. 

The Coliseum 
will be the scene 
of a NADA mem- 
ber skit Tuesday 
afternoon. Wed- 
nesday morning, 
addresses will be 
given in the 
Eighth Street 
Theater by as- 
sociation execu- wred Bee 
tives, including President Charles 
C. Freed, Executive Vice-President 
Frederick J. Bell, committee chair- 
men Alton M. Costley and Fred- 
erick M. Sutter and Legislative 
Counsel Rowland F. Kirks. 

Names of the officers elected 
for 1955 also will be announced 
on Wednesday, and the nature 
of NADA’s “action program” for 
this year will be revealed. 

Business sessions will be enliv- 





A COMPLETE LINE OF SUPERIOR COMPRESSORS BRINGING THE HIGHEST EFFICIENCY 
AND BEST PERFORMANCE EVER OFFERED TO THE TRUCK AND BUS INDUSTRY! 





Here is an outstanding line of brand-new 
compressors for 1955—covering the entire 
range of trucks, tractors, buses and off-the- 
road equipment—from the smallest to the 


largest—with maximum 


ance assured every vehicle. 


Road-tested for millions of miles—labora- 
tory-tested for thousands of hours—job- 
tested and efficiency-rated from design 
boards to production final test—these are 


braking perform- 


the finest compressors ever built for the 


automotive industry. 


e New unloading mechanism. 


% 


4 





e Lower discharge temperatures over the 
entire speed range. 


e Increased air delivery at low and inter- 
mediate speeds, where most required. 


e New-design inlet valves. 


The World’s Most Tried and Trusted Air Brakes 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 
General Offices and Factory—Elyria, Ohio « Branches—Berkeley, Calif., Oklahoma City, Okla, 





e Available 
sired. 


e Capabie of operating at higher maximum 
speeds to match trends in engine design. 


e No external moving parts —no need for 
periodic adjustments. 


with attached governor, if de- 


e All compressors available either self- 


lubricated or engine-lubricated. 


e Improved oil control. 





e Tu-Flo 300 —air cooled. 
Tu-Flo 400 —air or water cooled. 
Tu-Flo 500 —water cooled. 








ened by salesmanship talks by well- 
known speakers Vince Baker, 
Richard C. Borden and Alvin C. 
Busse. Emphasizing the financing 
aspects will be L. M. Stewart, for 
many years treasurer of NADA, 
and Hayes Tucker, former state 
director of finance for Alabama. 

Gavelling the visiting dealers to 
order at each business session will 
be Frank H. Yarnall, NADA first 
vice-president and convention 
chairman. Freed, assocfation presi- 
dent since last January’s Miami 
meeting, will conduct every session. 

The convention will come to a 
formal close the night of Feb. 2 
with a “family party” in the Coli- 
seum. Dealer sons and sons-in-law 
will meet again at a luncheon 
earlier Wednesday, while a lunch- 
eon of area chairmen is slated for 
noon Tuesday. 

* . * 


Tt special clinics Saturday and 
Sunday afternoons will be mod- 
erated by Herb C. Lamborn, Detroit 
service merchandising consultant. 
Members of the panel will include: 
Leonard Brand, Chicago, discussing 
“Equipment Maintenance and Use;” 
William C. Gleisner, Milwaukee, 
“Equipment That Serves;” John 
Henderson, Rockford, Ill. “Me- 
chanics—Gaining, Retaining, Train- 
ing,” and Laverne P. Marshall, 
Flint, “Equipment That Sells Serv- 
ice.” 


Appearing on the Sunday after- 
noon service panel will be William 
R. Bryden, Beloit, Wis., “Customer 
Relations Sells Service;” Irwin 
Cochrun, Urbana, Ill, “Shop Ex- 
pense Control;” Alfred J. Corsini, 
Chicago, “Sources of More Gross 
Profits;” Morley Day, Detroit, 





Automotive News 
At NADA Parley 


Booth 21 will be the Automotive 
News headquarters at the NADA 
Equipment Exhibition in Chicago. 
Dealers and their guests are cor- 
dially invited to stop by to pick 
up the Jan. 31 Automotive News. 

Automotive News’ hotel head- 
quarters will be in the Conrad 
Hilton. 





“Creating More Traffic — Slow 
Days,” and Lamborn, “A $25,000 
Idea.” 

Baker, a Coloradoan who is a 
veteran speaker at state dealer 
conventions, will moderate the 
sales clinic Sunday afternoon. 

The equipment exhibition, which 
will be open daily from 9 a. m. to 
6 p. m. on the lower level of the 
Conrad Hilton, will run from Sat- 
urday through Wednesday night. 


Executives of auto and truck 
factories, finance companies, banks 
and insurance companies will 
mingle in record numbers with the 
franchised dealers. 

o ? ? 


OST manufacturers and financ- 

ing companies will maintain 
hotel headquarters and reception 
schedules, beginning Saturday. 


Special events will include a 
Plymouth buffet supper from 4 to 
8 p.m. Sunday in the Drake Hotel; 
a Hudson dinner at 7 p.m. Monday 
in the Drake; a GMAC reception 
for GM dealers and their wives 
Monday from 5:30-7:30 p.m. in the 
Conrad Hilton; a Dodge breakfast 
at 8 a.m. Tuesday in the Palmer 
House; a Studebaker-Packard din- 
ner at 5:30 p.m. Tuesday in the 
Palmer House, and a Nash open 
house at 4:30 p.m. Tuesday in the 
Conrad Hilton. 

The Saturday Evening Post will 
entertain dignitaries Sunday morn- 
ing at its invitational breakfast. 
Ford Motor Co. will maintain a 
hospitality suite for newsmen 
throughout the convention. 

e * e 


Additional Exhibitors 


Listed for Show 


CHICAGO.—Following is a sup- 
plementary list of exhibitors who 
will be represented at the NAD 
equipment show. 

Firms shown below are in addi- 
tion to those listed in the Jan. 17 
issue of Automotive News: Auto- 
motive Market Report, Pittsburgh; 
Auto Week, Nashville; Barrett 
Equipment Co., St. Louis; Eastern 
Air Lines, New York; Star Machine 
& Tool Co., Minneapolis; Sun Elec- 
tric Corp., Chicago, and K. R 
Wilson, Inc., Arcade, N. Y. 


if 





AUTOMOTIVE NEWS, JANUARY 24, 1955 Wee | ts 9 


Cliniversat Clunderwritera 
KANSAS CITY. MISSOURI 


J. J. LYNN, President 
And The Committee of Trustees 
Cordially Invite 
You and Your Lady 


to 


OPEN HOUSE 


in the 
? Grand Ballroom and Foyer 
of 
The Palmer House 
Monday Evening, January 31, 1955 
6:00 P.M. to 9:00 P.M. 
For an Evening of Entertainment 
Honoring 
Authorized Automobile Dealers 
of America 


at the NADA Convention 


INFORMAL 


For your pleasure and convenience, Universal Underwriters will maintain a Hospitality 
Suite at the Conrad Hilton Hotel throughout the duration of the Convention. You are 
invited to make your headquarters at this suite, the location of which will be posted on 
a bulletin board in the lobby of the Conrad Hilton. 


Officers and Trustees of Universal Underwriters are pleased to have an opportunity to 


entertain friends attending the Convention. 


































by 


“We. HAVE about run the gamut 
of specialization, and hence- 
forth will see greater emphasis on 
fundamentals” was the keynote 
idea expressed by several of the 
speakers at a meeting of the In- 
dustrial Committee for the Univer- 
sity of Michigan Engineering Lab- 
oratories. 

Purpose of the get-together 
was to acquaint members of the 
State Legislature with the prob- 
lem facing Michigan in a possi- 
ble serious shortage of trained 
people to man the industry of the 
state in coming years. 

The meeting also was intended 
to aid in maintaining community 
interest in the five-year plan (be- 
















TURNINGS 


John T. Benedict 


gun last year) aimed at moderni- 
zation of the U. of M. engineering 
facilities and expansion to get 
ready for anticipated continued 
growth in the student body. 

President Harlan Hatcher de- 
clared that the program is vitally 
needed in view of: (1) The “inter- 
national situation”; (2) desire to 
maintain upward trend in Ameri- 
can standard of living, and (3) 
rapid growth in population. It is 
expected that the first step in the 
five-year program will be com- 
pleted this year, when the new 
automotive engineering laboratory 
is ready for use. 

The second unit outlined by the 
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laboratory, which is to be used by 
all departments in the college of 
engineering. 

Highlights of the session were 


talks by GM’s Dr. Charles Ketter- | 


ing, who gave the industry view- 


point on the problem of engineer- | 


ing education, and by U. of M. En- 
gineering Dean George Brown, who 


spoke from the standpoint of the| 


university. 

It seems to me that the prob- 
lem of making available a suffi- 
cient number of properly trained 
people for American industry is 
nationwide in character, and not 
limited merely to the automotive 
industry and the state of Michi- 


gan. 
This also was clearly implied in 
Kettering’s statement that “the 


problem is universal, because there | 
in | 


has been a complete change 
what constitutes engineering since 
the war.” 

The day of the “experimental 
evaluator” (or cut-and-try artist) 
is passing, and emphasis is on 
“recognition that you must know 
in advance what a thing is going 


to do” in a given test. Kettering | 
pointed out that this has forced an | 
| I was particularly interested in| 


evolution in technical education to- 
ward “teaching things the way 


committee is a fluids engineering’ they are, and enabling students to 


Tie in with the 

BIG PROMOTION— 
make SARAN 

pay off for you in ’55 


covers, will be big news 














seat cover sales. 


On MEDIC—Recently given the Sylvania Award for 
the most outstanding television show of 1954. 


On HOME Show—Arlene Francis stars in this great 
TV show for women, their homes, their living. 


NBC.-TV. 


IN NATIONAL MAGAZINES—Full color pages in 
House & GARDEN and in SaturpAay EvenincG Post 
will take the saran story to millions of readers. 


These new features, added to all the rest 
which have made saran best for seat 


NEW STATIC-SHOCK RESISTANCE 


Improved formulations and weaves greatly 
reduce or eliminate static electricity. 


NEW COLOR FASTNESS 


Improved stability to sunlight. Colors are 
locked into saran for long life and beauty. 


NEW COLOR STYLING 


Improved materials for a wider range of pastel 
colors—for better styling—brighter fabrics. 


NEW CONTROLLED SHRINKAGE 


Improved shrinkage characteristic for unique 
fabrics which retain their snug fit without 
stretching or excessive shrinkage. 


Big, new consumer advertising to back up this new 
saran on national network television and in leading 
national magazines points the way to increased auto 


THE DOW CHEMICAL COMPANY, MIDLAND, MICH. 


lar to those they may encounter in 
industry.” 


* * 


Broad Course of Study 
To Bring New Degree 


us of the importance of broad- 
ening the essentials of engineering 


onstration of fundamentals. This 
concept that it is essential to pro- 
vide up-to-date laboratories com- 
parable to those used for similar 
work in industry. 


philosophy for planning a future 
engineering curriculum, and told 
|}about specific plans for the pro- 
gram now under way. The proposed 
fluids laboratory will meet the 
needs of students in all branches 
|of engineering, 
neers work with fluids of one kind 
or another. Brown also said that 
future emphasis will assure theo- 
retical studies of a solid foundation 
gained from a large amount of 
practical work in well - equipped 
laboratories. 





Brown’s disclosure that, beginning 
‘with this year’s fall term, U. of M. 





is going 
places 
in '55! 












to your customers. 
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N CLOSING, Kettering reminded | 


education and returning to a dem-| 


thinking has led to the modern| 


Dean Brown then described the | 


because all engi- | 





practice on actual problems simi-| is announcing a new “Engineering- 


| Science” course of study. This cur- 
riculum will provide a broad scien- 
| tific knowledge, together with a 
general understanding of practical 





C. F. Kettering 


G,. G, Brown 


application—and therefore will lead 
to a new type of Bachelor of Sci- 
ence degree that will not be identi- 
fied with any single phase of en- 
gineering. 

As an interested observer, I was 
impressed with the overall spirit of 
harmony prevailing at the meet- 
ing. Industry committee members, 
under the chairmanship of Detroit 
| Edison Co. Director James Parker, 
|are backing the educators whole- 
heartedly in their drive to achieve 
a common goal in the five-year 
program. Michigan legislators in 
attendance expressed themselves as 
recognizing the need for new facili- 
ties, and seemed to be in full ac- 
cord with the idea. 

Another indication that the 

automobile companies are solidly 
behind this plan is seen in the 
| fact that several of them have 
| sent letters to dealers and sup- 
pliers urging support for the 
drive. In addition, meetings are 
being scheduled throughout the 
| year to cover every senatorial 
district in the state. 
To me, this whole program is an 
| outstanding example of what may 
| be accomplished when various in- 
dustry groups are able to recognize 
mutual interests and work to- 
gether. 

In this case, it is vital to the 
community interest that engineer- 
ing colleges have modern facilities, 
backed by a proper understanding 
of “what to teach and how to teach 
it.” It is obvious that closer ties 
between industry and colleges will 
give better results for all con- 
| cerned. 





Aluminum Gets Trial 


For Engine Parts 


UR latest word from Alcoa's 

automotive engines develop- 
ment laboratory is that certain pe- 
| culiar properties of aluminum may 
enable the material to aid in fur- 
thering current engine design 
jtrends. It is said that tests on 
aluminum cylinder heads are now 
contemplated to furnish evidence 
of a suspected benefit gained 
through a reduction in the engine’s 
octane requirement for a_ given 
compression ratio. 

The advantage is thought to 
originate in aluminum’s heat- 
transfer qualities, thus being in- 
herent in the material, and not 
dependent on modifications of 
head design. One clue is fur- 
nished by tests that indicate ex- 
haust valves may tend to run 
cooler in aluminum heads than 
in cast iron at extremely high 
| compression ratios. 
| Some engine designers seem to 
feel that although these points 
may have theoretical validity, they 
would not be borne out in practice 
|unless the engine could be “kept 
clean.” Actually, they say, engine 
cleanliness problems are likely to 
set up a thermal barrier on the 
| combustion chamber surface — and 
obviate any possible gains from 
|aluminum’s superior heat-transfer 
| properties. 
| Another interesting idea was an 
| experimental aluminum rocker arm 
|displayed at Alcoa’s SAE exhibit. 
| Designed for ultimate production 
las a die casting, the rocker arm 
requires no bushing for the shaft. 
It offers weight reduction that may 
aid in solving valve train inertia 
| problems for a part that reverses 
direction rapidly in modern high- 
| speed engines. Possible cost sav- 
|ings are seen in the need for a 
|\“bare minimum of machining” to 
| finish the part. 

Work also is being done on un- 
| usual designs for the long-familiar 
| aluminum piston, and other poten- 
| tial uses for aluminum in engine 
| parts are being explored. One of 
the latest to reach production was 
said to be an aluminum mounting 
bracket and housing for oil filters. 








—* 
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AUTOMOTIVE WASHINGTON 


| Patent Office Needs 


Inventions for Itself 


By William Ullman 


Washington Correspondent 
SECRETARY of Commerce Sinclair Weeks was told the 
» other day by a group of experts that what the U. S. 
Patent Office needs to meet the “very critical” dilemma now 
facing it is some patents of its own in the shape of time- 
saving machines. The Patent Office is embraced within the 
Department of Commerce. 9 ese 


| details of many highway matters | discuss the need for modernizing 


|Corp., with Harland L. Walters, 
jlong with Nash, in charge. Office | 
| personnel includes Adm. Herman 
|Spanagel (USN, Ret.). and Ray-| 
'mond E. Williams. Headquarters 
are in the Wire Bldg. 

* 3 * 


The Patent Office dilemma) Manufacturers Assn., is the new | 


is that its 700 examiners can-| chairman of the National Capital’s 
not keep up with the mountains | famed Road Gang. He took office 


of knowledge they accumulate in| last week, with George Romney, | 


this scientific and mechanized age.| president of American Motors, as 
New gimmicks, gadgets and | the principal speaker of the oc- 

processes multiply with such rapid- | ©#S!0n. 

ity that the present staff of the| The Road Gang is an organiza- 


backlog of patent applications from} road promotion and safety, and | 


mounting. More than 200,000 appli- | highway transportation generally. | 
| construction experts and others 


met in Washington last week to} 


cations at the moment await action | There is a luncheon meeting once 
which means that it will be years | each week at which time the 
before some of | = Sora 
them get proces- 
sed. | 

An advisory} 
committee on ap- 
plication of ma- 
chines to Patent | 

Office operations, | 
headed by Dr.) 
Vannevar Bush, | 
president of th e| 
Carnegie Institu- | 
tion of Washing- | 
ton, has recom-| 
mended more use of machines as a 
means of attacking the accumulat- 
ing congestion of patent applica- 
tions. 

They proposed as a first step 
that mechanization of the search- 
ing process be adopted. They 
said this is essential to the main- 
tenance of an effective patent 
system, which would greatly 
benefit our society. 

But because of the rapid scien- 
tific development now taking place, | 

the advisory group said it would | 
be unwise to attempt to go over| 
to complete mechanization in one | 
step. 

“It recommended,” Weeks stated, | 
“that the Patent Office immedi- | 
ately proceed in a limited area to} 
work with industry and other gov- | 
ernmental agencies in developing | 
new machines and techniques | 
which would permit full applica- 
tion at an appropriate time.” 

* * * 


5 Recommendations 

HE committee made five recom- 

mendations: 

1. The Patent Office should put 
machine searching of compositions 
of matter on an operational basis. 

2. Reclassification of patents 
should be accelerated. 

3. A research and development 
unit should be established in the 
Patent Office. 

4.The National Bureau of 
Standards and the Patent Office | 
should undertake a joint program 
to stimulate and develop machines 
and techniques specifically adapted | 
to the Patent Office operation. 

5. An advisory committee 
should be attached to the office 
of the secretary of commerce to 
stimulate and coordinate the 
program of related efforts within 
the Commerce Department. 

Commenting on what they found 
in the Patent Office the committee 
said: 

“While the examiners are as 
dedicated and competent as their 
predecessors, they face a task in- 
finitely more complex than that of | 
an earlier day. 

“The unprecedented pace of in- 
dustry at home and abroad is pro- 
ducing new facts, scientific reports 
and patent information at a rate) 
beyond the capacity of procedures 
which served our fathers well.” 

The committee found that there | 
are in existence “new, compact, 
large-capacity storage media using | 
magnetic or optical recording tech- 
niques that make processing of | 
very large files of information | 
possible.” 





William Ullman 


* * 


Heads Road Gang 


AMES G. ELLIS of the Wash- | 
ington staff of the Automobile | 
















are discussed off the record. 


* * * 
AMC Opens Office 
WASHINGTON office for Gov- 


~% ernment and fleet sales has 
been opened by American Motors 


Johnson Named 

OURTNEY JOHNSON, general 

manager of Studebaker’s com- 
mercial vehicle division, and well 
known here through his Govern- 
ment-auto industry services during 
the first hectic days of the Korean 
war, is now in 


He has taken over the former 
Studebaker offices in the Tower 
Bldg. and will devote himself 
mainly to Government contacts. 


‘Road Parley 


Patent Office just can’t keep the | tion of personalities employed in | 


ORE than 400 business leaders, 
Federal and State officials, 


charge of the| 
Studebaker-Packard offices here. 


| America’s highway system and also 
practical means to pay for the job. 

The discussion was held Jan. 
13-14 under sponsorship of the 
U. S. Chamber of Commerce. 
Officially it was known as the 
National Conference on Highway 
Financing. 

The Federal Government's role 


in the nation’s road program was | 


set forth by Gen. Lucius Clay, 
chairman of the President’s ad- 
| visory committee on a _ national 
highway program. 

The committee’s recommenda- 
tions probably will be incorporated 
in the special message on high- 
ways which the President will send 


to Congress Jan. 27. 
* * + 


Half U. S., Half States 


RESIDENT EISENHOWER last 

week got a proposal from the 
nation’s 48 governors that the Fed- 
eral government spend 25 billion 
dollars during the next 10 years on 
an interstate highway system. 

The proposal was handed in at 
the White House by Gov. Robert 
Kennon of Louisiana with the ex- 
pressed hope that the states would 
contribute an additional 25 billion 
during the 10-year period. 

The Governors’ recommenda- 


11 


tion was made as a similar high- 
way program was outlined to a 
conference of mayors, at which 
Gen. Lucius Clay, chairman of 
the President’s Advisory Commit- 
tee on a National Highway Pro- 
gram, proposed that the Federal 
Government spend 26 billion dol- 
lars over the 10-year period to 
make room for another 27,000,000 
automobiles in the next 20 years. 
Under the governors’ plan, the 


| 25 billion dollars from the Federal 


Government would be used to fi- 
nance and construct a nation-wide 
system of highways and urban 
feeder roads. States would continue 
their responsibilities for local sys- 
tems. 

* * * 


Capital Notes 


LFRED E. JOHNSON, chief 

engineer of the Arkansas state 
highway department, has been 
named to succeed Hal H. Hale as 
executive secretary of the Ameri- 
can Assn. of State Highway Offi- 
cials. Hale resigned to accept a 
position with the American Rail- 
way Assn. The two men will take 
up their new posts on Jan. 1, 
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performance 
proven by millions 


of installations 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


ECLIPSE MACHINE DIVISION of Conc” 


@ “No Kick-Out” feature wins overwhelming approval 
from car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


Aviation Compensation 


ELMIRA, NEW YORK 


*REG. U.S. PAT. OFF. 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


costs less—tire the millions of Bendix Starter Drives manufactured for the 
industry, the new Folo-Thru Drive requires no actuating linkage, and the less expensive 


Bendix™ Folo-Thru Starter Drive ¢ Bendix* Avtemetive Electric Fuel Pump &P Stromberg’ Carburetor 








solenoid may be placed in any convenient position. Result is lower installation and 
maintenance costs. Complete detailed information is available on request. 
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Mm 1 !. Fair and equitable contracts between manufacturers and dealers in 
rn motor vehicles, parts and accessories; 


2. Every dollar of gasoline and oil taxes, collected by state and federal 
e governments, applied to the building and maintenance of highways; 
a ¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 


great and gave its citizens more of the better things of life than anywhere | 
else in the world. | 
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What Happens to Retailing 
When All Wholesale? 


7 IS a safe bet that bootlegging in General Motors cars 
# will continue in spite of GM’s new repurchase plan. This 
is no reflection on the plan. GM is to be congratulated on it. 


But those who have spent considerable time studying new- 
car bootlegging have become convinced that the root of boot- 
legging is not oversupply; it is profit. 


Charles Freed, president of NADA, has said that every 
ear which NADA traced in the bootleg market was ordered 
by a new-car dealer. 


And the dealers who bootleg—the small dealers in rural | 
areas, as well as the big dealers in the cities—are not so| 
concerned about getting rid of excess cars as they are of | 
making a profit on them. 


These dealers are engaged in two types of operations. | 
They are retailing enough cars to cover their overhead and | 
give them a profit. Then they “wholesale” the rest at a 
small profit per car. On the wholesaled cars, they don’t have 
to cover overhead. That is already written off by the retail 
operation. 


As a result, such dealers aren’t interested in having the| 
factory repurchase their excess cars at cost. They are mak- 


ing $25 or $50 on them, and moving them out of their retail 
area. 


However, if the practice spreads far enough—and many 
observers are convinced that it will—so many dealers will 
be wholesaling back and forth into each other’s areas that 
the retail operations will be curtailed to a ruinous level. 


So, eventually, the bootlegging practice may die by attri- 
tion. That, however, is a poor way to solve a problem. _ 


And what would a new-car franchise be worth by that 
time? From the maker’s standpoint, they have a good deal 
on selling agreements. This will last only so long as their 
franchises are valuable. 


Certainly they have a very great stake in sound distribu- 
tion and should devote the best brains of their organizations 
to this end. 
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Events 


Dealer Conventions 


Jan, 29-Feb, 2—NADA Annual Convention 
Hotel Conrad Hilton, Chicago. 

Feb. 28-March | — Louisiana Automobile 
Dealers Association Annual Convention 
and Exhibit, International Room, Hotel 
Roosevelt, w Orleans, La. 

Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul 
phur Springs, West Virginia. 

Sept. 16— Nebraska New Car Dealers 
Association, Paxton Hotel, Omaha. 

Sept. 16-17 — New Mexico Automotive 
Dealers Assn., Nickson Hotel, Roswell, 


N. M. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers 
Inc., Saranac Inn, Saranac, N. Y 

Sept. 19—Minnesota Automobile 
Association, Radisson Hotel, 


Dealers 
Minneapo- 


lis. 

Sept. 25-27 — Texas Automotive Dealers 
Association, Shamrock Hotel, Houston, 
Texas. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J, 

Oct. 16-18 — National Used Car Dealers 
Association Annual Convention, Hotel 
William Penn, Pittsburgh, Pa. 

Nov. 13-14 — 20th Annual Convention, 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham, 
Ala. 

* * * 


Dealer Auto Shows 


Jan. 21-29—Indianapolis Automobile Show, 
Manufacturers Bldg., Indiana State Fair 
Grounds, Indianapolis. 

Jan. 21-30—Los Angeles Automobile Show, 
Pan Pacific Auditorium, Los Angeles. 
Jan. 21-30 — Seattle Automobile Show 

Seattle Armory, Seattle. 

Jan. 22-29—Baltimore Automobile Show 
Fifth Regiment Armory, Baltimore, 
Maryland, 

Jan. 22-30—St. Louis Automobile Show, 
Kiel Auditorium, St. Louis. 


Jan. 29-31—Tri-State Auto Show, Evans- 
ville Automobile Dealers Assn., Evans 
ville Armory, Evansville, Indiane. 


Jan. 29-Feb. 5 — Pittsburgh Auto Show, 
Hunt Armory, Pittsburgh. 

Jan. 29- Feb. 5 — Rochester Auto Show, 
Main St. Armory, Rochester, N. Y. 

Jan. 29-Feb. 6—Detroit Auto Show, Michi- 
gan State Fair Grounds, Detroit. 

Jan. 29-Feb. 6 — Quad-City Autorama 
(Davenport, lowa, Rock Island, Moline, 
East yMoline, Ill.), Rock Island Armory, 
Rock Island, Ill. 

Feb. 2-6 — San Diego Automobile Show, 
Electric Building, Balboa Park, San 
Diego. 

Feb. 5-12—Milwaukee Auto Show, Arena 
and Auditorium, Milwaukee. 


Feb. 5-12—Des Moines Automobile Show 
Veterans Memoria! Auditorium, Des 
Moines. 

Feb. 5-12 — Buffalo Automobile Show, 
Masten Avenue Armory, Buffalo. 

Feb. 7-12 — Schenectady Auto Show 
Schenectady Armory, Schenectady, New 


ork, 

Feb. 8-13 — Omaha Automobile Show, 
ee New Civic Auditorium, Omaha, 

eb. 

Feb. 13-20—San Francisco Auto Show, San 
Francisco Civic Auditorium. 

Feb. 16-21—Cleveland Automobile Show, 
Public Auditorium, Cleveland. 
Feb. 20-27—Syracuse Auto Show, Onon- 
daga County War Memorial Bldg., 

Syracuse, New York. 

Feb, 24-27—Sioux City Automobile Show, 
Sioux City Municipal Auditorium, Sioux 
City, lowa. 

Feb. 26-March 5—Kansas City Motor Car 
Show, Exhibition Hall, Municipal Audi- 
torium, Kansas City, Missouri. 

March—Lewiston Automobile Show, Lewis- 
ton Armory, Lewiston, Maine. 

March—Spokane Automobile Show, Spo- 
kane Coliseum, Spokane, Washington. 

March 4-6—3rd Annual Kansas Automobile 
Show, Hutchinson Sports Arena, Hutch- 


inson, Kansas. 
March 16-20—Winnebago County Automo- 
bile Show, Armory, Rockford, Illinois. 


March 29-April 3—Sacramento Auto Show, 
Civic Auditorium, Sacramento, Califor- 
nia. 
April 20-23—Danville Auto Show, Danville, 
Virginia. 
* * 


General 


Jan. 27-29 — Truck-Trailer Manufacturers 
Association Convention, Boca Raton 
Hotel, Boca Raton, Florida. 

Feb. 5 —Antique Automobile Club of 
America Annual Meeting and Dinner, 
Franklin Institute, Philadelphia. 

Feb. 15-18—Annual Meeting National Car 
Rental System, Netherland Plaza Hote! 
Cincinnati. 

March 6-9—Spring Executive Conference, 
(Seo CALENDAR, Page 21, Col. 1) 
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OGEIE LOOKS 
AUTO NEWS 


4 
THE BOYS ON THE PRES/DENTS 
SPECIAL HIGHWAY ADY/SORY 
COMMITTEE ARE READY W/TH THE 
REPORT BUT WHAT A HWNK 
GF MOUNTAIN TO MOVE..--.--- 


es : 
HE HAST LEFT NEW YORK AND D/ONT 
TAKE HIS FOCT OFF THE GAS QUICK ENUF 








‘Discount, Not Packing. . - 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





No Apology for Profit 


The wording used in the “Price | 


Packing Stirs Debate” 
the Dec. 27 issue of AUTOMOTIVE 
News 


article in 


me and I know to many other au- 
tomobile merchants! 

Just what is a “merchant?” He 
is a man who buys and sells. He is 
a “trader.” He usually buys at one 


price and sells for another for! 


“profit.” 

So why “price packing?” 
not “additional discount?” 
tional gross profit?” 


It seems to me quite logical 
that merchants . . . dealers... 
in one area can merchandise 
their products and make a satis- 
factory return on either their in- 
vestments or on their dollar sales 
by working on a 24 percent dis- 
count. By the same token, it is 
also quite logical that dealers 
. .. merchants ... in another 
area might find that they require 
a 35 to 40 percent discount to 
merchandise their products and 


“Addi- 


The Big Stories 


December auto sales total] 185,919 in the U. S. and Canada, com- 
pared with 83,827 in December, 1933 ... Graham-Paige reports un- 


filled orders on hand for nearly 4,000 cars 


. . . Chevrolet announces 


new truck models with greater horsepower and increased braking 


“ability . . . Chief Lazy White Bull, 83, nephew of Sitting Bull and a 


veteran of the Custer massacre, purchases his first automobile .. . 
Auburn reports a loss of $3,642,499 for the year ended Nov. 30, 1934 
. .. An increase of nearly $4 million in gross sales during 1934 and 
a net profit of $679,198 is reported by General Tire & Rubber Co. 
Sales total $19,881,022, compared with $16,197,862 the previous year... 
The British motor industry makes 256,866 cars during the 12 months 
ended Sept. 30, compared with 220,779 in the preceding year. 


—From the Files of Automotive News. 





is extremely distasteful to} 


make a satisfactory return and 
profit. 

Has anyone ever questioned a 
merchandiser of furniture or rugs 


|}as to why they need a 50 percent 








discount or a 100 percent markup? 
Do you question your haberdasher 


| when you go in to buy a shirt as 


to why he marks his shirts up 45 
percent and the merchant down the 
street who also sells shirts only 
marks his up 32 percent? 
Merchants have always (at least 


Why | so I've read in the histories of the 


ancient Egyptians or Romans) 
marked their merchandise up to a 
point high enough where the sale 
of the merchandise would not suf- 
fer but would earn for them their 
maximum amount of profit! 

Was anyone among us ashamed 
of the profits we made in °46, ’47, 
’°48, '49 when we sold our new cars 
for “higher discounts” by trading 
used cars cheaper? Same thing, 
isn’t it? We just insisted on a 
“higher discount” — “additional 
gross profit.” 

Is there one among us here 
who is ashamed of making a 
profit? If there is let him be for- 
ever damned for hiding his sparse- 
ly-filled-with-gray-matter head 
in the ever-changing sands of 
the American economic desert! 

Profit! Profit! Profit! Profit! 
Should anyone or anything but 
profit determine what a merchant 
should ask for his goods? 

The answer to the question, as 
long as you and I can continue to 
enjoy this free, competitive Ameri- 
can market, can and will be now 
and forevermore—NO! NO! 

To make a profit, I will continue 
to sell my goods for a sufficiently 
great enough number of dollars 
More than the article cost me to 
assure me aé_ satisfactory gross 
profit. I shall continue, I hope, to 
be businesswise smart enough to 

(See LETTERBOX, Page 13, Col. 1) 


@— 





a 





FOB FACTORY 


Zinc-Base, Die Castings 
| Growing in Popularity 


F IT is difficult to comprehend that more than 15,000 Port Holes, Too 
individual pieces must be assembled into an automobile, 
the figure becomes more realistic when it is recalled mr 
there are more than 600 trim parts in a modern car. 
Of this number, die castings represent a large and STOW- | weighed 25 pounds. Details of the 
ing number of parts. For ex-?——————_— 


ample, of the 600 trim parts 


on General Motors’ 50-mil- 
lionth GM vehicle, 314 were metal 
trim and accessories. The rest were 
fasteners, including nuts, bolts, 
screws and rivets. 

During the early postwar peri- 
od, steel stampings replaced die 
castings for a number of automo- 
bile applications. Materials short- 
ages, of course, contributed im- 
portantly to the decisions that 
were made by production execu- 
tives at that time. The material 
that was most readily available 
usually got first call and price 
and quality, while important, were 
usually secondary considerations. 


This situation has changed very 
rapidly, of course, with the return 
of competitive selling. In contrast 
to early postwar conditions, auto- 
motive materials specifications are 
now being written primarily around 
value and service. Under these con- 
ditions, high strength, dimens‘onal 
accuracy and ease of plating have 
contributed toward the growing use 
of zinc-base die castings. 

4, * * 


Growth for Grilles 


ROBABLY the largest gain 
made by zinc-base die castings 


is in grilles. A number of 1955 cars | 


use stamped grilles. Some are using 
a combination of stampings and die 
castings. Some grilles are practi- 
cally 100 percent die cast. 


W hile data are not available on 


‘i oltiaiiien 


(Continued from Page 12) 


control my expenses to a point that 
after all expenses are deducted 
from my gross profit—a net profit 
will result! 


And there’s no need to hold a 
national meeting to “set” the 
amount of discount or markup! 
Why should they all be the same? 

Applying that theory, why have 
cars carried 24 percent, parts 40 
percent, accessories as high as 60 
percent? 

Some merchants, I guess, found 
that a satisfactory profit could be 
made on one item at 40 percent 
while another required 60 percent. 


Let’s “cease and desist” any and 
all “packing,” “additional discount” 
talk. Go to work and sell cars!— 
H. L. Hosrorp, vice-president, An- 
derson Chevrolet, Inc., Baltimore. 

* - * 
Who’s First? 

In your Dec. 27 edition I noticed 
an article pertaining to the first 
lady in the auto industry (EprTor’s 
Note: Mary D. Allen, who became 
a member of the Automobile Old 
Timers). However, you did not 
mention how long she has been 
selling cars. 


I have been selling cars for the 
past 10 years. In 1945 I took over 
the Chrysler-Plymouth dealership 
which I inherited from my late 
husband, Cy Holzer, and in 1948 I 
became a Kaiser dealer. At the 
present time I am still selling used 
cars and running my own service 
Station. 

There are a number of women in 
this field here in New York. Just 
curious why this woman was 
pointed out as the first. No beef. 
Just thought you would like to 
know.—Jesstt Houzer, 614 W. 133rd 
St., New York. 


Ideas Worth $903,000 


AKRON.—Firestone Tire & Rub- 
ber Co. has paid out about $903,000 
in awards for ideas from employes 
for improvements in production, 
Sales and office operations since 
starting its suggestion system in 
1918. 
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| parable 1953 four-door model. The 
change represented about 10 | 
pounds per car. 
Looking at specific parts, a two- | 
| pound increase is represented by | 
the electric vacuum pump assembly | ‘ 
|for the power braking system. | 
| Studies by Buick engineers showed 
|that zinc die castings had an ad- | 
| vantage over competing materials | 
for this particular part. | 
a 
| 





oA 
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Rountree Moves Into New Building— 


More than 45,000 square feet of floor space are contained in the new sales and 
service building of Rountree Oldsmobile-Cadillac Co., Shreveport, La. A unique fea- 
| ture of display is the triangular roof area outside the showroom under which one car 
may be shown. - Space is _Provided for four cars inside the showroom. 


_— greatest single use of die| 

castings by Buick is, of course, | 
n the grille. The five-piece Buick | 
| grille assembly for the 1954 model 





|1955 Buick grille construction are} 
‘ . not available. favor of stampings for this par- | cations, including fuel pumps, car- 
1955 models, an interesting oan Another example of increased | ticular part. | buretors, speedometer assemblies 
sight into the trend toward zinc | use of die castings by Buick last | Ability to produce complex shapes, | and defroster ducts. While this does 
die castings is afforded by com- year was for port holes. Previ- | including thin sections, combined| not exhaust the list of applications, 
paring 1954 and 1953 Buick mod- | ously, Buick port holes were fab- | with high dimensional accuracy and|it does reflect some of the areas 
els. By weight, a 1954 Buick Super | ricated from stampings. Later, | adequate strength give modern| where zinc-base die castings appear 
four-door used 21 percent more engineering studies disclosed | zinc die castings definite advantages| to be in a particularly advanta- 
zine die castings than the com- there was a cost advantage in |for a number of automobile appli-| geous competitive position. 


a eres 
REL per MONTH 


month after month! 





by authorized member of Ameri 
Council of Commercial Laboratories 
demonstrate amazing performance* 


, ; Bounded 
of Life-Long —the only battery in 


the world with a Ten-Year Bonpep Guarantee 
GuaranTEE featuring free replacement ‘ul 
or money back. These independent BY GREAT nice 
laboratory reports prove what you 
yourself will soon discover in your own 
car... that your Life-Long Battery gives you tsietaa start 
a hotter spark, brighter lights, sure starts in any weather ” 
ample power for extra electrical equipment. 
*Let us send you details of these independent laboratory tests: 
OVERCHARGE TEST... Life-Long exceeds SAE requirements by 
400%, eliminating all possibility of burn-outs through overcharge. 
R.P.M. TEST... Life-Long spins your engine 20% faster. 
COLD TEST... Life-Long operates efficiently at 70 degrees below zero 


HIGH TEMPERATURE TEST... Life-Long operates efficiently at 
blistering temperature. 


remendevs REQERWE POWER 


insures You a TROUBLE-FREE BATTERY! 


You insist on “reserve” horsepower in your motor. You need extra emer- 
gency power in your battery, too, as insurance against costly, embarrassing 
battery failure. You get that reserve power with Life-Long — the only 
battery backed by a 10-year Bonded Guarantee. ae 






PMT aca 
Discharged 
Mia Rt) tm Vea 
will Recuperate in 


EAI 0 pay 2.£/000 


you - dispwve this 
claim | h ‘n, Watt 


PRESIDENT 
LIFE-LONG 


BATTERY MFG CORP 
TRY IT! 


With your ignition switch off 
and your headlights on, step 
on your starter until the bat- 
tery is so run down that it 
won't start the engine or light 
the lights. Now wait one 
minute with headlights off — 
then step on the starter. The 
LIFE-LONG BATTERY will start 
your car instantly with a surge 
of power that it has regained 
during that brief 60-second 
interval! Make this test as 
many times as you like! One 
LIFE-LONG dealer has demon- 
strated this amazing recuper- 
ative ability of LIFE-LONG 
BATTERIES over 500 times 
with the same battery, with no 
sign of weakening, yet! 

















OSTS NO MORE 




















Large corporations, Fire Departments, Police Departments, 
Taxicab Companies in every part of the country, as well as 
the U.S. Government and many foreign countries are now 
buying LIFE-LONG BATTERIES. LIFE-LONG manufactures a 
complete line of Industrial, Commercial, Marine and Motor- 
cycle batteries. Prices on request. 


FREE DEMONSTRATOR BATTERY TO 
7 * DEALERS & DISTRIBUTORS! 
eaders. 
Digest” 
Write to Life-Long 


for a free copy of @ 


Sa 2 RA Se Se Fe ee a ee 
LIFE-LONG BATTERY MFG. CORP., DEPT. AN-1 
11766 W. Pico Bivd., Los Angeles 64, California 


Please ship Life-Long Battery, 10-year guarantee: 
6 volt automotive battery ($29.95 including tax) 
12 volt automotive battery ($34.95 including tax) 







gn ee Fe 
Make & Model, Year of Car 

Cash, check or money order enclosed. Life-Long pays 

all delivery costs to your door. 





DISTRIBUTOR TERRITORY OPEN 


Reader's Digest = Life-Long Batteries, sold all over U.S. aa ere we 

cle entitle oe and abroad, are protected by exclusive i oa 

US. paces em e patents. Some territories are still open ress__ ——---- -— — 
The Litetime Ba an 52 ___ Zone State ire 








for men who recognize this big profit 
opportunity. Write for details. i 


() Please send complete information including FREE 
DEMONSTRATOR BATTERY OFFER, on how | may be a: 
() Dealer 0D Distributor. 
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Highways & Safety ... 





Road Financing Fight 


Looms in Congress 


By Gerhardt Neumann 
Staff Writer 


Frocat point of the highway dis- | 


a report by the President’s highway | American Trucking Assns. 
committee recommending $31 billion | 


MR. AUTO AUCTION OWNER: 
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| committee are expected to be pre- (oil and license fees in the next| with Federal funds for toll roads 


| sented to Congress by the Presi- 
| dent this week. 


Basically, the plan calls for a 
finance a $25 billion construction 


program of $6 billion. 


The committee, which is headed 
|by Gen. Lucius D. Clay, proposes 


|of Federal expenditures over the| bond issues which would be paid 
| next 10 years for a toll-road system. 
The toll-road proposal is strongly 

cussion in recent weeks has been opposed by the American Automo- 
the problem of financing, which bile Assn., the National Assn. of 
again moved into the limelight with| Motor Bus Operators and the 


off from revenues included in the 

Federal budget. 
x + * 

OTAL cost for the moderniza- 

tion of the nation’s road system 

is estimated at $101 billion, of which 





The recommendations of the | $47 billion will come out of gas, 


Here's how to pave 
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More dealers buy ONLY at Fidelity Title-Insured Auctions! 


Ask yourself these questions. If you were a used car dealer, would you 


trust Dame Luck and buy what might be a hot car... 
Or would you move along to the 
auction where titles are GUARANTEED sound . . 


losing every dime you paid for it? 


run the risk of 


. even though the 


car might be hot or fraudulently possessed, might have a lien or chattel 


mortgage against it? 
It adds up to just one answer. 


And that answer sends more and more 


used car dealers to Fidelity Title-Insured Auctions, where every title 


is GUARANTEED sound! 


Offer your customers this iron-clad title protection and you pave your 
way to more and more customers, more and more sales, bigger and 


better profits! It’s just that simple. 
Ask the man who’s got it .. . 
write, wire, or call for the full story! 


any of the auctions listed here. 


Then 


Fidelity Insurance Company 


of Tennessee 


204 Stahiman Bidg. 


100% SAFE TITLE-INSURED AUCTIONS ri 

AL AND BENNY FRIENDLY AUTO AUCTION Thursday MANEY AUTO AUCTION Friday . 
Municipal Airport, Daytona Beach, Florida Jordan Lane, Huntsville, Alabama r 
ARKANSAS AUTO AUCTION Tuesday MIDDLE GEORGIA AUTO AUCTION Wednesday e 
1801 East Broadway, North Little Rock, Ark. Eastside Highway, Macon, Georgia e 
+ 

BAKER AUTO AUCTION Thursday MICKEY O'BRIEN AUTO AUCTION, INC. Wednesday . 
Pass Road, Biloxi, Mississippi Alabama State Coliseum, Montgomery, Ala. e 
COFIELD AUTO AUCTION Monday PAGE BROS. AUTO AUCTION Wednesday : 
Boaz, Alabama 35th at Divine Sts., Chattanooga, Tenn. e 
COLUMBUS AUTO AUCTION Thursday SKYLINE AUTO AUCTION Tuesday . 
2603 Cusseta Road, Columbus, Georgia Greenpoint Ave. at Provost St., Brooklyn, N. Y. - 
CONCORD AUTO AUCTION, INC. Mon. & Fri. SOUTHERN AUTO SALES Wednesday . 
29 Sudbury Road, Concord, Mass. Route 5, Warehouse Point, Conn. 
DIXIE MOTORS AUTO AUCTION Tues. & Fri. SYRACUSE AUTO AUCTION Wednesday ° 
718 Angier Ave., Atianta, Georgia R. D. No. 1, Lafayette, New York ° 
@eeeesveeeeeeereeeeeeeeeeeeeeeerteeeerteeeeeeeeeeeeeeeeeeeeeeeeeee @ 


Nashville, Tennessee 


Government-owned corporation to) 


| program on top of the Federal-aid 


decade. 
As to the remaining $54 billion, 
| it is estimated that about half is 
needed for strategic interstate 
roads and half 
for county and 
local roads. 
Federal aid in 
1956-7 is expected 


lion. The Clay 
committee pro- 





to total $966 mil-| 


ATA asserts, would “amount to un- 
fair and unreasonable double taxa. 
tion of those using the interstate 
system.” 

ATA believes that a large portion 
of fuel tax collections would be 
produced by travel over the tol! 
roads. If the states were permitted 
to charge tolls, in additions to these 
taxes, the Federal government 
“would become a party to a pyra- 
miding of charges against the users 


poses to cut this| of this one part of the overall high- 


sum to $623 million and have it| way and street system.” 


frozen at this level by Congress for} 


the life of the program. 
* * * | 
T Clay committee suggests that | 
Congress repeal the authoriza- | 
tion of $175 million for interstate | 
| roads, as stipulated by the Highway 


Act of 1954, and that instead Fed- | ; 


eral spenders substitute unmatched | 
| outlays of $25 billion over 10 years, 
or $2.5 billion a year. 


This sum, together with $6 bil- 
| lion in regular aid, would add up 
to $31 billion in Federal outlays 
for the next 10 years. The com- 
mittee believes that gas and oil 
| taxes will grow from $1.1 billion 

now to $2.5 billion in 1985, when 
| the last bonds have to be paid 
| off. 

After deduction of the $623 mil- 
|lion for Federal aid, each year’s 
surplus would be channeled into 
paying off the bonds. 

It is believed that the President | 
will use the recommendations as | 
the basis for a 10-year highway 
construction program to be pre- 
sented to Congress. 
| * * * 
bpp American Trucking Assns. | 

said in a statement last week 
that it is disturbed by proposals 
which would “encourage, invite and 
| virtually force the states into wide- | 
spread adoption of the toll method 
|of financing new construction.” 
Permitting the states to build 
| toll roads with the help of Fed- 
eral funds, ATA says, “would be 
| contrary to the preferences of 
| motor vehicle owners who have 
| emphasized over the years that 
| they object to the spread of toll 
roads.” 

Any plan to reimburse the states 





Traffic Toll Cut | 
Tn Illinois Laid | 
To Merit System 


Illinois’ new driver’s license law 
has reduced traffic deaths from 
1,925 in the first 11 months of 1953 
to 1,822 in the same period last year 
and removed 6,316 unfit drivers from 
|the road, according to Charles F. 
| Carpentier, secretary of state. 


Carpentier said that reports from 
the director of public works indi- 
cated that agencies setting up driv- 
er control have had a very definite 
| part in decreasing highway deaths. 
The Illinois driver’s license de- 
| partment, Carpentier revealed, has 
built a “driver control” file of more 
than 4,500,000 licenses. The file 
keeps a record of every person in- 
volved in an accident or convicted 
of a traffic violation. 


As a result of the availability of 
the file, many offenders who might 
have been overlooked were caught 
}and lost their licenses. 











Safety Reminder | 
Calif. Chief Attaches Message | 


To New License Tabs 


Every motorist in California who 
gets a 1955 tab to be attached to 
his license plate will find, on the 
envelope which contains the tab, a | 
message from Gov. Goodwin J.| 
Knight, which reads: 

“Driving is a privilege — use it | 
wisely.” 

* * cS 
Kansas, Florida Turnpikes 


Leave Discussion Stage 


Contracts for the first Kansas 
|turnpike from Kansas City to| 
Wichita have been let by the Turn- 
pike Commission. | 

It was reported that work on the | 
Florida turnpike from Miami to 
| Fort Pierce will start Apr. 1. 
| The North Carolina Turnpike | 
| Authority has fixed the route of | 
the proposed road from Parkers- 
| burg, W. Va. to Charlotte, with a} 
| possible extension to Durham. | 


| REMEMBER... 





LEADING DEALERS USE THIS 
SILENT SERVICE SALESMAN 


Customers buy 20% to 30% more service 
per R. O. when they can see what they 
need, when they need it and what it 
costs, Prices and maintenance items on 
this board are set up to support your sales- 
men and are easily changed. Write for cost 
of setup complete for your make. 


THE DOBIE COMPANY 
Mfrs. of Sales & Service Promotion Pkgs. 


7410 Woodward Ave. - Detroit 2, Mich. 
(DISTRIBUTORS AND AGENTS WANTED) 











\ BOOTH 232 


attHeE NADA! 


Because here is the proved way of build- 
ing customer good will, holding service 
business and doing effective advertising 
—at ONE LOW COST! 


We'll display new designs, new colors, 
new ideas in individualized Dealer Name 
Plates and Insignia that pay off profit 
wise, business wise and advertising wise. 


IT’S 


BOOTH 232 


Sitomare 


pot 
AUTOMOTIVE NAME PLATES 


@ If you cannot attend the NADA—the 
coupon below will bring you complete 
details and FREE typical sample. 

Stemac, Inc., 1281 S. Cherokee, Denver 23, Colorado 


Gentlemen: Please send complete information 
and typical sample of Stemac Business Build- 
ing nome plates. 


Firm Name 
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4-WHEEL-DRIVE 
VEHICLES 


Write, wire, phone Hickman Price, Jr., 
Vice President in charge of sales 
WILLYS MOTORS, INC. 
Toledo 1, Ohio 


LARGEST MAKER OF 4-WHEEL-DRIV E VEHICLES 











Another General Motors first. : 
The greatest 

in auto radios 

_ push-button tuning 
Delco Signal- Seeking 





YIUST A GENTLE TOUCH 
OF THE SELECTOR BAR 


{ 
and the magic of, electronics takes over! | 





AS ADVERTISED IN THE SATURDAY, 
| 





Automatic precision tuning for your car radio had to come... 
because neither the human hand nor push buttons can ever 
attain the hairline tuning that gives you the fullest listening 
enjoyment. 


So Delco Radio did it . . . developed the new Delco Signal- 
Seeking Tuner that brings in and tunes—to electronic perfec- 
tion—any station your car’s radio can receive. And does it all 
with less effort than you would use to flip a light switch! 


All you do is this: Touch the Selector Bar. . . . With unerring 
accuracy, the Delco Signal-Seeking Tuner finds the nearest 
station on the dial and tunes it in to pinpoint perfection. 
Touch it again and the next station comes in—and so on 
across the dial. The tuning is all done for you. . . by the magic 
of electronics. You need never take your eyes from the road 
ahead! No fumbling, no squinting, no halfway reception! You 
enjoy all the receptive power your radio was built to deliver. 





jadvance 
since 





Another exclusive feature of the Delco Signal-Seeking Tuner 
ee @e is the Sensitivity Control. This control enables you to select 
| a the radio area you wish to cover. In the first position it tunes 


areas. Position No. 2 brings in more stations, within a wider 
i radius. And the last position picks up every available station, 


, half-a-mile or half-a-continent away—perfect when driving 
| through open country or when you are traveling out of range 
oa of the stations to which you usually listen. 


| in only the most powerful stations—ideal for metropolitan 





Naturally you’ll want one of these modern electronic Delco 
Signal-Seeking Tuners on your next car—so that your radio 
will be as up-to-date as every other feature. The good news 
is that many of 1955’s most popular makes offer it. ASK 
YOUR NEW CAR DEALER FOR THE DELCO SIGNAL- 
SEEKING TUNER. 


Another Engineering First from General Motors . . . the 
Delco Signal-Seeking Tuner, an Entirely New and Ad- 
vanced Concept in Auto Radio Design and Performance. 





DELCO AUTO RADIO 


E. : DELCO RADIO « DIVISION OF GENERAL MOTORS 
KOKOMO, INDIANA 





|} EVENING POST AND COLLIER’S 
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Davies Names Son 


T. Dayton Davies, president of 
Davies Chevrolet, Inc., Seattle, has 
announced that his son, TT. A. 
Davies, will become a partner and 
general manager of the firm, now! four years. 








Army Times Publishing Company 


Announces 


THE OPENING OF THEIR DETROIT 
OFFICE IN THE GUARDIAN BUILDING 


Under the Direction of 
H. J. CRICHTON 
1661 Guardian Building Detroit 26, Michigan 
Woodward 3-5750 


ARMY TIMES « AIR FORCE TIMES ¢ 
THE AMERICAN DAILY ° THE MILITARY MARKET 
| U. S. OFFICES: BOSTON @ CHICAGO e@ LOS ANGELES @ NEW YORK 
; PHILADELPHIA @ SAN FRANCISCO ® WASHINGTON 
i FOREIGN OFFICES: CASABLANCA @ FRANKFURT @ LONDON @ 
ROME ¢ TOKYO 


NAVY TIMES 


PARIS 








WHEN WILL 
BLAKE’S CAR 
BE READY? 
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Auto dealers report 


with Executone 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 


your profits! 


CHICAGO? 


Be sure to see... hear...try Executone at 
the NADA Convention Booths 284-285. 


Leci/one 


INTERCOM, VOICE-PAGING AND 
SERVICE DISPATCHER SYSTEMS 


Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
i routed, parts and tools ordered, 
i information exchanged—all with- 
if out wasteful running around. 


GOING TO 





EXECUTONE, INC., Dept. N-9 
415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 


! 
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! 
| 
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Name. 





a a ee 
Address ssieaeiithiaieedemambieaiad a 
In Canada—331 Bartlett Ave., Toronto 
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to be known as Davies Chevrolet 
Co. T. A. Davies has been associ- 
ated with the old firm since 1949. 
He has been used-car manager for 










20*to50*MORE SERVICE JOBS 
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Markets 


Pittsburgh 


New-car registrations in Pitts- 
burgh for the week ended Jan. 8 
declined decidedly from the rela- 
tively high number reported for the 
final week of 1954, according to the 
Bureau of Business Research of 
the University of Pittsburgh. 

Business in general moved up- 
ward a bit, the bureau said. After 
allowance for the usual seasonal 
changes, the index of business ac- 
tivity edged up to 166.3 percent of 
the 1935-39 average. The steel in- 
got rate advanced to 78 percent of | 
practical capacity.—(Leon M. Lef- 
fingwell.) 


* * + 















Miami 


Auto sales, which were nearly at 
a standstill in Miami during Orange 
Bowl festivities, have since picked 
up, according to both used and 
new-car dealers. 

Up to now, wholesale prices of 
| used cars have not reflected the 
| decline in northern markets, but 

used-car dealers are watching in- 
ventories in anticipation of a de- 
cline in prices in early February. 

Meanwhile, new-car dealers who 
earlier were complaining of a 
shortage of ’55 models are begin- 
ning to get adequate deliveries and 
are cleaning up backlogs.—(G. S. 


Connell.) 
. + * 


Birmingham, Ala. 
Registrations of new cars in Bir- 
mingham totaled 2,125 in Decem- 
ber, a gain of nearly 60 percent over 
the November total of 1,333. 
Registrations by make were: 
Chevrolet, 830; Ford, 603; Buick, 
133; Pontiac, 124; Plymouth, 103; 
Oldsmobile, 95; Mercury, 45; Dodge, 
44; Cadillac, 37; Chrysler, 37; De- 
Soto, 23; Studebaker, 23; Nash, 8; 
Lincoln, 7; Packard, 6; Willys, 1, 
and miscellaneous, 6.--(Stuart Rid- 
dle.) 





* * 


Clevelan 


In the first week of 1955 new-car 
registrations in Cleveland totaled 
752, compared with 3,184 in the 
final week of 1954. 

Used-car turnover during the 
week amounted to 1,309. 

The total for the final week of 
1954 represented a gain of 35 per- 
cent over the previous record week 
set in August, 1950.— (Sanford 
Markey.) 


* * * 


Dallas 


December new-car registrations | 
in Dallas totaled 5,161, compared | 
with 3,404 in the previous month, | 
while new-truck registrations to-| 
taled 397, a decline of a single unit | 
from the previous month. 
Ford won the new-car registra- 
| tion contest for the month, top- | 
| ping Chevrolet 1,651 to 1,623. | 
| These figures compare with No- 
| vember registrations of 1,068 for 
| Ford and 775 for Chevrolet. 
| Other new-car registrations were: | 
| Pontiac, 395; Buick, 376; Oldsmo- | 
| bile, 340; Plymouth, 206; Mercury, | 
| 165; Cadillac, 128; Dodge, 54; Chrys- | 
|ler, 49; Studebaker, 46; DeSoto, 32; | 
| Nash, 25; Lincoln, 23; Packard, 17; | 
| Willys, 10; Hudson, 9; Kaiser, 4; 
| Jaguar, 3; MG, 3; Mercedes-Benz, 
|1, and Volkswagen, 1. 

Truck registrations were: Chev- 
rolet, 155; Ford, 144; International, | 
38; Dodge, 24; GMC, 19; Reo, 7;| 
Kenworth, 4; Studebaker, 2; Willys, | 
2; Mack, 1, and White, 1.—(Ruby | 
| Fenoglio.) 


* * * 


Toledo 


There were 1,984 new cars regis- 
tered in Toledo during December, 
compared with 1,348 in November. 

Total sales during 1954 were 
22,074, compared with 21,182 in the 
previous year. 

A total of 2,639 used cars were 
sold in December, compared with 
1,873 in November. Total used-car 
sales were 25,441 in 1954, com- 
pared with 27,273 in 1953. 

December new-car registrations | 
were: Chevrolet, 561; Ford, 452; 
Buick, 166; Plymouth, 152; Pontiac, 
142; Oldsmobile, 117; Mercury, 75; 

Chrysler, 74; Dodge, 58; Cadillac, 
46; Studebaker, 38; DeSoto, 32; 
Nash, 18; Willys, 13; Kaiser, 11; 
Lincoln, 9; Packard, 7; Hudson, 7, 
and miscellaneous, 6.—(Paul 
Hayes.) 
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Finance Your Own Sales’ 


HOW TO FINANCE AND INSURE YOUR OWN TIME SALES is a 
manual of information for new car dealers which will show you 
how to earn maximum profits out of the finance and insurance 
business you originate. This 130-page book tells you how to 
fund, begin, and successfully operate 
your own time sales department. 


$6 per copy. 


Available only from 


Automotive Finance Association 
P. O. Box 71 MIAMI 1, FLORIDA 
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erica 
and Her Family Yacation! 
Enjoy your own one, two or 
three vedrouin ground floor villa 


Comptetcly furmshed for vaca- 
tion living 


VILLAS > 


—- 


50 per week 


family of four 


BEST FLORIDA 
VACATION BUY! 


WRITE FOR 28 PAGE 
ILLUSTRATED BOOKLET! 
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By Martin L. Whitmyer | 
Staff Writer 

Word of mouth is one of the 
greatest sales influences today, and 
the value of creating a better gen- 
eral attitude to- 
warda given 
product is now} 
being recognized | 
by alert and pro- 
gressive selling 
organizations, ac- 
cording to Robert 
Somerville, Dodge | 
sales vice - presi- 
dent. 

Addressing the 
Industrial Mar- 
keters of Detroit, 
Somerville revealed how advertis- 
ing contributed to the current sales 
progress of the 1955 Dodge. 

In elaborating on the values of 
public relations and the business 
of creating a friendly attitude, 
Somerville said that Dodge has 
added 32 persons to its public re- 
lations and press departments 
across the country. 


“Having the potential customer 
exposed to the right attitude in- 
fluence is essential in the sale of 
any product,” he said. 

Somerville also discussed the 
value of balancing advertising with 
merchandising and especially sales 
training. 

He sketched Dodge’s experience | 
with its internal public relations 
program and the sales stimulation 
attributable to favorable “word of 
mouth” emitting from its own em- 
ployes as a result of such efforts. 

His talk also touched on media 
selection and how Dodge coordi- | 
nates campaigns in a wide assort- | 
ment of media. 

a ca 


Rootes Appoints Williams 


W. R. M. Williams has been ap- 
pointed advertising and sales pro- 
motion manager of Rootes Motors, 
Inc., American 
affiliate of the 
Rootes group of 
England, accord- 
ing to John T. 
Panks, general 
manager. 

In addition to 
coordinating the 
firm’s advertising 
and promotion 
programs, Wil- 
liams will serve 
as consultant to 
the more than 400 Rootes dealers 
throughout the United States. 

Williams also will continue as 
manager of the Rootes Motors re- 
tail sales division which he has 
headed for the past year. Prior to 
this, he held similar posts in Eng- | 
land, Australia and the West Indies. 


* a * 


Dodge Appoints Moore 


Wendell D. Moore has been ap- 
pointed advertising manager of | 
Dodge according to Jack W. Minor, 

s director of adver- 
tising and mer- 
chandising. | 

Moore former-,| 
ly was media di- 
rector of Grant 
Advertising, hav- 
ing been in the, 
advertising and) 
publishing field 
for 15 years. 

He is a mem- 
ber of the Traf-| 
fic Audit Bureau 
of the National Outdoor Advertis- | 
ing Bureau and the Adcraft Club | 
of Detroit. 





Robert Somerville 








< 


W.R.M. 








W. D. Moore 


* ne * 

C-E Appoints Adams 

T. B. Adams has been named 
general assistant to Henry G. Lit- 
tle, president of the Campbell-| 
Ewald agency. | 

Adams formerly was assistant | 
account executive in charge of 
the agency group working with | 
the Chevrolet national used-car | 
department. Prior to that, he | 
headed the department handling | 
special advertising campaigns for 
metropolitan Chevrolet dealer as- 
sociations. | 
Harry Van Deusen, specializing 


Affecting Factories and Dealers .. . 


| 
| Auto Advertising 


| Publishers Assn., 
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on the Chevrolet account in the | 
|}agency’s New York office, will be 


transferred to Detroit to fill Adams’ 
former position. Van Deusen will 
be replaced in New York by A. J. 


Miranda, promoted from the tele-| 


vision and radio department. 
* * + 


ANPA Promotes Barnes 


Frank T. Barnes has been ap- 
pointed assistant business man- 
ager of the Bureau of Advertis- 
ing of the American Newspaper 
according to 
Edward C. Raymond, business 
manager. Barnes has been with 
the organization since March, 
1953, as office and personnel man- 
ager. 

Before joining the bureau he 
was executive secretary of the 
New Jersey State Press Assn. 
and also did personnel and pub- 
lic relations work for Reinhold 


solve today’s 4 toughest lube problems 


ALEMIT 
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Publishing Corp., Duplan Corp., 
and American Cyanamid Co. 
* * 


Kent-Moore Names Brandt 


Charles S. Brandt, former pro- 
duction manager for Brooke, Smith, 
French & Dor- 
rance, ha. been 
appointed adver- 
tising manager of 
Kent - Moore Or- 
ganization, Inc., 


Adair, president. 

Prior to joining 
BSF&D two years | 
ago, Brandt was 
an assistant ad 
managerin 
| ©. S, Brandt charge of coop- 
erative advertising for Philco Dis- 
tributors, Inc. 


Kent-Moore makes special pur- 





according to J. D.| 





| pose tools and equipment for serv- 
| icing autos. 
cd x * 

Metzler Ends Career | 
Arthur Metzler, an automotive | 
| advertising salesman in Buffalo for | 
ithe past 40 years, retired last week | 
|from the Buffalo Evening News. 
Entering the automotive adver- 





| 
j 
| 
| 
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with the new 


REG. U.S. PAT. OFF. 


ER-H P 


handle MORE lube jobs —"3 faster 
even with tough, long-lasting greases... 
BECAUSE ONLY ALEMITE 
offers you a pump designed 
specifically for these problems 


1. Tough Lub 


ricants. Easy to pump—because 


Super-H has tremendous reserve power (70-to-1 


ratio)— gives INSTANT action at the control valve! 


2. Cold Weather. In and out traffic with big doors 
open means cold, slow-moving grease. But Super-H 


means no waiting — aLways fast delivery! 


3. Long Pipe Lines. Long lines from basement or 


store room usually restrict delivery. Super-H has 


high speed, short stroke to push lube through long- 


est lines! 


4. Pressure Drop. A 15-second delay at the fitting 








up when other 


right now — NO 


“‘Removall’’ Follower Plate 
Saves up to 25% of Lubricant! 


Flexible rubber plate fits semi-open 
drum —removes all the grease, right 
down to the bottom! No mess, no 
channeling, no air pockets. 


Super-H gives you 6,000 to 7,000 lbs. 


waiting for pressure to build up is costly —it adds 


lube jobs are waiting. 


TIME LaG! 
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ae {moan 3 
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tising field when the horse had 
been eliminated as the car manu- 
facturer’s principal competitor, 
Metzler first worked for the Buffalo 
Express. He later worked for the 
Buffalo Times. He had been a 
member of the Evening News staff 
for the last 25 years. 


* * x 


S-P Gets Video Series 


“TV Reader’s Digest,” a series of 


half-hour dramatizations based on | 
| articles and stories which have ap- 


Dealers Tell Us— 





peared in the national magazine, 
made its debut Jan. 17 over the 
ABC Television Network. 

Sponsored by Studebaker-Pack- 
ard Corp., the series will be filmed 
in Hollywood by Chester Erskine 
Productions, Inc. 

* * * 


ATTENTION DETROIT AD- 
MEN: Adcraft speaker this week 
(Friday, Jan. 28, at the Statler Hotel) 
is Robert Hartwell, director of Nu- 
clear Power Development, Detroit 
Edison Co. 


"Satisfied Service Customers Are The Best Source 
of Profitable New Car Sales" 


MODERNIZE YOUR SERVICE OPERATION ! 
"HOLD" 


SERVICE CUSTOMERS! 


INCREASE SERVICE DOLLAR VOLUME! 
END SERVICE HEADACHES! ENJOY A SERVICE PROFIT! 


The Flash-A-Call Service Modernization Program is guaranteed to produce 
results for Dealers with a service potential of $10,000 or more. Your letterhead 
will bring a list of successful users and full information! 


FLASH-A-CALL PRODUCTION CONTROL DIV., 


1112 So. Wabash Ave., Dept. AN9 
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SEND FOR NEW CATALOG TODAY! 


Write Alemite, Dept. C-15, 1850 Diversey 
Parkway, Chicago 14, Illinois, for new catalog. 


ALEMITE 


REG U S Pal OFF 


1850 Diversey Parkway, Chicago 14, Illinois 


Chicago 5, Ill. 
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NEW PRODUCTS 


E-1000DC 





Model vehicle battery-  \der is said to operate the unit for 





|operated Uni-Tuner; the E-1400 nine hours at greatest brightness 
or up to 20 hours at lesser in- 

|eral testers, starter controls, com- tensity. 

| ~< : of 


|pression gauges and battery 


charger. 


| AC-operated motor analyzer; 7 
| 
| 





PACKAGE SET —The TC-3 triple elec- 
trode spark plug is packaged in boxes of 





six or eight plugs, and each box contains —— o 
the right number of plugs for a specific ee ‘ é.. , L 
make. Plugs also are available in conven- | Fx v . Mi me 3 
| tional boxes of 10. Auburn Spark Plug i CAR, 6 j ‘ 
Co., 41 York St., Auburn, N. Y. tae € Le @ 
2. 2 i 
| earre,Omatic G 
STEEL SHELVING — More than 1,000 i wy CHAR, ‘A 
combinations permit the custom assem- : TeSTgp CER if HAND TRUCK — The Trundie-Truck, 





which weighs three pounds, carries loads 
up to 100 pounds, it is claimed. An 
adjustable Saf-T-Hook enables objects to 
be trucked with ease. The truck is 35 
inches high and 13% inches wide at 
the base. It folds flat. P. B. R. Mfg. Co., 
H & Luzerne Sts., Philadelphia 24, Pa. 


bling of shelves for all kinds of storage 
needs. Components and assemblies are 
interchangeable. The shelves come in 35 
sizes, ranging from 24 by 9 to 48 by 
36 inches. Standard Pressed Sieel Co., 
Jenkintown 44, fe 





DIAPHRAGM CARBURETOR—Models H 
and HP are designed for power chain 
saw use. Their pressure-sensing dia- 
phragm admits fuel directly to the engine 
without the use of a fuel reservoir. Til- 
| lotson Mfg. Co., 761 Berdan Ave., Toledo 
12, @. 





* * 

STORAGE BATTERY —The 1955 Exide 
line features a Deluxe Automatic Battery 
| Charger and Tester for six-volt batteries | 
at 100 amperes and 12-volt batteries at | 
50 amperes. The line includes a similar | 
model without the tester and a portable | 
fast charger in two sizes. Also offered is | 
a utility charger. Jordan Electrical Mfg. | 
Co., a division of Electric Storage Battery | 
Co., 226 N. Second St., Minneapolis, Minn. | | 


* * * 





BEAD EXPANDER—The Henderson unit 
seats the tubeless tire beads against the 
rim for quick inflation and compresses the 
tire crown equally around its circumfer- 
| ence. Big Four Industries, Inc., 5933 Carth- 





ae me alae en re eee 





SLEEPER CAB—Made of aluminum, this 
unit is said to save 219 pounds in weight, 
permitting a corresponding increase in| 
payload. By extending a standard or} 
cab-over-engine cab 24 inches, the sleeper | 
is formed directly back of the driver's | 
seat. The deep berth is fitted with inner- 
spring mattress. Automotive Industries, 


Inc., Owendale, Mich. , 
2. 





SANDING MACHINE—The Model D.A. 
dual action sander moves in two direc- 
tions at the same time, turning 6,000 
r.p.m. to the right and moving in fast 
reverse action to the left. A. shift ring 
instantly converts the unit to a high-speed 
off-center spinner, reducing abrasive swirls 
to a minimum and enabling operators to 
polish steel as well as non-ferrous metals. 
Detroit Surfacing Machine Co., 1333 E. 
Eight Mile Rd., Detroit 20, Mich. 





ELECTRIC WRENCH—Models 325 and | % 


330 are multi-purpose tools for nut run- | 


ning, drilling, loosening frozen nuts and | » 


extricating broken studs. The Reverse Cap 
Switch Lock prevents reversing the tool 
while the switch is on. Albertson Co., Inc., | 
3100 Lowell, Sioux City, la. 

* 


Allen Catalog Describes 
New Testing Equipment 

A catalog, “Automotive Testing | 
and Service Equipment,” has been | 


1 


issued by Allen Electric & Equip- | 
ment Co., 2101-17 N. Pitcher St.,| 
Kalamazoo, Mich. 

Among new equipment _intro- 


duced in this publication are the 


| mechanic 





PORTABLE INVERTERS—Mighty Midget 
inverters are for use on six or 
storage battery systems by plugging into 
the cigaret lighter. They deliver 110 volt 
AC 60 cycles with output as high as 100 
watts. They can be used to operate dic- 
tating machines, tape recorders and other 
electrical devices. American Television & 
Radio Co., 300 E. Fourth St., St. Paul 1, 
Minn. 





PENETRANT OIL RIFLE—The Siloo pene- 
trant rifle projects a solid stream of oil 
for a distance of 20 to 25 feet and can 
be used on springs, shackles, tie bolts, 
brake rods and sleeves. Petroleum Sol- 
vents Corp., 331 Madison Ave., New 
York, 17, N. Y. 

. «¢ * 
Data on Plastisols 


The B. F. Goodrich Industrial 
Products division, 448 S. Main St., 
Akron, O., has issued a folder on 
Plastisols. The liquid vinyl plastics 
are described as compounded, 


ready-to-use materials for dip-| 


coating, spread-coating, casting and 
slush molding. 
2 ee 





PICKUP TOOL—The Recovery Magnet 
is a pocket-sized tool which helps the 


retrieve tools or parts which 
may fall into inaccessible corners. Eriez 
Mfg. Co., 7 E. Twelfth St., Erie, Pa. 


12-volt | 


| age Court, Cincinnati, O. 
+ + * . < 


Self-Adhering Calendar 


Allen Hollander Co., Inc., New 
York, has announced a 1955 calen- 
dar featuring a pressure sensitive 
back which, it claims, will adhere 
to a selected surface for a full year. 
Requests for calendars should be 
sent on a letterhead to Allen Hol- 
lander Co., Inc., 
New York 51, N. Y. There 
charge for the calendar. 

x * * 


is no 





SUN SHADE —Trimshayde is available 
for most cars, including 1955 models. The | 
display is usable on counters, shelves, or | 
can be attached to walls or posts. Fox- 
craft Products, 3235 N. Twenty-second St., 
Philadelphia 40, Pa. 

* 


12-Volt Service Aids 


Delco-Remy has announced pub- 
lication of a booklet, “12-Voit 
Electrical Equipment for Passenger | 
Cars,” and a new set of 12-volt 
training charts. The booklet is free. 
The charts are $5 per set. They 
are available from Technical Edi- 
tor, Service Department, Delco- 
Remy division of General Motors, 
Anderson, Ind. 


HEAT TOOl—The Fire Gun burns pro- 
pane with a heat range of 4,000 to 117,- 
|}000 BTU per hour and 
| heating applications within 


or beyond 


gun is suited for soldering, tinning, braz- 
ing, preheating, thawing, plasticizing and 


W. Seventh Ave., Denver 4, Colo. 
” 


Coffing Bulletin Gives 
Data on Spur-Gear Hoists 


An eight-page bulletin on spur- 
gear hoists has been issued by 
Coffing Hoist Co., 802 Walter St., 
Danville, Ill. 


fications of the YC and YCT lines, 
comprising 62 sizes and models 
with capacities from one-quarter to 
25 tons. 





ANTIFREEZE TEST—The Cold Cup deter- 
| mines the temperature of antifreeze solu- 
tions, with readings on a thermometer 
immersed in the solution. Rolf Darbo En- 
terprises, 200 N. Prospect Ave., Madison 
5, Wis. 

* * * 


| Propane-Fuel Lantern 


Designed for Emergencies 


A propane-fuel lantern for emer- 
gency use by motorists and com- ADDRESSING MACHINE —Model 90 
mercial drivers has been announced | eliminates metal plates. Name and ad- 
by Otto Bernz Co., Inc., 280 Lyell! dress are typed on a paper slip which 
| Ave., Rochester, N. Y. is used to print the address on envelopes 

Called the Bernz-O - Matic, 
burns brighter than a 








100-watt forced by holder cards, feed through the 


385 Gerard Ave.,| 





is designed for | 


the capacity of conventional blow torches | 
or soldering irons. The trigger-controlled | 


paint removal. Fire Gun Sales Corp., 2500 | 


Given are descriptions and speci- | 


it| and cards. The typed master slips, rein- | 


eral pis 


| 
| 
| 





SEAT COVER ANCHOR—The Centi-Pin 
is said to fasten slip covers instantly. The 
units are shipped in sets of two. Centi-Pin, 
| 2509 Cascade St., Erie, Pa. 





BOOK BINDING—A folder on how to 


bind catologs, presentations or booklets 
in plastics shows all types of equipment 
and plastic materials available for five 
styles of bindings. The folder is free from 


|*Tauber Plastics, Inc., 200 Hudson St., 
New York 13, N. Y. 
“ * * 


|Point Guard Limits 


Ignition Current Flow 


The Point Guard, which is said 
|to prolong the life of points by lim- 
|iting the current flowing through 
|the primary circuit of the ignition 
|system between the coil and dis- 
| tributor, is announced by Auto-Lite 
Battery Corp., Toledo 1, O. 

The device is contained in a two- 
inch cover with a terminal at one 


lamp and operates on a disposable | machine automatically for fast address-;end and a four-inch wire at the 
steel cylinder of propane gas, ac-|ing. Master Addresser Co., 6500 W. Lake| other. It is installed in the ignition 


cording to the firm. One fuel cylin- | St., Minneapolis 16, Minn. 


circuit. 











Paint Testing— 


A new color movie, 
for You, Right Down to the Finish,’ 


with duPont 
Shown is a scene 


automotive paint 


Mandrel and Impact Tester are described | asa 


“Chemistry Works | $4,305. ‘01; conv., $4,448.31. Series 
* deals | 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 


590.17; 4-dr. stat. 
4-dr. sed., $2,548.17; hardtop cpe., 
600.56; 4-dr. hardtop, $2,733; conv., 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—4-dr. sed., 
$3,349.36; hardtcp cpe., $3,453.05; conv., 
$3,551.56. (Dynafiow standard on Road- 
| master, optional at $192.50 on other 
models. ) 

CADILLAC—Serles 62—4-dr. $3,- 
976.70; cl. cpe., 





sed., 


cial—4- dr. sed., $4,728.32. Series 75—8- 
pass. sed., $6, 186.78; lim., $6,402.17. EI- 
finishes. dorado — Conv., $6, 285.96. (Hydra-matic 


in which the Conical standard.) 


IEVROLET — (Prices are for 6-cyl. 
Is; for V-8, add $99)—One-Fifty—4- 


to auto refinisher Harry Faber (ieft), by | ar. sed., $1,728; 2-dr. sed., $1,685; utility 


Frank Lawrence, duPont chemist. The film sed., $1, '593; 
is shown to auto dealers and repair shop | 


operators. 


Calendar 


(Continued from Page 12) 


General 

National Truck 
Rotan, Florida. 
Mar. 16-18—!/th Annual Canadian Auto- 


motive Service Show, Automotive Bida., 
Cc. N. E. Grounds, Toronto, Canada. 


April 20-May | — 37th International Motor 


Leasing System, Boca 


Show, Turin, Italy. 

May 1|6- 20—National Materials Handling 
Exposition, Exposition Hall, Interna- 
tional Amphitheater, Chicago. 


May 26-June 4—Exhibition of Automotive 
Spare Parts, Melbourne, Australia. 


June 7-10 — Spring Technical Meeting, 
American Welding Society, Kansas 
City, Mo. 


June 8-10—Third Annual 
American Welding Society, 
Auditorium, Kansas City, Mo. 

June 12-15—Directors and County Vice- 
Presidents Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Inc., Hotel Otesaga 
Cooperstown, New York, 

Sept. 6-17—Production Engineering Show, 
Navy Pier, Chicago. 

Sept. 6-17—Machine Tool Show, 
Machine Tool Builders Assn., 

Amphitheater, Chicago. 

* * % 


Regional Parts Shows 


Feb. 24-27—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 

March 31-April 2—Southwest Automotive 
Show, Bexer County Coliseum, San An- 
tonio, Tex. 

Apr. 28-30 — Southeast Automotive Show, 
Lakewood Park, Atlanta. 

May 19-22 — Tri-State Automotive Show, 
Kingsbridge Armory, Broadway and 63rd 
St., New York City. 

June 9-12—Great Lakes Automotive Show, 
Michigan State Fair Grounds, Detroit. 


Welding Show, 
Municipal 


National 
Interna- 
tional 


For the 


New Passenger Car Recistration, All States for N 


lowdown on dealer thinking, 
read John O. Munn’s column each week 
on Page 3. 





-dr. stat. wag., $2,030. Two- 
| Ten—4- dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; 2-dr. stat. wag., $2, 079; 4- 
|dr. stat. wag. $2,127. Bel Air—4-dr. sed., 
| $1,932; 2-dr. sed., $1,888; hardtop cpe., 
| $2,067; conv., $2,206; 4-dr. stat. wag., $2,- 
| 262. Corvette — conv., $2,799 plus extras. 
| «Py ergiide optional at $178.35.) 
YSLER—Windsor Deluxe—4-dr. sed., 
| $2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 


| $3,000.25; 4-dr. stat. wag., $3,332. 25. New | 


| Yorker Deluxe—4- dr. sed., ’ $3, 494.25; New- | 
port hardtop cpe., $3, 652. 25; St. Regis) 
|hardtop cpe., $3, 689. 75; conv., $3,924.25; | 


| 4-dr. stat. wag., $4,209. (PowerFlite stand- 
ard on New Yorker Deluxe, optional at 
$189 on Windsor Deluxe.) 
DeSOTO—Firedome—4-dr. sed., $2;497.- 
75; special hardtop cpe., $2,540. 75; Sports- 
| man hardtop cpe., $2,653.75; conv., $2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
| hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 

| DODG t 6—4-dr. sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
| $2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
| 4-dr. 3-seat stat. wag., $2,565. Coronet V-8 
|—4-dr. sed., $2,196; hardtop cpe., $2,281; 
| 2-dr. 2-seat stat. wag., $2,452; 4-dr. 2: 
seat stat. wag, $2,566; 4-dr. 3-seat stat. 


Rootes Sticker 
Plugs Used Cars 


NEW YORK. — W. R. Williams, 





tion manager of Rootes Motors, has 
launched a program to boost used- 
car sales. 

A shield-shaped sticker for used- 
| car windshields has been designed. 
|It reads: “Rootes Six-Point Con- 
‘ditioned Guaranteed Used Cars” 
jand then lists lights, brakes, en- 
gine, clutch, steering and transmis- 

sion. 
Rootes said its 30-day guarantee 





| brings “a good deal of repeat busi- | 


The shield is designed so that the 
word “Rootes” may be clipped off | 
and the sticker applied to other) 
makes of cars” of cars on | the dealer's lot. | 


| sees by recommendations.” 


BUICK—Spectal — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- | 
332.43; 4-dr. hardtop, $2,409; conv., §$2,- 


wag., $2,974. Century—_ 
$2,- | 
$2,- | 


$3,881.77; hardtop cpe., | 
60 Spe- | 


new advertising and sales promo- | 


Current Prices on New Cars 








wag., $2,668.25. Royal V-8—4-dr. sed., 
$2,310; hardtop cpe., $2,395; 4-dr. 2-seat 
stat. wag., $2,658.75; 4-dr. 3-seat stat. 
| wag., $2,760.75. Custom Royal V-8—4-dr. 
sed., $2,472.50; hardtop cpe., $2,542.50; 
conv., $2,748. (PowerFlite optional at 
$178.30.) 

| FORD—(Prices are for 6-cyl. models; 
| for V-8, add $99.98) — Mainline — 4-dr., 


| sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline — 4-dr. sed., 
| $1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094.76; Crown Victoria 
cl. cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §2,- 
| 043.07; 2-dr. 2-seat Custom Ranch Wagon, 
| $2,108.64; 4-dr. 2-seat Country Sedan, $2,- 


156.14; 4-dr. 3-seat Country Sedan, §$2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 


| conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
on conventional models, $215 on Thunder- 
| bird.) 
IMPERIAL — Custom — 4-dr. sed., $4,- 
| 483.25; hardtop cpe., $4,719.75. (Power- 
| Filte standard.) 
| KAISER—Manhattan—4-dr. sed, $2,670. 
Darrin 161—Conv., $3,668. (Hydra-Matic 
| optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 
LINCOLN—Custom—4-dr. sed., $3,563; 
hardtop cpe., $3,666. Capri Special Custom 





—4-dr. sed., $3,752; hardtop cpe., 


MERCURY — Custom — 4-ar. sea., 
276.50; 2-dr. sed., $2,217.50; 


| stat. wag., $2,843.50. 


; conv., $2,712. (Mere-O-Matic optional 
$189.45.) 


METROPOLITAN 


Hardtop, 


436.25; hardtop cpe., 
top, $2,788; conv., 


$2,714.39; 4-dr. hard 


4-dr. hardtop, $3,140; conv., 
(Hydra-Matic optional at $178.35.) 


4-dr. 2-seat stat. 
—4-dr. sed., $1,879.50; 2-ar. sed., $1,836.50. 
Savoy V-8—4-dr. sed., 
$1,940. 
| 2-dr. 
113; 


sed., 
4-dr. 


$1,935.50; hardtop cpe., 
2-seat stat. wag., 
sed., $2,082; 
$2,216.50; conv. 


$2, 





Belvedere V-8—4-dr. 
sed., $2,039; hardtop cpe., 


New Commercial Car Registrations, 
All States for November, 1954-1953 





$3,910; 
conv., $4,071.50. (Turbo-Drive standard.) 


$2,- 
sport cpe., 
$2,341; stat. wag., $2,685.50. Monterey — 
4-dr, sed., $2,400; hardtop cpe., $2,464.50; 
Montclair—Hardtop 
epe., $2,631; Sun Valley glasstop, $2,711.50; 
at 


$1,445; 
conv., $1,469 (both prices at coastal ports 


$2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
$3,275.84. 


wag., $2,261.75. Savoy 6 


$1,983; '2-ar. sed., 
Belvedere 6—4-dr. sed., $1,978.50; 


$2,321.75. 
2-dr. 


21 


2,351; 4-dr. 2-seat stat. wag.,$2,425.25. 
(PowerFlite optional at $178.30.) 

PONTIAO — Chieftain 860—4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,518. 
Chieftain 870—4-dr. sed., $2,267.51; 2-dr. 
sed., $2,209.32; Catalina, $2,334.99; 4-dr. 
stat. wag., $2,603. Star Chief Deluxe — 
4-dr. sed., $2,362; conv., $2,691. Star Chief 
Custom—4-dr. sed., $2,455; Catalina, $2,- 
499. (Hydra-Matic optional at $178.35.) 


RAMBLER—Deiuxe—4-dr. sed., $1,695; 
2-dr, sed., $1,585. Super—4-dr. sed., $1,- 
798; 2-dr. sed., $1,683; 2-dr. stat. wag., 
| $1,869. Custom—4-dr. sed., $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Champion Custom — 4- 


of entry.) Chee | nt 2-dr. sed., $1,741.02. 
Cc pion luxe—4-dr. sed., $1,885.16; 2- 

OLDSMOBILE — Series 83 — 4-dr. sed.,| dr, sed., $1,840.55; 5-pass. cpe., $1,874.50; 

| $2,362.09; 2-dr. sed., $2,296.62; hardtop stat. wag., $2,140.64. Champion Regal 
cpe., $2,474; 4-dr. hardtop, $2,546. Super) _4-dr sed., $1,993.27; 5-pass, cpe., $1,- 
88—-4-dr. sed., $2,502.71; 2-dr. sed., $2,-| 974.50; hardtop cpe., $2,128.76; stat. wag., 


~ | $2,311.59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 





PLYMOUTH—Plaza 6—4-dr. sed., $1,- | $2,127.25; 5-pass. cpe., $2:094; hardtop 
| 780.50; 2-dr. sed., $1,737.50; bus. cpe.,|cpe., $2,282.24; stat. wag., $2,445.07. 
| $1,638.50; 2-dr. 2-seat stat. wag., $2,-| President Deluxe — 4-dr. sed., $2,310.50. 
076,50; 4-dr. 2-seat stat. wag., $2,158.25. | President State—4-dr. sed., $2,380.50; 5- 
Plaza V-8—4-dr. sed., $1,884; 2-dr. sed.,| pass. cpe., $2,269.50; hardtop cpe., $2,- 
$1,841; 2-dr. 2-seat stat. wag., $2,180; | 455.50; Speedster hardtop cpe. with over- 


drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion, 
and at $226.50 on Commander and Presi- 
- | dent.) 

WILLYS—Custom — 4-dr. sed., $1,725. 
Bermuda — Hardtop, $1,795. (Hydra-Matic 
’ optional at $178. ) 















































Truck registrations by states are - $ 
released here weekly, as com- s 3 
piled: by R. L. Polk representa- 2 Uv 2 
| | tives in state capitals. 3 = 2 
| P= ° -_ 
| UV ° ” 
| 37 States Previously "54 35| 12462 137| 2700; 9667; 2861; 4107; 321} 93! 470; 452; 1420; 272; 34997 
Reported for November 53, 48; 1217% 135; 2788} -15450) 2935! 3577; ~— 285) ~—st15j 700 511; 855} 281; 39859 
California = ‘54 4 18% 21 484, ‘1470 478 376} «7 5 54 0—i‘“‘ t*é« 102; 5238 
53 4 1708 22,467,178) 433) 327, 19 98 33 86 60; 5046 
Indiana 54 669 7 146 424) 109 273) 2) ! 50,54 19 5, 1759 
‘53 1, 1086; 14} —196}_—1243;_— 185] 351} 3 10 66 89 36| 22| 3272 
Louisiana 54 660 3 63 464 114 148 | 10 i 12 3, «468)Sté‘l;té«ik 
pea ‘53 486) 4, 92} 7), SA ee 5| «8 | 1} 1506 
Marylana 54 316 2 95; 203 43 87 2 5 14 == = | 
‘53 _3i2|_ a} SY 15} 29 9 13) 1155 
Michigan '54 2 973 6; 247) 819; 232; 216) 5 20 29 35) «55, —s«29) +~—2656 
‘534; 7; S28] 0469; 152) tat; =i, S28] St} S| a5] 2833 
Minnesota 54 249 I 79 277 65 148 4 5 14 27.0—C«CaLCi‘“ ' 875 
_'33 Moi, 4\ 58556) 88,5) tt] 
Mississipp "54 720 85 561 151 136 5 20 i ee 
- ea 700 109} 721 279) «(182 mS 44) 4 9] —stj_—2052 
Missouri _ "bs 766 I 86; 475, 174 155 3) 4 26| 16| 13) 2; ‘1721 
. ‘53 | 824; ——7|_133). 885] 218} ——*494 18 4 32 23] i2). 2) 
New York "54 10 985 23 401; 741 357,472) 72 28 28 81) 137| BI; 3416 
aes = ‘53, 23; 866} 15; 336) ~— 1043) I71|——456 51; 45) 36 94 122| - 3329 
Pennsylvania "54 10 805 | 3 301; 702 183; -356| 49 iT 36 60 51 3} 2630 
ers, ‘53; —«10;,—S = 980]_—SsS 416} 1181) 248 387) 58 | 17,70; ~—— 89110 7 3698 
South Carolina 54 I 449 | 65; 354 84 117; 9 12 25 10| ae 
53] ti S295} St 38 186 65 ay 8 fe 6 4) | 652 
Texas is 54 9 2841 14 421; 1674; = 443) (609) 35 2 9 74, 6) 6315 
ae. 535} __—*1805 5, 264] 2301 434 425} 10)— 4} SB} Ss 41] 14) 5500 
| All States Reporte. ‘54 71\ 23791 219; 5173) 17831; 5294; 7200; 534 175 856, 849, 2168; 574) 64735 
| For November “53-9 —-22393) ~——232|_—«5332|_ 27753) 5400) 6459 465 238, 1209/1020; _—:1348) = 651] 725% 
Year ‘54 993 270660 2433) 55182) 245753) 61807 77378, 5591; 2124 9249| 9572) 15558, 5916| 762216 
To Date 53 1609) 306567) 3158: 76186) 241014) 77325} 89120] 6432, 3263) 21505) 11346) 16393) 7735} 861653 








| ‘*The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is pub- 


lished. R. L. Polk & Co. 
“'e following trucks have been removed 
Willys, 8; Mack, ss wae. 4 4; 


ee ker, 1; 


cannot assume any liability by reason of inaccuracies or omissions.’’ 
246; Chevrolet, 
and epee. 4, 


from year-to-date figures: Ford, 


Diveo, 1; Reo, 1, 





R. L. Polk & Co. 
; Dodge, 61; GMC, 
for a total ‘of 612. 


227 37; International, 







































































a 
ox 
Car registrations by states 9° 
are released here weekly, as Ou 
compiled by R. L. Polk rep- zx 
resentatives in state capitals. s2 
< 
ious! "54, 1642| 3026) 4668]  3506{ 2602) 5487| 9080| 20675! 41775| 1076 7918] 50769| 12967; 2586| 50082| 11319] 17389, 94343) 16} 387; 589{ 992| 1187| 4675;  785| 178094 
i 53 278 3015; 5193) a2 3959) 9307} 22373; 41011; 52097; 708) 13600) 66405) 16955) 3035) 51896| 8620) 13421; 93927; —161|—401|_—973|_—«*1535) —1491| = 4786) 644 214992 
Arkansas - a "54 ~—s«o20 12 32) 42 32; -83}—Ss«st74)~—=Sts«&32 879| 13 99 991 121 26 954 151 199; 1451) I ! 2 7) 50) 3; 2867 
‘53 23 24) 47| 66 43 144 442 695; 865 1) 19N, (1067 243 45; 1027 _—si2t|_——t89|_—1625; Ss 7 10, 18) 72| 1] 3541 
California _ "54, «O04 492 606; 652 535, 1006, 1602, 3795, 8675 312; 1538) 10525; 2763 792; 8487; 2286) 3058; 17386) 2 8 116 216 143; 885) 011) 34567 
‘53/294 571 865 688 765; 1477; 3043, 5973) 7619 146| 2560, 10325) 2044, = 912) 6267,_—«*N471|_~—«*1698)—«*112392)—S 14) 2 230 306| 245] ~—871| + —668| 31645 
Indiana ~~ ~ 108 206| «314 263 175, 406, 756, 1600, 2703 49 402; 3154, «953 182, 3214 757, 1153; 6259 I 14) 31 46 72; 628) 8| 12081 
ees 3 ist 340 491; 433 395 881, 2279 3988 4537 él; 1443; 5741, 1800, ~— 258; 4879) = 744; 1237) «8918 4| 33 9) ‘133 187 776, 14) 20248 
Kentucky ‘54 28 rT 69 73 58 130 261 522 e83.—té“‘é‘ld 130; 1027 250 56 «1507 234 363; 2410 2 2 8 12 22) 164 4| 4230 
53 36 113 149; 129 89 276 675} 1169, = 1564 15 352, «1931 509 44,—*1610)_—S 217, ~— 418) 2798 3 13; 12 28 | 32} 164) ~—5| «6276 
Maryland "54 53 95 148 107 85 188 485, 865 1402 28 339, «1769 448 68 «1884 261 717\ (3378 7 15 22) 49 186) 26; 6443 
ae ‘53 8! 110 191 205 149 368}  943| 1665, 2420 47 542; 3009 578, 93|_—«2479| ~— 304; ~— 566} 4020, ~S 7] ~~ 8} Si| 56} —«*160) ~—S 34] 9186 
M huset 64 7; 360 221, 227 416, 630, 1494 «12138 ~°~=«&8i 513; 2732, 655 154 2416 572, 1179, 4976 16 42 58 97 209 106; 10033 
ee 33 ‘” rt 380 346 336 739| 14911 2912; 3042 52} 1015) 4109; 1085 210, 2812; 791 ~—«*1023,—«592 18 23; 7 | 118} 103) 376) 87| 14076 
Michigan _ 54, +169 +340 509 491, 367, +~«790,+~=«#1455) «3103, =«7187,~SSs 157, ~=—«1025) += 8369) += 2722 535, 6438, 1664) 3135| 14494) | 25 38 63) 119) S413) 52| 27122 
ae ‘53/322 352 674 586 469} 1211| 2731) 4997, 10146 77|_1978| 12201; 2729 436) ~—7526| —«1246| ~—«2235|_—*14172 17| 52 119, 188) 176 590| 47| 33045 
Minnes : "54 rT 5 136 110; 47)~—Ss«W144 186, 487) 1727; 21; 205; 1953 360 118, «1718; =523) += 580, 3299 12| 24) 36) 40 233 | 10; 6194 
ee ‘53 76 95 171 220} 224) 325) + +1178) + 1947) = 1860) 4 586| 2450 672 85 2278 360 416) 3811 3} 22) 35| 60) 45} —‘170) 5} 8659 
Mississippi ~~ ‘54 4 22 26 62/ 54, 125,248; 489; 1014! 18; «'123)—«s1155) 230 49, 1277; «167, 286; ~—-2009 l 1 2) 3| 8 90) | 3780 
ee 53) 30, 33,3] stI7|— 6] —«60]— 499} Baz)—stt7, 8} 286] iat; 339) 47|_—1328) sta} 26127} a} =} | St) ta] St 4802 
Mi i am "54 39; ~«41:34 173). +1138) +4147) 262); 627, +1174) 2882; 40 389, 3311 602 164, 3115, = 601, = 819) ~—«5301 7 13) 20 34 41; 198) 19; 10251 
roar ‘53 73 200 273 233; 242, 420) 1424) 2319) 3150, 59 630' 3839 848 203. 3124) «= 475) = 673! = 5323) 7| 20 29 56| 46| — 279| It] 12146 
New Y oe ee ‘54, «278 488 766 983/ 612) 1277; 1942) 4814; 5636 239° «1630 2198 538, 7314; 2122; 3773) 15945 4| 57] 126 | 276| 817; = 297| 30607 
theate ‘53 422 529 951! 1350) 1272} 1910 4027) 8559 7361 81; 2654) 100%) 2848 705! 6979} 1726} 3063) 15321) 31| 45\ 232 308} 334) 758) 225) 36552 
p Ivani eat 54208 320, «528; 3 444 347, + +817| 1029) 2637| 44% 157 929; 5582; «1729 254 «5694, «1298 «= 2272) ~«1:1247 57 147 208; «270 498 | 57| 21027 
ens ‘53 320 426 746 685 705! 1407) 3847, 6644) 6361 78 1654, 8093) 2450 375 7106; 1076; 1664! 12671 26| 63 181 270 29)| = 583) 54| 29357 
South Carolina —™S ‘(O32 4% 78 59 74, 133) 240; 506) 1310 19,138) (1467, 393 68 1363, 277, 364, 2465 1 9) 10; 20 16; 88 8] 
ee ‘53 25 19 44 66 5I 155 462! 734 813 iT 214) 1038 233 25| 1022} (123) 201) 1604 1 | 20 22 2! 58 3) 3524 
Te i. ah "54 80 161 241 407, 226 639| 1203) 2475| 7580 189, 1192) 8961, 2324 371, BBIl| 2288) 2910; 16704 22 67) 90) 79; ~—«545) 42; 29137 
fan '53 87 125 212 449| 207 898! 1857) 3411| 5745 82; 1604) 7431) (1808' 308-6427 913! 1313) 10769 6| 20 47) 73| 94! —452| 20! 22462 
All St Reported 54 2910. 5745) 6655| 7558, 5588| 11903) 19918) 44967, 90287 2413) 16570) 109270, 28715 596! 104274) 24520) 38197) 201667) 32; 721) 1236) 1989 2426, 9679 2428) 38108) 
To ee eas ‘53! 4267| 6253! 10520| 10965) 8952) 19678] 47271} 86866) 108697| 1450) 29009 139156 35141 —678!' 106760' 18329) 28378! 195389 303, 772) ~—-2109|_—« 3184) 3158) 10219) ~—«1819} 450311 
Y —T> “5432644. 77170" 109814) 88705 67968) 135486) 336815) 628974 | 1234358, 33765| 251934 1520057 464474 96908 1225395 368318 318019 2473114 1151| 8756 16748 26655| 36856, 86727) 24940/4907137 
To Date ‘53 37620) 129607! 192227) 141714 112684) 270737) 553226 1078361 | 1015654) 36656) 259785 1312095' 427581 89179 1259460 284370) 36063! 2421221 10464’ 22095 40476! 73035! 67905, 150748) 29460/5325052 
i ‘The information contained in this report has been compiled from official state documents. Every r reason- The following ears have been deleted from year-to-date figures: Hudson, 12; Nash, “25; Chrysler, 17; 
DeSoto, 13; Dodge, 26; Plymouth, 56; Ford, 699; Lincoln, 44; Mercury, 139; Buick, 215; Cadillac, 70; 


able 


received and tabulated at the time the report is published. 
by reason of inaccuracies or omissions.’ 


precaution has been exercised to insure accuracy 


R. L. Polk & Co, cannot 


'—R. L. Polk & Co. 


of this report to the extent of the registrations 
assume 


any liability laneous, 7, for a 


Chevrolet, 917; Oldsmobile, 132; Pontiac, 92; 


total of 2,568. 


the miscellaneous total, 


Kaiser, 3; Willys, 
A total of 188 Nash-Healeys have been shifted from the Nash total to 


83; Packard; 5; Studebaker, 13, and miscel- 















































I a ae BS SS rk Cd ___AUTOMOTIVE NEWS, JANUARY 24, 1955 
Cruiser, $370*. '50 Commander Land | i 
Cruiser, $200*. 
U d A » - WILLYS—'53 Aero (6) 2-dr., $535. A U d C P ° 
sed-Car Auction Prices DYER, IND. verage Used-Uar I rices 
(Dyer Auto Auction, Sale every Friday. | ; ; 
Prices are for sale of Jan. 7.) (Compiled by Automotive News) 
(Sold 249 cars out of 359 offerings.) 
Market Trend BUICK—"64 Century Riviera, $2,880* (ps). | Model ‘To Date. 1954 1954 
Y pecia viera, ,200. °52 Super | 
The overall average price of used cars sold at wholesale auction to Riviera, $1,115*, $1,025°; 4-dr., $890°; | 1956................ $2,262* 
date for January declined $2 last week, according to Automotive S710; ‘Gpecial 4-ée., S008" 00" "bo | 1904................ 1,673 $1,793 $1,848 
News’ index. Special 4-dr., $445*, $385*. ‘49 Super ee . 1,062 1,147 1,197 
The average decline was kept small by a spanking $46 increase in | 4-4". $325°, $275", $180". 1952............... 741 804 854 vi 
the average price of '55 models, and gains of $2 on '49 models and | eae ne 500" cps) Bs «e3) | T9BL................ 533 589 604 
$1 on ’51s. coupe, $2,435* (ps). 52 (62) coupe 1950...0........... 401 446 459 
Losses were as follows: '54, down $23; '63 and ’52, each down $15; | grWiit, Sh000., “Of 162) oom Shee RRS 281 304 330 
50, down $5, and ’48, down $3. CHEVROLET—'55 Bel Air (6) coupe $2 =| 1948................ 184 209 227 2 
Record low prices were established for 53s, ’52s, ’50s and '48s. 100; Two-ten (6) 4-dr., $1,680; %-ton| Bee escswssxic ‘ca * 175 166 PO 
ickup, $1,185, $1,115. °54 B -dr., 
Sale activity in the areas picked up somewhat last week, with 68 | $i si2¢ tps $1:295; ‘Two-ten ddr. $1,.|| * Prices on 1955 models added to tab- y cee ‘2 anee 6@ ae | 
percent of all cars offered being sold. In the previous week, the ratio 425*, $1,250, $1,170. 53 Bel Air coupe, ulation; prices on '47s dropped. Average... $ 892* $ 683 § 711 ; 
$1,275, $1,105; Two-te i ,030, : : § 
of sales was 62 percent. $860: cnratey o-dr., $780, $770. hn an | (The above figures are averages of used-car auction prices, all makes 
Prices marked with an * indicate a unit equipped with an automatic i ~ Bel Ate, — 4-dr., $620*, '51 and models, carried regularly in Automotive News.) ‘ 
Saad ; ; ; ; eluxe 4-dr., 5*, $525*, $520*, ‘ 
transmission or overdrive, and (ps) indicates power steering. $495*. '50 %-ton pickup, $495, $450. °49 | 7 
CHICAGO | NASH—’51 Statesman 4-dr., $365", $175. — 2-dr., $395, $350, $300, $220,| $1,700* (ps); Crest (8) Victoria, $1,- coupe, $610, $530*; 4-dr., $560, $470*. I 
50 Statesman 2-dr., $160*. CHRYSLER—'50 Wind - i 690*, °53 Crest (8) Victoria, $1,225*;| '50 4-dr., $385, $375, $345, $330. '49 ; 
(Arena Auto Auction. Sale every Tues- | o, pSMOBILE—'49 (76) club coupe, $325* Windsor 4-d 270; ¢ a a ce, $210, | GurtOm (8) d-de., $2,110%, 9900, $806. |, 4-dr., $180, $170, $126. ; 
day, Prices are for sale of Jan. 11.) ’ , Windsor 4-dr., $270; club coupe, $210. '52 Crest (8) Victoria, $890*; Custom | NASH—’54 Metropolitan 2-dr., $875. '53 WI 
(Sold 231 ca t of 363 offeri PACKARD—'51 (200) 4-dr., $465*. °50) 47 Windsor 4-dr., $100. (6) 4-dr., $710. °51 Custom (8) 2-dr.,| Statesman 4-dr., $950*, $710; Rambler 
rs out of 363 offerings.) (200) 4-dr., $200. DeSOTO—’'51 Custom club coupe, $390. '50 $550*, $450*, $300. °50 Custom (8) 2-dr., club coupe $910*. '52 Ambassador sed . 
BUICK—'55 Century Riviera 2-dr., $2,850* | pLyMOUTH—'54 Savoy club coupe, $1,-| Custom club coupe, $360; 4-dr., $310.| §405,'$400, $310, 2 at $305. '49 Custom| $780*, $615*; Rambler club coupe 2 at 
(ps). ’54 Century Riviera 2-dr., $2,235* 050. ’'53 Cranbrook station wagon, $990; ’48 Custom club coupe, $205, $115; 4-dr.,| (8) '2-dr.,’ $180, $165 3 625, “iy * ’ pe, 
(ps), $2,135* (ps), $2,120*; Super Rivi-| 4-ar., $740. '51 Cambridge 4-dr., $440; | $170. | HUDSON—'52 Hornet club coupe, $880* iar. 00° wysece eee eee 
"53 ies eas oe C sone over, 2-dr., $240. | DODGE—’55 Royal (8) 4-dr., $2,365". '53 51 Commodore (8) 4-dr., $285. ~ ” | OLDSMOBILE—'55 (88) Holiday, $3,310* Fri 
$1,410" ( 2), $1.810°, $1 ir, sae! PONTIAC—'54 Chieftain (8) 4-dr., $1,-| Coronet club coupe, $1,045*; Meadow- | LINCOLN—'51 club coupe, $525*. '50 4-dr.,| (ps), $3,010* (ps), $2,650*. ‘54 (88) 
Seb°; Rix Riviera. 2-ar. "$1,385* (ps) 630*. '53 Chieftain (8) 2-dr., $1,175, on 2-dr., $670 ‘ 7 Wayfarer 2-dr.,| $295". '49 club coupe, $265*. | 4-dr., $2,270* (ps), $2,200* (ps), $2,- | py 
$1,295*: Special Riviera 2-dr.. $1,370°, || $1,040. "50 Silver Streak (6) 4-dr., $305. | = a Coronet club coupe, $215. | MERCURY—'55 Montclair coupe, $2,775*.| 00°. '53 (98) Holiday, $1,850*, $1,665*; < 
CADILLAO—'54 (62) coupe, $3,835" (ps): 48 Torpedo (8) 4-dr., $140*. FORD—’55 Custom (8) 2-dr., $1,855*, $1,- ’54 Monterey 4-dr., $1,785* (ps). °'53| (88) 4-dr., $1,800* (ps); 2-dr., $1,490*, é 
ce , $3, ; § 


4-dr., $3,640* (ps), $3,580* (ps), $3,- 
390* (ps). '53 (62) conv., $2,650* (ps); 
coupe, $2,525* (ps), $2,450* (ps), $2,- 
445* (ps); 4-dr., $2,450* (ps), $2,440* 
(ps), $2,400* (ps), $2,349*, $2,280* (ps). 
'52 (62) coupe, $1,930* (ps). 

CHEVROLET—’55 Bel Air (8) Sport coupe, 
$2,320* (ps); Two-ten (8) Handyman, 
$2,250*. '54 Two-ten 2-dr., $1,475*, $1,- 
415*; Bel Air 4-dr., $1,450*. °'53 Cor- 
vette conv., $1,730; Bel Air Sport coupe, 
$1,355*; 4-dr., $1,010; Two-ten 4-dr., 
$990*, $920*, $905, $875; 2-dr., $985*, 
$910*; One-fifty 2-dr., $750. '52 SL De- 
luxe 4-dr., $740*. '51 SL Deluxe station 
wagon, $900*; Bel Air, $625*. 

OHRYSLER—’'53 NY 4-dr., $1,235* (ps); 
Windsor 4-dr., $1,080*. ‘49 Windsor 4- 
dr., $180*. 

DeSOTO—’'53 Powermaster 4-dr., $1,050*. 
’52 Fire Dome (8) 4-dr., $755* (ps). '49 
Custom club coupe, $300*. 

DODGE—’53 Coronet 4-dr., $1,005*, $975*. 
51 Coronet club coupe, $500*%; 4-dr., 
$400*; Meadowbrook 4-dr., $420*. 


FORD—'55 Fairlane (8) Crown Victoria, 
$2,525* (ps); Victoria, $2,295*; Custom | 
(8) 4-dr., $1,840, $1,745, $1,730; 2-dr., 
$1,675. '54 Custom (8) 4-dr., $1,405. '53 
Crest (8) Victoria, $1,235*, $1,150*; 
Country Squire, $1,150*; Custom (8) 
conv., $1,165*; 2-dr., $1,095*, $1,080, 
$1,035*, $1,035, $1,025*, $925; Main (8) 
Ranch Wagon, $1,150. 

HUDSON—’53 Hornet 4-dr., $1,055*; club 
coupe, $860*. °51 Commodore (6) club 
coupe, $325*. '50 Pacemaker 4-dr., $150, 





$145. 

KAISER—'53 Manhattan 4-dr., $990*. ’51 
Specia! 4-dr., $385*. 

LINCOLN—’ 54 Cosmopolitan 4-dr., $2,290* 
(ps). '50 4-dr., $430*. 

MEROURY—’53 Monterey coupe, $1,460. 
"52 4-dr., $880*, $850, $805*, $780. ‘51 
2-dr., $615, $550, $515; 4-dr., $535, 
$500*, $435. °50 2-dr., $355. ‘49 2-dr., 
$275. 

NASH — ’'52 Ambassador 4-dr., $785*, 
$615*. °50 Statesman 4-dr., $220, $135. 
*49 Ambassador 4-dr., $110*. | 

OLDSMOBILE—’54 (98) Holiday, $2,535* 
(ps), $2,530* (ps); 4-dr., $2,525* (ps); 
(88) 4-dr.,, $1,925*; Super Holiday, $2,- 
440* (ps). °53 (98) Holiday, $1,815* 
(ps); 4-dr., 2 at $1,550* (ps), $1,470* 
(ps), $1,390* (ps); (88) 2-dr., $1,460*. 
"52 (98) 4-dr., $1,130* (ps). 

PACKARD—’53 Patrician sedan, $1,195*; 
Clipper 4-dr., $1,060*. 

PLYMOUTH—’54 Belvedere conv., $1,385. | 
‘53 Cranbrook Belvedere, $1,125*; 4-dr., 
$880, $855, $870, $820, $795; 2-dr., $800; | 
Cambridge Suburban, $1,010. '50 Deluxe 
Suburban, $415. °49 Deluxe Suburban, 
$290. °47 Special Deluxe 4-dr., $155. 

PONTIAC—’'55 Star Chief (8) conv., §$2,- 
750° (ps); Catalina, $2,575*; Chieftain 
(8) 4-dr., $2,315*. °54 Star Chief (8) 
Catalina, $2,005* ‘(ps), $1,915* (ps), 2 
at $1,910* (ps); Chieftain (8) 4-dr., $1,- 
690* (ps). °53 Chieftain (8) station wag- | 
on, $1,135; 2-dr., $1,095*. | 

STUDEBAKER — '51 Commander 2- dr., | 
$395*; 4-dr., $515*; Champion 2- dr., 


$300. 
WILLYS—'50 Jeepster, $505. 


DETROIT | 


(State Fair Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 11.) 


(Consignment down this week but 
prices .are firm. We expect continued 
weekly increases. Out of State buyers 
are coming in strong. Sold 63 cars out | 
of 96 offerings.) | 
BUICK—’53 RM 4-dr., $1,360* (ps). "50 | 

Special 4-dr., $270*. ‘48 Super 4-dr., | 
$350*. | 
CADILLAC—’'52 (62) 4-dr., $1,750* (ps), | 
$1,705*. '48 (62) club sedan, $335. 


CHEVROLET—’'53 Bel Air 2-dr., $1,080*; | 
Two-ten 4-dr., $925; 2-dr., $855*, $815. | 
’51 SL Deluxe 4-dr., $485*. '50 SL De- 
luxe 2-dr., $425, $320*; 4-dr., $325. '49 
SL Deluxe conv., $280; SL Special 2-dr., 
$150. '48 SM 2-dr., $125. 

DODGE—’53 Coronet (6) station wagon, 
$1,090. °52 Coronet 4-dr., $585; Meadow- 
brook 4-dr., $500. '50 Coronet club coupe, 
$415; 4-dr., $370, $365; Meadowbrook | 
4-dr., $310. '49 Coronet club coupe, $325*. | 


FORD—'54 Main (8) Ranch Wagon, $1,- 
600; Custom (8) 4-dr., $1,325*; 2-dr., 
$1,325. '53 Custom (8) Country sedan, | 
$1,335; 2-dr., $975*. '52 Custom (8) club | 
coupe, $860; 4-dr., 730*, '51 Custom | 
(8) 2-dr., $410. °50 Custom (8) 2-dr., | 
$350, $300; Deluxe (6) 2-dr., $225. °49) 
Custom (6) 2-dr., $160; conv., $160. | 

KAISER—'51 Deluxe 2-dr., $250*%. '49) 
Virginian 4-dr., $175". 

MERCURY—’53 Monterey club coupe, $1,- 
290, ’52 2-dr., $910*. ‘51 4-dr., $555. 
‘50 club coupe, $430. | 








STUDEBAKER — '51 Commander Land 725*, $1,725. '54 Main (8) Ranch Wagon, Custom 4-dr., $1,145*, $1,110*. ’51 club! (Continued on Page 23, Col. 1) 
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a great new contribution |t 


Moraine -400 beaxings .. toughest. 
duilomotive engine bearings ever made! More 
dependable, more nersidtawt to corrosion, heat | 
amd wear— Moraine-4oo's were developed 
by Moraine anc. General Motors engineers 
“lo slomd up to the demands of todays high= 
oulpuk engines. Made by the worlds Largest 
awn OTA of) original- equipment engine | 
bearings, Moxaine-4loo's, in tests, actaally T 
ovtlasted the stindiest engine and, We use, 


wow — factory-installed. in Leading 
‘makes of automobiles, Tuwcks, buses, ancl offy- ba 
the - Koad. equipment. i. 


bearin 





rolled | 








Used-Car Auction Prices 





(Continued from Page 22) 


$1,400*, $1,380*, $1,315*. '52 (98) Holi- 51 RM 2-dr., $700*. ‘46 Super 4-dr., 

iay, $1,295*; (88) 4-dr., $1,125*, $1,- $190. 
115%, $950*. °51 (88) 4-dr., $785*, $770*, | CADILLAC—'54 (62) 4-dr., $3,725* (ps), 
$715*, $650*, $640*. | $3,700" (ps). '53 (62) coupe, $2,650* 
oa TH? ‘ “ 5. (ps). "50 (62) 4-dr., $1,100*, $1,000*. 
| EIMOU Te de aeupe eaibe, 35 | 40 (62) aed, 81,0008; (75) Aad. SIND" 
i Cranbrook 4-dr., $815, $810. °51 Cam-| CHEVROLET — ‘55 Bel Air (8) Sport 
bridge club coupe, $350; 4-dr., $195. 50 | coupe, $2,270*, $2,250*, $2,075*, $1,865*; | 
Special Deluxe 4-dr., $350, $190. °49| sedan, $1,850*. '54 Bel Air conv., $1,- 
Special Deluxe conv., $225; club coupe,| 675; 2-dr., 2 at $1,500*, $1,350*; sta- 
$200. tion wagon, $1,430; Two-ten 4-dr., $1,- 
sen —_ . af .| 250, $1,140, $1,000; %-ton pickup, $975. 
PONTIAC 53, Chieftain (6) ads. S| i29'el Alt Sport coupe, $1400", aetan: 


$1,175, $1,125, 2 at $1,025, $1,010; sta- 


ae. * ( -dr, 865, 85, 
CT. ae een CO) S-Ge., Coes, Sree tion wagon, $1,025. ’52 SL Deluxe 4-dr., 


$775. ’51 Silver Streak (8) 4-dr., $695*, 








$605*. '50 Silver Streak (8) 2-dr., $460.| $835, $805; Bel Air, $795; 2-dr., $735. 
"49 Silver Streak (8) 4-dr., $290*, $255*,| ‘51 SL Deluxe conv., $660. 50 SL De- 
$215*. '48 Torpedo (8) 4-dr., $115*. | luxe Bel Air, $650. 
STUDEBAKER — ’'53 Commander 4-dr., | CHRYSLER—’52 NY sedan, $900; Wind- | 
$850*. ’51 Commander Starliner, $465*; | _ SOF Newport, $625. 
Land Cruiser, $375*. '50 %-ton pickup, | DeSOTO—’52 Fire Dome (8) 4-dr., $920. 
$340: Champion 4-dr., §190*, $165*, | DODGE—'55 Royal 4-dr., $2,205. "53 Cor- | 
$135. pond ‘oo Wanton > eee eon.” 
f al : J | i ayfarer Sport coupe, , 
WILLYS—52 Aero 2-dr., $500. 49 (4) | FORD—'55 Fairlane (8) Victoria, $2,410*, 
jeepster, $145°. | $2,225; 4-dr., $2,175, $2,150, $2,125; | 
| Main (8) Ranch Wagon, $2,075. ’'54 
VALDOSTA, GA. | Crest (8) Victoria, $1,575; 4-dr., §$1,- | 
_ (Tom Hewitt Auto Auction. Sale every | Seana 7 ae 91.088. a Gan’ ca 
Friday. Prices are for sale of Jan. 7.) | Victoria, $1,360, $1,100; station wagon, 
(Sold 179 cars out of 285 offerings.) | §1,250*; Custom (8) 4-dr., $1,150, $1,- 
BUICK—’54 Century 4-dr., $2,050*. '53 110. '52 Custom (8) 4-dr., $845; Crest 
Super 4-dr., $1,450*, $1,350*; Riviera | (S) Victoria, $800; Main (6) 2-dr., $560. 
coupe, $1,450*, $1,150%; RM  4-dr., ’51 Custom (8) 2-dr., $580, $525. 
$1,125* (ps). °52 Special 2-dr., $780*. | MERCURY—’55 Custom 2-dr., $2,150. '54 
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Monterey coupe, $1,900*. ‘52 Monterey 
conv., $975; 4-dr., $900. '51 Custom 2-dr., 
$660. 

OLDSMOBILE — '52 (88) 2-dr., $1,050*; 
4-dr., $1,000. ’51 (88) Holiday, $800. 
PLYMOUTH—’'54 Savoy 4-dr., $1,190. '53 
Cranbrook station wagon, $1,005; Cam- 


bridge 4-dr., $825, $725, $700. ’°52 Cran- 
brook 4-dr., $640. °51 Cranbrook 4-dr., 
$500; 2-dr., $485. 


PONTIAC—’55 Star Chief (8) Catalina, 
$2700* (ps). ’54 Star Chief (8) Cata- 
lina, $1,925* (ps); 4-dr., $1,850. ’53 
Chieftain (8) Catalina, $1,480, $1,450, 
$1,400. ‘52 Chieftain (8) conv., $950; 
4-dr., $930. '50 Silver Streak (8) 2-dr., 
$525. 


STUDEBAKER—’51 Champion 2-dr., $350. 
WILLYS — '52 2-dr., $425. ‘48 jeepster, 
$350. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 


Monday. Prices are for sale of Jan. 10.) 


(The car market showed some really 
cood news today as a throng of good 
buyers pushed prices up on all nice, 
clean units. Rougher units held their own 
and were difficult to sell. °53s and ’55s 
showed a modest setback, especially Pon- 
tiacs, which were $50 lower than last 
week, Buyers of Chevrolets and Fords, 
of all year groups. were disappointed at 
the small number of units offered, Sold 
103 cars out of 135 offerings.) 
BUICK—'54 RM 4-dr., $2,170* (ps); Cen- 

tury Riviera coupe, §$2,100* (ps). ’'53 

Super Riviera coupe, $1,500*; 4-dr., $1,- 

240*; Special Riviera 2-dr., $1,335*; 2- 
dr., $1,160. '52 RM Riviera 2-dr., $960*. 

"51 Special 2-dr., $625*. '49 Super conv., 

$340*; RM 4-dr., $130*. 

CADILLAC—’54 (62) coupe, $3,925* (ps); 
4-dr., 2 at $3,550* (ps); (60) Special 4- 
dr., $3,825* (ps). '53 (62) 4-dr., $2,600* 
(ps). "52 (62) 4-dr., -$1,860* (ps), $1,- 


810*. "50 (61) 4-dr., $1,080*; (62) 4-dr., 
$760*. '47 (62) 4-dr., $120*. 
CHEVROLET—'55 Bel Air (8) 4-dr., $1,- 


985; Bel Air (6) 2-dr., $1,825; Two-ten 
(6) 2-dr., $1,660. '54 Bel Air 4-dr., $1,- 
525* (ps); Two-ten 4-dr., $1,310. ‘53 
Bel Air coupe, $1,250; 4-dr., $1,065; One- 
fifty station wagon, $1,110; 2-dr., $920; 
Two-ten 4-dr., $1,100, $1,025, $1,010; 
club coupe, $910. ‘49 SL Deluxe 2-dr., 
$380; conv., $300; 4-dr., $320, $275, $269. 
| ‘47 SM 2-dr., $200. 

CHRYSLER—’50 Windsor 4-dr., $460. 


| DODGE—'53 Meadowbrook club coupe, 
$790. '52 Coronet conv., $660*. '51 Cor- 
onet 4-dr., $500*, $490*. '50 Wayfarer 2- 
dr., $280. '49 Deluxe 2-dr., $240. '46 %- 
ton pickup, $195. ~ 


| FORD—’55 Fairlane (8) Victoria, $2,285*; 


2-dr., $1,925; Main (8) Ranch Wagon, 
$2,010. '54 Main (6) Ranch Wagon, §$1,- 
525. '53 Crest (8) Victoria, $1,120; Cus- 


tom (8) 2-dr., $1,020*. '52 Custom (8) 
4-dr., $800; Main (6) 2-dr., $685; Main 
(8) 2-dr., $620. '51 Custom (8) Victoria, 
$610, $560; 4-dr., $530, $490; Deluxe (8) 


2-dr., $420. '49 Custom (8) 4-dr., $250, 
$235; 2-dr., $210. "47 Deluxe (8) 2-dr., 
$310. 


KAISER—’'51 4-dr., $280. 

MERCURY—’55 Custom coupe, $2,310. '54 
Monterey coupe, $1,830. '51 4-dr., $630*, 
$585*. '50 2-dr., $460. 

NASH—’48 Super 4-dr., $100. 

OLDSMOBILE — '52 (98) 4-dr., 
"50 (98) 4-dr., $425*, $310*. '49 
dr., $310*. 

PLYMOUTH—'54 Savoy, 2-dr., $1,050. '53 
Cambridge 4-dr., $875, $800. °'51 Cran- 
brook 2-dr., $560. '50 Special Deluxe 2- 
dr., $500. '48 Special Deluxe 2-dr., $140. 

| PONTIAC—'55 Chieftain (8) Catalina, $2,- 

| 620°; 4-dr., $2,475* (ps), $2,350*. '54 

Star Chief (8) 4-dr., $1,700*. '53 Chief- 

tain (8) Catalina, $1,660*, $1,470*; 4- 

dr., $1,350*. '52 Chieftain (8) 4 - dr., 

$910*. ’51 Silver Streak (6) 2-dr., $740*; 


$1,160". 
(98) 2- 











to automotive progress 


Mmoraine-40O0O 


automotive engine bearings 


A special aluminum bearing alloy 
—developed through General 
Motors research—gives the Mo- 
raine-400 its extreme toughness 
- « - makes it the toughest auto- 
motive engine bearing ever made. 


| Moraine also produces: 


| M-100 engine bearings and Moraine 
conventional bi-metal engine bearings — Self - lubricating 
bearings— Moraine friction materials—Moraine metal powder 
parts—Moraine porous metal parts—Delco hydraulic brake 
fluids—Deico brake assemblies, master cylinders, wheel cy!- 
nders, and service parts— Moraine power brakes — Moraine 
rolled bronze and bi-metal bushings. 









products 
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Silver Streak (8) 2-dr., $630*. '50 Silver 
Streak (8) 2-dr., $550*. '48 Torpedo (8) 
4-dr., $160*, $100*; coupe, $120*. 
STUDEBAKER — '53 Champion 2- dr., 
$860*. '50 Champion conv., $330*. 


WILLYS—'51 station wagon, $460*. "48 %- 
ton platform, $310. 

MISCELLANEOUS—’51 Frazer 
$310*. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every Wed- 
nesday. Prices are for sale of Jan. 12.) 

(Prices firm on ’52s through '54s. Older 
models off somewhat with very few clean 
units available.) 


BUICK—’55 Super Riviera coupe, $2,925". 
’54 Super Riviera coupe, $2,200*, $1,990*. 
‘53 Super Riviera coupe, $1,350*. '51 RM 
sedan, $585*. '50 Super Riviera coupe, 
$520*; RM sedan, $300*. '49 Special se- 
dan, $310, $280. 

CADILLAC—’'50 (61) 
(62) sedan, $450*. 

CHEVROLET—'54 %-ton pickup, $890. '53 
Two-ten taxi, $700. '52 SL Deluxe sedan, 
$710*, $640. '51 SL Deluxe sedan, $530, 
$490; SL Special sedan, $405. °50 SL De- 
luxe sedan, $390. '49 SL Deluxe sedan, 
$300. '48 FM sedan, $215. 





Vagabond, 


coupe, $1,290*. '49 





CHRYSLER—’'51 Windsor sedan, $620. ‘49 
Windsor sedan, $410. 
DeSOTO—’'51 Custom sedan, $580. '50 Cus- 


tom sedan, $490. 

DODGE—’'53 Meadowbrook suburban, §$1,- 
225*. '49 Custom sedan, $125. 

FORD—’55 Fairlane (8) Victoria, $2,200*. 
’54 Crest (8) Victoria, $1,650*. ’°53 Main 
(6) sedan, $800. '52 Crest (8) Victoria. 
$970*, $960*; conv., $700. ‘51 Custom 
(8) Victoria, $620; sedan, $540, $450. '49 
Custom (8) sedan, $265. 

MERCURY—’53 Monterey sedan, $1,210*. 
‘51 sedan, $555*. ’50 sedan, $355, $335. 
"49 sedan, $305. 

NASH—’51 Statesman sedan, 
’50 Statesman sedan, $310. 
OLDSMOBILE—’51 (98) sedan, 2 at $610*. 

’50 (76) sedan, $485*. °49 (76) sedan, 
| $375*. '48 (98) sedan, $140. 

| PACKARD—'49 sedan, $210. 


$395, $360. 





| PLYMOUTH—’54 Savoy sedan, $1,150. '52 
Cranbrook sedan, $710. °50 Special De- 
luxe sedan, $355, $330. °49 Special De- 

| luxe sedan, $365. 

PONTIAC—’53 Chieftain (8) sedan, §$1,- 

|} 215*. °’51 Silver Streuk (8) Catalina, 
$795*. '50 Silver Streak (8) sedan, $460. 


’49 Silver Streak (8) sedan, $410*. 
STUDEBAKER — '51 Champion sedan, 
| $365, $310. '50 Champion sedan, $220. 
| WILLYS—’53 Acro Lark sedan, $710. 
| MISCELLANEOUS—'52 Henry J sedan, 
| $295. 





| N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 11.) 
| (Demand very good for clean autos as 
sale is now getting back to normal after 
year end holidays. We are in need of 
| more clean cars. Sold 37 cars out of 83 
offerings.) 
| BUICK—’52 Super 4-dr., $1,010*. ’50 Spe- 
| cial 4-dr., $410. 








CADILLAC—’52 (62) coupe, $1,900*. ‘51 
(62) 4-dr., $1,495*. 

CHEVROLET—’51 FL Deluxe 2-dr., $425. 
’50 %-ton pickup, $360, $300, $185. '49 


SL Deluxe club coupe, $325, $290; 4-dr., 
$310. '48 SM 2-dr., $135. 








CHRYSLER ’51 Windsor 4-dr., $485*, 
$460*. '47 Windsor 4-dr., $180*. 

| DeSOTO—’'49 Custom 4-dr., $255*. 

| FORD—'54 %-ton pickup, $830. ’53 Crest 
(8) Victoria, $1,250; Main (6) 2-dr., 
$685. ’51 Custom (8) 2-dr., $450, $435. 
*50 Custom (8) 2-dr., $385, $325; 4-dr.. 
$230. "48 Deluxe (8) 2-dr., $105. 

HUDSON—’48 4-dr., $105. 

MERCURY—’50 4-dr., $345. °46 2-dr., 
$170. 

NASH—’51 Rambler Hard Top, $530. 

OLDSMOBILE—’49 (88) t-dr., $210. 


PLYMOUTH—’51 Cranbrook 4-dr., $425. 
PONTIAC—’52 Chieftain (8) coupe, $890*. 
’50 Silver Streak (6) 2-dr., $210. 


FLINT 


Auto Auction, 
Prices are 





Sale every 
Jan. 


Inc, 
for sale of 


(Flint 
| Wednesday. 
12.) 
(Market wonderful! 
of 100 offerings.) 
| BUICK—’54 Super Riviera 2-dr., $2,200*; 
Special Riviera 2-dr., $1,895; 4-dr., $1,- 
875*, $1,800*. '53 Special Riviera 2-dr., 
$1,270*; 4-dr., $1,060. ‘52 Super Ri- 
| viera 2-dr., $875*. °50 Super Riviera 
4-dr., $490*; 4-dr., $340, $315*. '49 Su- 
per 4-dr., $310. 
| CADILLAC—’53 (62) 4-dr., $2,180*. ‘51 
| (62) 4-dr., $1,575*. '47 (62) 4-dr., $825*. 
| CHEVROLET—’53 Two-ten 2-dr., $1,150*, 
| g980*, $920*; Bel A@r 4-dr., $1,060*; 
One-fifty 2-dr., $800. °52 SL Deluxe 


ve 
4-dr., $635; 2-dr., $475. ‘51 SL Deluxe 
4-dr., $510*. 


Sold 76 cars out 


"50 FL Deluxe 4-dr., $375*. 
| CHRYSLER—’51 Windsor Newport, $650*. 
DODGE—’53 Meadowbrook Suburban, §$1,- 
100, '52 Coronet 4-dr., $545*. "50 Mead- 
owbrook 2-dr., $275. 
| FORD—’54 Main (8) Ranch Wagon, §1,- 
| 540; Crest (8) 4-dr., $1,450*%; Custom 
| (8) 2-dr., $1,235*. ’°53 Crest (8) Victoria, 
$1,180*, $1,110. '52 Custom (8) 4-dr., 
$820; 2-dr., $720, $715; conv, $800. ‘51 
Custom (8) 4-dr., $560; 2-dr., $370. '50 
Custom (8) conv., $330; 2-dr., $330; 
%-ton pickup, $360; %-ton pickup, 
| $310. "49 Custom (8) 2-dr., $225. 
LINCOLN—’49 Cosmopolitan 4-dr., $125*. 
MERCURY—’53 Monterey club coupe, $1,- 


| 300°, '51 club coupe, $610*. ‘50 club 

| coupe, $265. °49 4-dr., $235. 

| NASH—'51 Rambler 4-dr., $405. '50 (600) 
4-dr., $135. 

|OLDSMOBILE — '53 (98) 4-dr., $1,510* 
(ps); (88) 2-dr., $1,395*. ’52 (88) 4-dr., 
$1,035". °51 (88) 4-dr., $665*, $595°*; 

| (98) 4-dr., $555*. °49 (76) 4-dr., $260*. 

| PLYMOUTH — '53 Cranbrook Belvedere, 

| $980; 4-dr., $850*. 

PONTIAC—’53 Chieftain (8) 4-dr., §$1,- 

200*, $1,180*. °52 Chieftain (8) 4-dr., 

| $830*. ’49 Silver Streak (8) 4-dr., $235*. 

| STUDEBAKER "51 Commander 2-dr., 


| $310. 
| 
FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 


Tuesday. Prices are for sale of Jan. 11.) 
(Market holding good, Sold 93 cars 

| out of 129 offerings.) 

| BUICK—'54 Super Riviera, $2,210*. '53 

| RM Riviera, $1,585* (ps); Super 4-dr., 
$1,460*; Special 2-dr., $1,085, $1,050. 
"52 Super Riviera, $1,020*; 4-dr., $935*; 
conv., $935%; RM 4-dr., $935* (ps); 
Special 4-dr., $775. °51 Super Riviera, 


«Continued on Page 24, Col. 1) 
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4-dr., $705. '51 Custom (8) 4-dr., $690* 


MERCURY—'54 Custom 2-dr., $1,710. ‘49 | OLDSMOBILE—'55 (98) Holiday, $3,500* 
4-dr., $225. | (ps). ‘53 (98) 4-dr., $1,730*; (88) 4-dr.,| 2-dr., $630*, $560. '50 Deluxe (6) 2-dr., 
e e NASH—’'53 Statesman 4-dr., $1.050*%. ‘51 | $1,625". '52 (88) 4-dr., $1,125*. '51 (98)| $315; Custom (8) 4-dr., $300. ‘49 Cus- 
Statesman 4-dr., $300. ‘50 Ambassador| 4-dr., $825*. '50 (£8) 2-dr., $525*. '49| tom (8) 2-dr., $270. 
se = ar uc ion rices 4-dr., $220*; Statesman 4-dr., $200. ‘49 (88) 4-dr., $495*. | HUDSON — '53 Hornet 4-dr., $990. ‘5 
Ambassador 2-dr., $155 | PLYMOUTH—’54 Belvedere sedan, $1,655.| Pacemaker 4-dr., $195. 
OLDSMOBILE—'53 (88) Holiday, $1,700*. ’53 Cranbrook 2-dr., $1,045; 4-dr., $955. | MERCURY—’55 Montclair 4-dr., $2,47/ 
*562 (98) 4-dr., $1,180*. ‘47 Deluxe 4-dr., $145. 54 Custom Sport coupe, $1,920*; Mor 
' : PLYMOUTH—’'53 Cranbrook club coupe, | STUDEBAKER —'53 Champion 2- dr., terey Sport coupe, $1,790*. °52 Custom 
(Continued from Page 23) $750. ‘51 Cambridge club coupe, $375. | $845*. ‘50 Champion 2-dr., $285. °48 Sport coupe, $1,105*. ‘51 sedan, $500" 
J - PONTIAC—’53 Chieftain (8) Catalina, $1, Commander 2-dr., $270; 4-dr., $190*;| NASH--’53 Ambassador sedan, $955. ‘51 
$750*, $735*; 4-dr., $705; RM 4-dr.,, 2-dr., $1,100*. °51 Silver Streak (S)| 395*, '51 Silver Streak (6) 4-cr.. $335. Champion 2-dr., $205. Rambler Country club, $535. 
$675*. °50 Special 4-dr., $375. 2-dr., $690*. ‘49 Silver Streak (8) 4-dr., ‘50 Silver Streak (8) Catalina, 8650*. OLDSMOBILE—’55 (98) Holiday, $3,27/ 
OADILLAC.—'53 (62) coupe deVille, $2,- $325". OMAHA (ps); 4-dr., $2,170*. '54 (98) Holida 
765* (ps). STUDEBAKER "562 Commander A-dr., | OAKLAND CALIF | $2,610* (ps); (88) 4-dr., $2,330* (ps): 
CHEVROLET "54 Bel Air 4-dr., $1,480; $500. °50 Champion 2-<r., $230. | ;™ . (Soderberg - Kline Auto Auction. Sale| Super 4-dr., $2,105*. ‘53 (98) 4-dr., $1,- 
2-dr., $1,410, ‘53 Two-ten 4-dr., $930. | MISCELLANEOUS ‘53 GMC ‘%-ton| (Oakland Auto Auction. Sale every Wed-| every Thursday. Prices are for sale of 560*; (88) 2-dr., $1,275*. 52 (88) 4-dr, 
‘52 SL Deluxe 2-dr., $510*. ‘51 SL/ pickup, $700. nesday. Prices are for sale of Jan. 12.) | Jan. 13.) | $1,185*; Super 4-dr., $995*. ‘49 (88) 
Deluxe conv., $500*. stad (Our sales have been very good with | (Clean cars in constant demand here.) div., $245°*. 
CHRYSLER—’53 NY 4-dr., $1,400*%. ‘50 FARGO, N. D lots of buyers and prices exceptionally | BUICK—’52 Special Riviera, $930*. '50| PONTIAC—’54 Star Chief (8) 4-dr., $1,- 
NY Newport, $610. '48 NY 4-dr., $105. 9 - 4 good on clean autos which are scarce in Special 4-dr., $465*, $295; 2-dr., $450°; | 840*; Chieftain (8) 2-dr., $1,415. ‘53 
DODGE—’53 Coronet (8) 4-dr., $1,115*. (Tri-State Auction Co. Sale every Thurs-| this area, Sold 72 percent of cars of- sedanet, $420°*. | Chieftain (8) 4-dr., $1,2i5*, $1,165*, 
FORD—’55 Custom (6) 2-dr., $1,715. '54/ day. Prices are for sale of Jan. 13.) fered.) CADILLAC—’50 (61) coupe, $1,420*. ‘49 $1,160*. ’51 Silver Streak (8) 4-dr, 
Crest (8) Victoria, $1,575; Custom (8) (Active sale but small consignment of | BUICK—'52 Super 4-dr., $960*. °51 RM (62) sedan, $865*. $675*, $460*. ‘50 Silver Streak (8) 4- 
2-dr., $1,395*, $1,325", $1,310*; Custom | gutos, Sold 49 cars out of 72 offerings.) Riviera, $1,010*. '50 RM 2-dr., $500. '49| CHEVROLET — '55 Bel Air (8) Sport| dr., $415. 
(6) 2-dr., $1,205; %%-ton pickup, $795. | BUICK 55 Ss Riviera 2 $3.050° RM 2-dr., $390 coupe, $2,205*. ‘53 Bel Air 4-dr., $1,-| STUDEBAKER—’52 Champion 4-dr., 
'53 Custom (8) 2-dr., $1,115, $1,010. 7 55 Super = viera 2-dr., $3,050° | ca piLLAC—'52 (62) 4-dr., $2,250°. 210*; Two-ten Handyman, $1,200; 4-dr.,| $495*. ‘50 Commander Land Cruiser, 
‘52 Custom (6) 2-dr., $675. "51 Deluxe| (PS). (54 Special Riviera 2-dr., $2,550", | CHEVROLET—'53 Two-ten' 4-dr., $1,170.| $900, $820; 2-dr., $880. ’52 SL Deluxe 2-| | $280°. 
(6) 4-dr., $485; Custom (6) 4-dr., $480*.| $2,000 baaee a a akan "+ | 51 SL Deluxe 4-dr., $730*; 2-dr., $625.| dr., $565. °51 SL Deluxe Bel Air, $695*;| WILLYS—'53 4-dr., $580. ‘48 (4) Jeepster, 
HUDSON—’52. Hornet 4-dr., $550. 51 - rat Og Loaanee = T., $2,250"; 2-| +509 SL Deluxe conv., $685: 4-dr.. $625.| 4-dr., $595; FL Deluxe 4-dr., $590; SL| $180. 
Hornet 2-dr., $435*. ‘49 2-dr., $180;| ., $ i an oan ¢ os - ‘93 Super) +49 SL Deluxe 4-dr., $300. Special 2-dr., $575, $540*. '50'SL Deluxe 
4-dr., $110. conv., $1,400°. "52 RM 4-dr., $850°. CHRYSLER—'47 4-dr., $100. 4-dr., $500; 2-dr., $490; FL Deluxe 4- NEW YORK CITY 
LINCOLN—’51 Cosmopolitan 4-dr., $510*. | CADILLAC "52 (62) coupe deVille, $2,- | DODGE—'53 Coronet (8) 4-dr., $1,120; 1%- dr.. $435. ‘49 SL Deluxe 2-dr., $240. “a 
MERCURY—’51 4-dr., $600", $560; 2-dr.,| 100*. | ton pickup, $730. '52 Coronet Hard Top, | CHRYSLER—’53 Windsor club coupe, $1, (Skyline Auto Auction. Sale every Tues- 
$570. ’48 2-dr., $230. | CHEVROLET—'54 Two-ten 4-dr., $1,325,| $880. '50 Wayfarer 2-dr., $465. | ©15*. °51 Saratoga sedan, $715*. day. Prices are for sale of Jan. 11.) 
NASH—’51 Ambassador 4-dr., $540; States- | $1,300. '51 SL Special 2-dr., $400. '50 | FORD—'55 Fairlane (S) 2-dr., $2,230*. '53 | DODGE—’53 Coronet 4-dr., $500. '50 Cor- (Consignment back to normal after the 
man 4-dr., $455, $400; 2-dr., $350. °49 SL Deluxe 2-dr., $350, Crest (8) Victoria, $1,390*; Custom (8)| onet club coupe, $450. '49 Coronet 4-dr.,| holiday slack. Market steady with clean 
(600) 4-dr., $165. CHRYSLER—-'51 Windsor 4-dr., $600*. | 4-dr., $1,120; Main (8) 2-dr., $980; %- $235*. units bringing good prices. Sold 60 cars 


OLDSMOBILE—'54 (88) Super 2-dr., $2,-| DODGE—’53 Coronet (6) sedan, $750*; ton pickup, $850. "52 Crest (8) Victoria. | FORD—’55 Fairlane (8) Country sedan, 


000*. ’'52 (98) 4-dr., $1,165* (ps); (88) Meadowbrook 4-dr., $800. | $1,125*; 4-dr., $910. ‘50. Custom (8) $2,465*, $2,225; 4-dr., $2,260*; Custom 
2-dr., 2 at $1,100*. '49 (76) 4-dr., $240*. | FORD—’55 Fairlane (8) 4-dr., $2,200;| conv., $440*. "49 %-ton pickup, $420; (8) station wagon, $2,100*. °54 Custom 
PACKARD—’51 4-dr., $650*, $510*. Custom (8) 4-dr., $1,950. '54 Crest (8) Custom (8) 4-dr., $325; conv., $290; (8) club coupe, $1,410; 2-dr., $1,405; 
PLYMOUTH—’53 Cranbrook 4-dr., $800. Victoria, $1,780*; Main (8) Ranch Wa- club coupe, $240. Custom (6) 2-dr., $1,360. '53 Crest (8) 
'52 Cambridge 2-dr., $355. °51 Concord gon, 2 at $1,750*, $1,500; Custom (8) |MERCURY —'51 4-dr., $695. ‘46 club Victoria, $1,250; Custom (8) 4-dr., $1,- 
Suburban, $560. '49 Special Deluxe 4-dr., 4-dr., $1,450. °53 Main (6) 2-dr., $755, | _ coupe, $130. 090*; club coupe, $1,085; Main (8) 4-dr., 
$250. $750. °51 Custom (8) club coupe, $515. | NASH—'54 Metropolitan coupe, $940. ‘50 $965. '52 Custom (8) 4-dr., $865*; Main 





PONTIAC—’53 Chieftain (8) 4-dr., $1,155*; | HUDSON-—'50 Commodore 4-dr., $280. | (600) 4-dr., $320*. (8) sedan, $675; 2-dr., $680; Main (6) 


Nation-wide Survey of GM Dealers and Customers Shows: 









R STEERING 


Second only to automatic transmission as 


MOST-WANTED OPTION! 


ee If you think Safety Power Steering appeals only to a 

limited market—forget it! The figures prove that more 
people want Safety Power Steering than any other option 
except automatic transmission (excluding radios and 
heaters, of course). In fact, when first and second choices 
are totalled, Safety Power Steering leads ’em all! 
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What’s more, we found that a road demonstration will 
convince a lot of prospects who didn’t think they needed 
power steering. And the new low prices for 1955 make it 
easier to sell than ever before. So don’t pass up extra 
profits by neglecting to push Safety Power Steering just 
as you now push automatic transmission! 

Make sure EVERYBODY gets behind the wheel before you 
deal—especially the ladies. Once they drive and park with 
Safety Power Steering, they’re never satisfied without it! 
Saginaw Steering Gear Division, General Motors Corpo- 
ration, Saginaw, Michigan. 


IT PAYS TO PUSH 


vel. 
S nalnew 





NOW PRICED TOO LOW 
TO PASS UP! 
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out of 96 offerings.) 

BUICK—’'54 RM 4-dr., $2,100*; Special 
conv., $850*. '49 Super 4-dr., $265, $125. 

CADILLAC—’47 (75) 4-dr., $525*. 

CHEVROLET—’'54 Bel Air 4-dr., $1,400*; 
One-fifty 2-dr., $1,000. °53 Two-ten 2- 
dr., $925, $905; 4-dr., $910; coupe, $930, 
$885; One-fifty 4-dr., $815, $755, $750, 
$740, 2 at $715. $705; 2-dr., $755, $730, 
$725, 2 at $695, $690; coupe, $755, $735, 
$700. '52 SL Deluxe 4-dr., $600; coupe, 
$540. '51 SL Deluxe 4-dr., $510. 

DeSOTO—'52 Fire Dome (8) 4-dr., $735". 

DODGE—’51 Wayfarer 2-dr., $385. ‘46 2- 
dr., $145. 

FORD—’54 Custom (6) 4-dr., $1,370. °53 
Custom (8) 4-dr., $905. '52 Custom (&) 
2-dr., $640; Main (6) 2-dr., $580. ’50 De- 
luxe (6) 2-dr., $300; Custom (8) 2-dr., 
$285, $225. '49 Custom (8) 2-dr., $200. 
‘48 Deluxe (8) 2-dr., $210. 


| MERCURY—’51 4-dr., $505, $475*. ‘50 4- 


dr., $280. 
OLDSMOBILE—'49 (76) 4-dr., $400. 
PLYMOUTH—’53 Cranbrook 4-dr., $835. 
PONTIAC — '55 Chieftain (8) 2-dr., $2,- 
550*. '54 Chieftain (8S) 4-dr., $1,660*. °52 
Chieftain (8) 4-dr., $850*. ‘51 Silver 
Streak (8) 4-dr., $665. 
STUDEBAKER — '51 Commander 4 - dr., 
$330.* '49 Champion conv., $110*. 
* . * 


— Auctions in Brief — 
HARRODSBURG, KY. 


Blue Grass Auto Auction. Sale every 
Thursday (Jan. 13). A good sale today as 
clean cars are bringing the high dollar. 
Sold 45 out of 75. 

* e 2.6 


MINNEAPOLIS 


Minneapolis Auto Auction. Sale every 


| Wednesday (Jan. 12). Our very best sale 
| percentagewise, as we really had sharp 


cars today. Many consigners were buying 
also. Sold 97 cars out of 124 offerings. 
* * * 


HORSEHEADS, N. Y. 
Horseheads Auto Auction. Sales every 
Tuesday and Friday (Jan. 11-14). Market 
excellent with a big demand for clean ‘49s 
through '52s. 
* * * 


EBENSBURG, PA. 
Ebensburg Auto Auction Co. Sale every 


Thursday (Jan. 13). Late models drop- 
ping; others firm. Demand good. Sold 44 


| cars out of 56. 


* * * 


MASON CITY, IA. 
Lapiner Auction Co. Sale every Wednes- 
day (Jan. 12). Big demand for hardtops 
and all metal wagons. Sold 75 percent of 


offerings for a very active sale. 


* * * 


DETROIT 
Wes Coon Auto Auction. SaJle every 
Thursday (Jan. 13). Despite bad weather 
and a late start, we had a very good turn- 
out. Bidding was very good and the mar- 
ket steady. Sold 41 out of 71. 
* * * 


DENVER 


Colorado Auto Auction. Sale every Mon- 


| day (Jan. 10). Buying very active on used 


| year. Sold 55 out of 84. 
* + 


cars with current models lower. 
% * * 


GRAND RAPIDS, MICH. 
Grand Rapids Auctions, Inc. Sale every 
Tuesday (Jan. 11). We had a small con- 
signment of autos today but most clean 
cars sold. The market seemed very steady. 


Sold 41 cars out of 64. 
* * * 


DANVILLE, VA. 
Danville Auto Auction. Sale every Wed- 
nesday (Jan. 12). High percentage of sales 
indicate excellent retail for this time of 


* 


LAUREL, MD. 


Colie’s Auto Auction. Sale every Wed- 


|nesday (Jan. 12). Market fair as we are 





in need of more cars. Sold 12 out of 37. 
* 7 


SALT LAKE CITY 
Salt Lake Auto Auction. Sale every 
Thursday (Jan. 13). We had a wonderful 
sale today. Lots of buyers, lots of cars. 
* e + 


WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (Jan. 13). In spite of inclement 
weather, we had a very good sale this week 
with over 80 percent of the cars registered 


changing ownership. 
* * 


PHOENIX, ARIZ. 

Phoenix Auto Auction, Inc. Sale every 
Wednesday (Jan. 12). ‘55 models lower 
with hardtops and pickups strong. Sold 80 
percent of cars offered. 

* * * 


CHICAGO 
Greater Chicago Auto Auction. Sale 
every Thursday (Jan. 13). Market stronger 
due to increase in retail activity locally 


|and influx of buyers from the South and 


West. Clean autos but short supply. Sold 
105 cars out of 152 offerings. 











( ‘urtice Tells Dealers About Anti-Bootl 
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Plan... 





Text of GM Repurchase Letter 


Eprtor’s Note: Here is the text 
of the letter from Harlow dH. 
Curtice, president of General Mo- 
tors, to the 18,500 GM dealers 
and distributors announcing the 
new-car repurchase plan designed 
to alleviate the problem of boot- 


legging: ‘ 2 


WN MARCH of 1954 General Mo- 

tors sought Department of Jus- 
tice approval of a clause to be 
incorporated in dealer selling 
agreements to the effect that a 
dealer would not knowingly sell at 
wholesale any current model new 
and unused motor vehicle, without 
first offering such current model 
motor vehicles to the manufacturer 
for repurchase at the price paid 
by the dealer to the manufacturer 
for such motor vehicle. 

Such a clause we believed rea- 
sonable and also desirable for 
the purpose of eliminating or 
minimizing possible occasional, 
temporary or local causes of 
bootlegging. It was 
that in a given area, because of 
a sudden change in market con- 
ditions, unforeseen when orders 
were placed by dealers and ac- 
cepted by the manufacturer, the 
supply of motor vehicles could 
exceed the existing demand or 
the models on hand might not be 
the models in demand. 

We also recognized that despite 


DO YOU 
OPERATE 





& 
BONA -FIDE 
TRUCK 


LEASING 
COMPANY? 





YOU MAY WISH 
TO CONSIDER AF- 
FILIATING WITH 
NATIONAL TRUCK 
LEASING SYSTEM 


Coast-to-Coast network 
of independent truck- 
leasing companies 


Many of our members have 
pioneered in supplying the 
public with this unique trans- 
portation service. Franchise 
openings are available in se- 
lected cities throughout the 
country. 


It may also be that in your 
community truckleasing is a 
new-type service which you 
have considered establishing, 
because you have experience 
in truck procurement and 
maintenance, as well as the 
financial resources to build 
up such an enterprise as A 
SEPARATE COMPANY from 
your present operations. Our 
trade association activities 
especially aid such members. 


Write for our ‘‘Let’s Get 
Acquainted’’ brochure 


NATIONAL TRUCK 
LEASING SYSTEM 


Suite 902-4 23 East Jackson Bivd. 
CHICAGO 4, ILLINOIS 











careful analysis of market condi- 
tions, regular reports on sales and 
registrations, as well as reports on 
inventories, oversupply of motor 
vehicles in given areas for tem- 
porary periods could develop in a 
business where orders are placed 
and production is scheduled three 
months in advance. 
a * * 

ees however, I personally 

have no knowledge that any 
such situations have occurred dur- 
ing the past year, but if there were 
any, I am sure that there were not 
many and they were not serious. 
Certainly, they were not the cause 
of the widespread bootlegging that 


ie 
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existed last year. Furthermore, the 
record is now clear that there was 
no overproduction factor in our 
business. 

In fact, during a substantial 
period of 1954 General Motors 
cars were in short supply—some 
makes and models critically 
short. There was no excess sup- 
ply of cars during the 1954 model 
cleanup period, and at the in- 
troduction of 1955 models deal- 
ers’ inventories of 1954 models 
represented approximately 1 per- 
cent of the 1954-model produc- 
tion. 

For the year ahead there is 
nothing in the picture at this time 


As a member of the 
CHICAGO AUTOMOBILE 
TRADE ASSOCIATION 
we stand for these business . 


principles... © ’ 





Chicago Dealers Publicize Code— 


“Miss America of 1955," Lee Ann Meriwether, highlights a Chicago ceremony by 


presenting framed copies of the new code 


of ethics adopted by the Chicago Automo- 


bile Trade Assn. to organization executives. From left are Earl T. Zweifel, president; 
1. J. Novicki, Nash dealer; James F. McManus, director; J. H. Cizek, treasurer, and 


Edward L. Cleary, general manager. 


Crusoe OK’s Discounting 





Says He’s Not Concerned About Price Cutting 
In This ‘Horse-Trading’ Business 


CHICAGO.—L. D. Crusoe, general|. quota and that the quota is set 
manager of Ford division, said here| up to guarantee the dealer a re- 


last week that he was not con- 
cerned about the 
discounting of 
autos in the re- 
tail field. 

“This is a horse- 
trading business,” 
he said. “There is 
no fixed price on 
an automobile. I 
see nothing 
wrong with dis- 
counting if you 
want to call it 
that. 7& juaet 
means a dealer is willing to sell at 
a lower price than somebody else.” 

Crusoe said that if a dealer 

maintained a volume operation, 
he might do “pretty well” even 
though discounting. Denying that 
Ford tries to ‘load” its dealers, 
he asserted that every dealer has 
a part in establishing his car 


Richmond Show 


To Liven Coast 


RICHMOND, Calif.— An attend- 
ance goal of 10,000 has been set 
by the Richmond Motor Car Deal- 
ers Assn. for its show Jan. 28-30 
in Memorial Auditorium. 

Jerry Colonna will headline the 
entertainment, which also will 
include the Cheerleaders and Russ 
Byrd as master of ceremonies. 
Shows will be staged all three 
nights, with a matinee also on 
Saturday. 

Working with Paul Murray 
(Nash), association president, 
Merle Jordan (Buick) is show 
chairman and John Brooks 
(Lincoln-Mercury) is entertainment 
chairman. M. M. Snodgrass is show 
manager. 

In addition to new models, a 
collection of antique cars and 
sports models will be shown. 

The association staged a show in 
1953 which attracted approximately 
5,000 spectators, but no show was 
held last year. 





L. D. Crusoe 


turn on his investment. 


“The quota is designed solely to 
help the dealer make money,” he 
explained. 

Crusoe conceded that Ford is not 
outproducing Chevrolet. He noted, 
however, that Chevrolet takes care 
of its export market from its U. S. 
production while Ford of Canada 
handles a large portion of Ford’s 
export market. 

Discussing customer preferences, 
he said, “People don’t want a small, 
cheap car. Over 50 percent of our 
production is in our higher-priced 
model. Meanwhile, production in 
our Mainliner model, the lowest- 
priced car, is in the area of 15 per- 
cent of total.” 

Although he refused to name 
a specific time, Crusoe predicted 
that the six-cylinder engine 
eventually will be dropped by car 
makers. 

He said that people now have 
more money for buying cars than 
some care to admit. He declared 
that in 1941 there were six million 
families with annual incomes of 
more than $5,000 while in 1954 there 
were 15 million such families and 
that by 1960 the total should rise 
to 24 million. 

Crusoe predicted that total auto 
production this year will approach 
six million units, adding that the 
Ford division is shooting at “25 
percent plus” of this market. 

“The industry could sell six 
million cars this year too,” he as- 
serted, “but even if we don’t suc- 
ceed, it would be a sound situa- 
tion if we sold 5.8 million with 
200,000 carried over. The export 
market would account for some 
of that 200,000 surplus, and the 
remainder could go into pipelines 
which are very low.” 

He also declared, “There’s no 
reason why we can’t outsell Chev- 
rolet. In fact, we are doing that 
right now. We increased the sale 
of our passenger cars more in 1954 


than did any other make, and we| 


‘did the same thing on trucks.” 


to indicate any material change in |General Motors dealers to cooper- 
the business, other than for the|ate with General Motors in pre- 
better. At the same time, we think | serving the most valued franchise 
it is desirable at this time to take/ in the industry. 


all possible measures to avoid, to 
the extent possible, any excess sup- 
ply of models in dealers’ stocks 
that might otherwise develop from 
a temporary or local situation so 
that there will be no condition con- 
tributing to, or being used as an 
excuse for, bootlegging. 
* + * 


7 ACCOMPLISH this and at 
the same time to relieve our 
distributors and dealer of any con- 
cern over such a situation, General 
Motors, for the balance of the 1955- 
model year is prepared to repur- 
chase, or to arrange for the re- 
purchase by other General Motors 
dealers in other areas, at the re- 
spective prices paid by the original 
purchasing authorized distributors 
or dealers, any such new and un- 
used passenger cars that might be 
considered excess supply. 

In this connection the car divi- 
sions will establish such local pro- 
cedures as are necessary for the 
purpose of carrying out this pol- 
icy as the occasion arises. 

This offer to do business with 
our dealers at their option, if and 
when such situations arise, is the 
best alternative that we can de- 
vise for the contractual clause 
which General Motors proposed as 
a reasonable condition of the man- 
ufacturer-dealer relationship for 
the purpose of minimizing, if not 
eliminating, bootlegging. 

* * 


T CONTEMPLATES that the 
dealer who finds himself in an 
oversupply position because of lo- 
cal and temporary factors, which 
in his opinion are adversely affect- 
ing his norma] business operations, 
will be able to alleviate the condi- 
tion with the assistance of the 
division. While these will be ex- 
ceptional situations, they should 
be promptly and effectively dealt 
with to eliminate them as possible 
contributing factors to bootlegging. 
Any excess supply of cars 
should not otherwise develop, if 
dealer stocks, orders and the 
market are carefully analyzed by 
both the dealer and the factory, 
and if the dealer is aggressively 
selling his merchandise and ob- 
taining a proper penetration of 
the market. With this in mind, 
we are continuing to carefully 
study and survey production 
schedules, distribution procedures 
and practices, dealer orders and 
inventories. 

This policy statement is tangible 
evidence of the further effort on 
the part of General Motors toward 
alleviation of this troublesome 
problem within the framework of 
existing laws. I again appeal to all 


Mont. Association 
Lists Legislators 
On Road Groups 


HELENA, Mont.—The Montana 
Automobile Dealers Assn., ready 
to introduce three bills which it 
feels will be sent to the committees 
on highways and transportation, 
has listed in its bulletin the mem- 
bers of both the Senate and House 
committees. 

Senator Fred L. Robinson of 
Phillips County is chairman of the 
Senate group. Other members are 
Earl Movitz, Fergus, vice-chair- 
man; Kenneth Cole, Petroleum; 
Don Valiton, Powell; Donald Nut- 
ter, Richland; Clyde Brewer, Mus- 
selshell; Charles Hatch, Custer; 
Walt Sagunsky, Madison; E. F. 
McQuitly, Wheatland; D. M. Man- 
ning, Treasure; Charles Bovey, 
Cascade; R. C. Harken, Rosebud, 
and George McCabe, Glacier. 

Rep. Lloyd L. Michels of Sheri- 
dan is chairman of the House com- 
mittee. Other members are M. J. 
Beck, McCone, vice-chairman; 
Richard Nixon, Blaine; William J. 
Nelson, Golden Valley; F. E. Bar- 
rett, Liberty; Wayne McAndrews, 
Deer Lodge; James Wood jr., Cho- 
teau; R. A. Grant, Custer; Gene A. 
Picotte, Lewis & Clark; Lee C. 
Schumacker, Phillips; R. C. Bricker, 
Cascade; Dean Chaffin, Gallatin; 
Clyde C. Hawks, Big Horn; F. O. 
Broeder, Flathead; J. H. Leut- 
hold, Stillwater; Casper Nybo, Mis- 
soula; C. S. Tange, Roosevelt; J. W. 
Fry, Yellowstone, and Floyd L. 
Sax, Richland. 

The association did not reveal 
| the nature of its bills. 





Results! 


USE THE WANT AD 
DEPARTMENT OF 


Automatiue 
News 


TO BUY OR SELL 





‘PORTABLE , 
AUTO TURNTABLES 
ly low in price and easily 
set up by you—ANYWHERE. 


As simple as that—AMER-STAGE po 
turntables now bring light 

ship within the reach every car deal- 
er's budget. Best of all, they can be 
quickly and easily moved to any spot you 
choose. 


Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 
Just plug in. For indoor or outdoor 
display. 

Write for illustrated folder Ne. 7 
AMERICAN STAGE 
EQUIPMENT, INC. 

805 East 134 St., Bronx 54, WN. Y. 


MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested in making suitable 
connections for local deliveries on a 


TRADE 


basis throughout the country to supply 
new cars for our leased fleet. (Since 
these cars will be used locally your serv- 
ice shop can benefit also.) 

Contact Ben Geller 


EMKAY, INC. 
6850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: Museum 4-6969 


AUTO 
TURNTABLES 


fe 
Manufactured by 


Macton Machinery Co. 


DYKE LANE 
Stamford 2, 
Conn. 


RHR, 


BOG3R 
eS USED CAR 


SALES 
Systems Aids 


Promotions 
Write for free catalog 
BARRY AUTOMOTIVE CO. 
1362 W. 65th St. Cleveland 2, Ohic 
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Squeezed on Prices ... 
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U.C. Dealers Blame 
Tradeins for Woes 


(Continued from Page 2) 


age of one car for every 20 used 
cars “sacrificed” by the next- 
door franchised outlet. 

The only hope he sees for the 
used-car dealer is stepped-up mer- 
chandising campaigns and deals 
made closer than ever to the vest. 

He, too, agrees that prices will 
have to come down, but he says 
the average wholesale level is still 
above the selling level of many 
new-car dealers. 

* * * 
CCORDING to Automotive News’ 
index, the average price of used 
ears sold at auction so far in Janu- 


Walker Mfg. Elects 


Allan Chairman, 


Moss President 


RACINE, Wis. — Directors of 
Walker Mfg. Co. of Wisconsin have 
elected James S. Allan as board 
chairman and Chester C. Moss as 
president and general manager. 

Allan had served as the com- 
pany’s president and general man- 
ager for 16 years. As chairman, he 
plans to continue in an advisory 
capacity. 

Moss had been executive vice- 
president in charge of manufactur- 
ing and engineering operations for 
several years since his transfer 
from the Walker-Michigan division 
in Jackson, Mich., where he headed 
production at the company’s muf- 
fler plant. 

Besides Allan and Moss, stock- 
holders reelected the following 
directors: Robert W. Baird, 
H. M. Benstead, Thomas B. Earle, 
Edward H. Wadewitz, Gordon R. 
Walker, Hugh A. Walker and 
Malcolm K. Whyte. 

Officers reelected were John L. 
Engels and T. Faxon Hall, vice- 
presidents. 

James P. Moss was elected a 
vice-president in charge of manu- 
facturing of the Walker-Michigan 
division. Thomas B. Earle, formerly 
secretary -treasurer, was elected 
vice-president and treasurer. Carl 
H. Davis was elected secretary, 
having served for several years as 
assistant secretary-treasurer. John 
S. Burgess was elected assistant 
secretary. He has been in charge of 
the company’s legal department 
since joining the organization in 
1952. 

The directors declared the regu- 
lar 75-cent quarterly dividend on 
preferred stock and a 15-cent quar- 
terly dividend on common stock, 
both payable Feb. 1. . 

Allan reported to the stockhold- 
ers a decrease of approximately 8 
percent in the company’s net sales 
for the 1954 fiscal year from the 
previous year, reflecting general in- 
dustry conditions in the automo- 
tive field and lower price levels re- 
sulting from increased competitive 
pressures. 


Packard Catalogs 
Its Torsion Ride 
As $150 Item 


DETROIT. — Packard’s new tor- 
sion-level suspension is a $150 item. 

In the Packard line, the smooth- 
ride device is included in the 
advertised-delivered price of $4,- 
040.32 for the Patrician four-door 
sedan and $4,080.32 for the Four- 
Hundred hardtop. 

However, it is computed at extra 
cost on the Clipper Custom four- 
deer, priced at $2,925.53, and the 
Clipper Custom Constellation hard- 
top, $3,075.53. 

The torsion-bar arrangement is 
not available on Clipper Deluxe 
and Clipper Super models. 

Twin Ultramatic is standard on 
Packard models and optional at 
$199 on Clippers for 1955. Power 
steering is optional at $115, and 
power brakes are offered at $39.80. 

Electric four-window lifts are 
$108 and four-way power seat is 
$70, neither option being available 
on the Clipper Deluxe. 


ary declined $2 to $892 last week. 
Most of the models. registered 
moderate to heavy declines, but a 
sharp $46 gain on ’55s saved the in- 
dex from a more drastic drop. The 
gain on ‘55s brought the average 
price of that model to $2,262. 
Biggest loss was taken by ’54s, 
which dived $23 to $1,673. Other 





How They Fared ... 


New-Car Sales 


Nov. vs. Oct., 1954 
Pct. Change 


TOTAL MARKET — 3.75 
Pontiac .... ‘ +94.58 
Studebaker +-49.67 
Chrysler 30.87 
Plymouth 20.36 
Chevrolet +1441 
Dodge + 7.09 
DeSoto + 5.93 
Hudson + 1.32 
NE Ziceis S Aacsinaen Hasecvivasieed — 4.48 
Lincoln —14.10 
Te — 14.50 
Mercury —14,87 
Packard —16.97 
Kaiser —19.44 
Ford = —20.15 
Cadillac . —26.67 
Buick ..... —32.21 
Oldsmobile —33.72 
Henry J .. pteiciniscties —57.33 
* ~ * 
Chrysler Corp. ................ 416.15 
General Motors Corp. .... + 1.72 
Ford Motor Co. ............ —19.27 





setbacks were: ’53s, down $15 to 
$1,062; ’52s, down $15 to $741; 50s, 
down $5 to $401, and 48s, down 
$3 to $184. 

Aside from ’55s, gains were: '49s, 
up $2 to $281, and ’5is, up $1 to 
$533. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’55 to '54, $589 ($520); '54 
to '53, $611 ($619); ’53 to ’52, $321 
(unchanged); ’52 to ’51, $208 ($224); 
51 to '50, $132 ($126); ’50 to °49, 
$120 ($127), and ’49 to ’48, $87 ($92). 


Goodrich Adds 
Tubeless Patents 
As Suits Pend 


AKRON.—Two additional patents 
on tubeless-tire features have been 
granted B. F. Goodrich Co., accord- 
ing to Arthur Kelly, president of 
the tire and equipment division, 
and suits against Firestone and 
U. S. Rubber charging infringement 
of Goodrich patent rights are now 
pending in U. S. district courts. 

The new patents cover a special 
inner liner which retains its char- 
acteristics at high temperatures en- 
countered in high speeds and a 
fabric-butyl rubber combination 
which can be used as the air- 
retaining liner for tubeless tires. 

Kelly said the firm has offered 
to license tire manufacturers under 
its patents and to make available 
technical knowledge. He added that 
Goodrich introduced the first tube- 
less tire in 1947. 

A need this year for 55 million 
tubeless tires is foreseen. This num- 
ber represents 69 percent of the 
estimated total passenger-car tire 
production. 


Houdaille Selects 
General Manager 


DETROIT.—G. C. Saltarelli has| 


been advanced to vice - president 
and general manager of the auto- 
motive division of Houdaille-Her- 
shey Corp., according to Charles 
Getler, president. 

Saltarelli had been secretary, 
general attorney and director of in- 
dustrial relations. He joined the 
firm in 1940. 





Columbus Dealers Elect Officers— 


Richard R. Rodenfels, outgoing president of the Columbus (O.) Automobile Dealers 
Assn., hands the gavel to the new president, Willard C. Ewart. Looking on (from left) 
are Chief Justice Carl V. Weygandt, of the Ohio Supreme Court, who administered 
the oath; K. C. Browne, vice-president; George H. Woodworth, treasurer, and Robert 
D. Keim, secretary. John B. Barton was renamed executive secretary. 


Ford Confident of First, 
Buick of Third in °55 


By E. C. Bash 
Staff Correspondent 

ATLANTA. — Ford will achieve 
first place in sales in 1955 and 
Buick will hold third place, officials 
of these makes predict. 

Ivan Wiles, general manager, 
and Al Belfie, sales manager of 
Buick, and J. C. Doyle, sales and 
advertising manager of Ford 
Motor Co., made these predic- 
tions at meetings here. 

At a zone meeting, Wiles stated 
that “as a result of progress made 
by Buick last year, and with the 
improvements in '55 models, Buick 


K-W Signs Pact 
To Build Autos 


In Argentina 


BUENOS AIRES. — Argentina’s 
President Juan D. Peron last week 
announced the signing of a final 
contract and Government cecrees 
with Kaiser-Willys to establish a 
fully integrated motor vehicle in- 
dustry in Argentina to manufac- 
ture Jeeps, cars, station wagons 
and trucks. 

A new company, named Indus- 
trias Kaiser Argentina S. A., was 
organized with $25 million capitali- 
zation. It will start with cash and 
machinery totaling $40 million. 

K-W will ship approximately $11 
million worth of machinery and 
equipment. Some $2 million worth 
of 1955 vehicles have been sold to 
the new company and will be 
shipped by K-W at Toledo as soon 
as possible, putting Industrias 
Kaiser Argentina in business at 
once. 

Kaiser will make an equity 
investment in capital stock of 
Industrias Kaiser Argentina of 
about $8 million. 

Edgar F. Kaiser, K-W president, 
stated that shipment of machinery 
and equipment to Argentina will in 
no way affect operations at Toledo, 
either as to the domestic or export 
market. 

Production capacity has been set 
at 20,000 vehicles a year. 


Will Joins Hudson 
In Business Post 


DETROIT. — Appointment of 
Daniel F. Will as Hudson’s national 
business Management Manager was 


announced last 
a week by N. K. 
VanDerzee, sales 


vice-president. 

Will joins Hud- 
son with a broad 
background in 
both retail and 
administrative 
functions of the 
auto business, 
VanDerzee said. 

i Wills formerly 

Daniel F. Will was associated 
with General Mills as a junior 
executive in the auditing division. 
He later held sales executive and 
business Management manager 
posts in Denver and Dallas. 








is relatively assured third place in 
the industry this year.” 

Belfie, however, warned dealers, 
sales managers and salesmen that 
third place could only be main- 
tained by hard selling. 


It was also stated that Buick 
Special prices are now competitive 
with the best models of the “low- 
priced three,” and this information 
should be a key selling point. 

Production of Buick’s four-door 
Riviera will be started on a limited 
basis in March, with dealers receiv- 
ing full supply of this model by 
late April or May, dealers were 
told. 


Also attending the meeting 
were C. C. Darby, Memphis 
regional manager, and John 
Sheahan, Atlanta zone manager. 

Addressing the Atlanta Sales Ex- 
ecutive Club, Doyle said in 1954 
Ford had the biggest year in its 
history, capturing 31.2 percent of 
the market during the first 10 
months of the year compared with 
25.1 percent during all of 1953. 

“Ford expects to retain and im- 
prove its share of the market in 
1955,” Doyle said. 

He also declared: “American 
business is in an era of manage- 
ment, both financial and sales, and 
both must continue to be developed 
to a high degree in view of the 
current highly competitive situa- 
tion.” 


Superior Coach 
Starts $350,000 
Building Program 


LIMA, O. — A $350,000 exvansion 
program that will add 63,000 square 
feet of floor space to Superior 
Coach Corp.’s Lima plant has been 
initiated, according to John H. 
Shields, president. 

The program will facilitate 
greater production in the funeral 
coach division, Shields said. 

Completion of the project in May 
| will bring total floor space to about 
| 440,000 square feet. Superior’s front 
| factory building will be lengthened 
by 30 feet, and three connecting 
buildings will be erected on the site 
of the present service and pre- 
delivery departments. 


Service for Wichita 


Assigned by K-W 


WICHITA, Kans.—Fisher’s Auto 
Service, 126 N. Mathewson Ave., 
has been appointed to handle 
Kaiser- Willys service, parts and 
warranty work until a dealer is 
appointed, the firm has announced. 

K-W has closed its Wichita re- 
tail branch. 





Brownlee Names ‘Two 


Brownlee Chevrolet Co. of Cleve- 
land has announced the appoint- 
ment of Hugh R. Brownlee as used- 
car manager and William C. Hodg- 
son as sales manager. 








Olds, Piistiin Pics 
Strike Threats 


Job Standards Argued: 
L-M Wildcat Ends 


(Continued from Page 2) 
that he was doing substandard 
work. Union officers contended 
that he merely had made a human 
error. 


Last Thursday (Jan. 20) work- 
ers at the Studebaker plant in 
South Bend took a strike vote 
because of alleged “violations of 
the work-standards clauses” of 
the contract. 

Outcome of the vote was not 
known late last week but it was 
thought likely that the strike would 
be approved because the motion to 
authorize a strike vote was unani- 
mously approved at a special UAW 
Local 5 membership meeting last 
Tuesday and Wednesday. 


* * * 


GAW Gets Headliner 


LASst week several labor develop- 
ments concerned the UAW’s 
promised demand for a guaranteed 
annual wage. 

In letters to Walter Reuther, 
CIO and UAW president, Gen- 
eral Motors and Ford Motor Co. 
politely but firmly spurned his 
suggestion that they sit down in 
advance of actual contract nego- 
tiations for “exploratory confer- 
ences.” 

Both companies reportedly stated 
that they regarded the 60 days of 
negotiations, provided under the 
contracts, in advance of the ex- 
piration dates would be sufficient 
to resolve the differences. Both 
contracts expire at the end of May. 

At the opening of the GM Mo- 
torama in New York, Harlow H. 
Curtice, GM president, declined to 
discuss the GAW, saying: 

“It has been the practice of Gen- 
eral Motors to negotiate in pri- 
vate, and we have been fairly suc- 
cessful. I hope that we will be able 
to negotiate a new contract under 
the same conditions that prevailed 
five years ago.” 

In reply to a question about the 
30-hour week, Curtice explained, 
“We are not ready in this country 
for a 30-hour week.” 

Meantime, it was reported that 
several UAW-CIO locals were pre- 
paring to demand that the nation’s 
smaller firms, principally the tool- 
and-die shops, also grant an annual 

wage. 
aa et 


Detroit Dealer Signs 


ON THE dealership front last 
week, Local 376 of the AFL 
Salesmen Union won its first con- 
tract in the Detroit area. 

Signers of the pact were Wil- 
liam Sheldon, president of Shel- 
don Motor Sales (Oldsmobile), 
and Herman Kierdorf, represent- 
ing about 30 shop employes at 
the firm. 

Besides an estimated 20 percent 
wage increase, the contract called 
for paid vacations, the establish- 
ment of grievance procedure 
leaves-of-absence, the election of 
stewards, time-and-a-half pay for 
week-day overtime, double - time 
pay for Sunday overtime. a 44-hour 
week and four-hour “call-in” pay. 

~*~ * * 


Election Due at Allen’s 

N NEW YORK, the National La- 

bor Relations Board has ordered 
that an election be held among the 
service department employes of 
Don Allen Midtown Chevrolet. The 
workers will vote for the West Side 
Employes Assn. or Local 259 of the 
UAW-CIO or neither. 

Last week in St. Paul, dealership 
mechanics voted to demand a 25- 
cent hourly pay hike. The action 
was taken at a meeting attended 
by 735 of the 1,300 members of 
Lodge 737 of the AFL Machinists. 

From Portland, Ore., it was 
reported that Joe Fisher Co. 

(Doge - Plymouth) was fighting 
what was termed “unfair picket- 
ing” through a newspaper ad 
which said: 

“T am fighting unfair picketing. 
There is no strike. Our employes 
(some are union) are all working. 
Everybody’s happy (except union 
bosses). Union employes voted two 
to one for present wages and con- 
ditions. There was no strike vote 
taken.” 











Cl 


G 


wi A Bhs 42M Fee SS eS 








AUTOMOTIVE NEWS, JANUARY 24, 1955 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


dan., 
1954, 
To Date 


4,965 
2,056 
2,909 
99,067 
12,125 
9,412 
23,172 
45,358 
126,175 
102,977 
1,979 
21,219 
233,953 
44,136 
10,295 
110,322 
34,509 
34,691 
750 

750 
11,646 
2,985 
8,661 


Jan. 1, 
To 


dan. 23, 


1954* 
8,025 
1,454 
6,571 
52,683 
7,729 
6,263 
8,553 
30,138 
117,171 
90,571 
3,493 
23,107 
158,015 
27,217 
2,498 
91,379 
11,984 
24,937 
55 


55 
10,175 


dan, 1 
To 
dan, 22, 
1955* 


4,965 
2,056 
2,909 
90,067 
12,125 
9,412 
23,172 
45,358 
126,175 
102,977 
1,979 
21,219 
233,953 
44,136 
10,295 
110,322 
34,509 
34,691 
750 


467,556 


Jan., 
1954, 
To Date 


17,992 
204 
180 

5,675 


23,311 
3,941 
6,529 


Jan, 1, 
To 


Jan. 23, 


1954* 
24,266 
204 
240 
5,802 
202 
24,042 
6,370 
6,792 
307 
701 
36 


Jan. 1 


Jan, 22, 
1955* 


17,992 
204 


5,675 





Week Week 
Ended Same Ended 
dan, 22, Week, dan, 15, 
1955 1954* 1955* 
AMERICAN MOTORS _ 2,150 2,240 1,785 
SIE: dsntcsustaveddestotecs 830 630 797 
PI eet Siavrvesatearedton vis 1,320 1,610 988 
CHRYSLER CORP. .... 30,050 15,899 29,993 
ROPE» sivevesictccvstevineenns 4,000 2,751 3,979 
DeSoto 3,150 2,056 3,161 
Dodge ...... 7,800 3,094 7,609 
ee ee 15,100 7,998 15,244 
FORD MOTOR ........... 42,600 36,863 41,669 
errs 34,550 27,677 34,473 
Lincoln ........ 700 1,206 697 
PN soccctavensetiieicso 7,350 7,980 6,499 
GENERAL MOTORS . 81,715 55,774 78,193 
Buick 15,700 10,511 14,289 
Cadillac ... 98,220 1,343 3,861 
Chevrolet. .................. . 39,000 30,508 36,829 
Oldsmobile 11,995 6,202 11,530 
NEED sapisceteieluivae 11,800 7,210 11,684 
KAISER MOTORS ..... 300 21 254 
a eee . a 
Willys . ; 300 21 254 
S-P CORP. .. seseeeee. §,060 2,735 3,215 
Packard ..... ‘ ; 1,150 1,069 
Studebaker . 3,900 2,735 2,146 
Total Cars, U. S. .....161,865 113,532 155,109 
*Revised 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week 
Ended Same Ended 
Jan, 22, Week, Jan. 15, 
1955 1954* 1955* 
CHEVROLET 6,400 8,232 6,070 
DIAMOND T 85 85 88 
DIVCO ... 60 80 60 
DODGE . 1,900 1,973 1,934 
ee 66 
FORD 7,925 7,166 7,993 
GMC 1,320 2,051 1,322 
INTERNATIONAL 2,330 2,240 2,156 
MACK ......... 210 177 198 
a 90 228 87 
STUDEBAKER 345 36 373 
WHITE . 230 251 230 
WILLYS ........... 1,710 1,467 1,675 
MISCELLANEOUS . 105 217 104 
Total Trucks, U. S..... 22,710 24,269 22,200 
Total Cars, Trucks, 
PUIG sitasculclctuamlncdsnean 184,575 137,801 177,309 
Total Cars, Trucks, 
Canada .. 7,100 8,823 7,018 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....191,675 146,624 184,327 553,834 





447,764 553,834 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


Ween Corp. 


Elects Belling 


EAST PROVIDENCE, R. I. 


Opens 
$500,000 Building, 


dial and general 
Robinson is sales vice-president. 


manager, 


and 


Doris A. Glover was named sec- 


| retary, and Ralph W. Haslehurst 


| Was named assistant secretary. 





Coincident with the opening of its 
new world headquarters here, Fram 
Corp. has announced the election 
of Theodore H. Belling to succeed 
Steven B. Wilson as president. 

While retiring as head of the 
firm, Wilson plans to continue as 
board chairman. 

U. S. Senator John O. Pastore 
and Governor Dennis J. Roberts 
were among the guests at the for- 
mal opening of the building, a spa- 
cious two-story $500,000 structure. 

Equipped with its own telephone 
exchange the building will be the 
nerve center of company opera- 
tions, which embrace subsidiaries 
in the Midwest, Canada, Europe 
and South America. 

Other administrative changes at | 
the recent annual meeting, mark- 
ing the corporation’s 20th anniver- 
sary, were the election of Arthur 
F. Pettet and Howard E. Robinson 
as directors. Pettet is vice-presi- 
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161,865 Roll in Week, 4,000 Below Record... 


Car Output Moves Closer to Peak 


(Continued from Page 1) 


cars to top its former record of 
14,147, set in the week ended Jan. 8, 
1955. Chevrolet slated production 
of 39,000 to surpass its high of 
38,795 set in the week ended Dec. 
18, 1954. Cadillac’s new mark is 
3,861, which topped the 3,811 of the 
week ended Dec. 11, 1954. 
* » * 

ITH all Little Three firms hik- 

ing schedules, the Big Three 
share of car production dropped 
= 96.4 percent, compared with 96.6 


; percent in the week earlier. 

GM accounted for 50.5 percent, 
against 50.4 in the previous week; 
Ford Motor produced 26.3 per- 
cent, compared with 26.9, and 
Chrysler Corp. dipped to 18.6 per- 
cent, versus 19.3. 

Of the smaller firms, Studebaker 
showed the biggest gain, reflecting 
the smoothing out of the produc- 
tion bugs following changeover to 
its wraparound-windshield models. 

* * x 

MERICAN MOTORS will re- 

open its El Segundo (Calif.) 





Ordnance Discloses Gains 
In Standardization Drive 


By Sam Sampson 
Staff Writer 

CENTER LINE, Mich. — A re- 
duction of 77 percent in the num- 
ber of spare parts required for 
Ordnance engines has been ef- 
fected by the Armed Forces Stand- 
ardization and Interchangeability 
Program, it was announced here 
last week at the Detroit Arsenal. 

A one-day program, under aus- 
Pices of the Ordnance Tank- 
Automotive Command, showed 
the many savings in time, mate- 
rials, production and _ shipping 
costs that have een put into 
effect. On engines alone, World 
War II requirements called for 
36,550 spare-part items whereas 
present needs have been cut 
down to 8,500. 

Much of this saving has been 
accomplished through the develop- 
ment of four new engines, which 
;are now the basic engines for all 
heavy armored equipment. 


cylinder engines of 375 horsepower 
to V-12 supercharged power plants 
of 1,000 horsepower, they are widely 
interchangeable in 13 different ve- 
hicles. 

The units ranged from the com- 
paratively light M-75 armored in- 
fantry vehicle to the 60-ton T-43 
120-millimeter gun tank. Included 
was the new M-51 heavy recovery 
| vehicle, designed to rescue stranded 
or wrecked tanks under fire. 

The air-cooled engines burn 
“regular” gasoline, it was ex- 
plained, because the Navy has 
priority on diesel oil and distil- 





lates and the Air Force rates a 


high priority on high-test gaso- 

line and jet fuels. 

Among the many items which 
|have been standardized in the 
|Army vehicles are switches, gen- 
erators, starter motors, 
parts to eliminate radio interfer- 
ence, light bulbs, wiring and igni- 
tion cables, heaters, 
lubricants, preservatives, gun-sight- 
ing components, batteries, fuel} 
tanks, and drive-line components. | 

As part of the standardization 
program, standards of maintenance 
and tables of interchangeable parts 
have been drawn up. 

New packaging devices have 

+ * of 
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13 VEHICLES — 
TODAY 


Interchangeable Engines for Armored Vehicles— 


The standardization program, allowing greater interchange of components and parts 





Whittier Holds Show 


WHITTIER, Calif—tThe first 
Whittier Automobile Show was 


held Jan. 17-19 


Drive-In Theater. 





in modern tanks. 


vehicles. 
War Il. 


at the Sundown 


within the Army's armored vehicle family, is typified by the engines currently used 
A series of four engines, including flat-opposed six-cylinder and 
V-12 types, will now be used interchangeably in 13 of the Army's largest armored 
By comparison, one vehicle used as high as five engines during World 


Ranging from flat- opposed six-| 


ignition | 


greases and | 


wees 


| been developed, including a large 
number of permanent shipping 
cartons for many components 
that must be shipped long dis- 
tances. Faulty components may 
be shipped back in the same con- 
tainer for repair and overhaul. 

Two basic transmissions are used 
in combination with the four new 
engines. The same _ transmission, 
for instance, is used on the six- 
cylinder engine of 375 horsepower 
as on the supercharged model 
which develops 500 horsepower. 
Special parts are available, how- 
ever, to keep step with the in- 
creased horsepower demands. 

The second transmission is used 
|with the V-12 units, with readily 
available parts fitting to either the 
850-horsepower or 1,000-horsepower 
engines. Some parts are _ inter- 
changeable between the two trans- 
missions. 


_CARPET 





FIRM NAME IMPRINTED 


NO EXTRA COST 
BLACK - BROWN - GREEN 
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assembly plant Feb. 14 to hike 
Rambler turnout. The full single 
shift capacity of 90 cars a day is 
expected to be reached by Apr. 1, 
the firm said. 

A week earlier AMC began re- 
calling 1,900 workers at its Wiscon- 
sin plants. 

Coinciding with Chevrolet’s 
thundering pace, the firm last 
week said its Atlanta assembly 
plant will add a second shift 
Feb. 1. 

Ford division last week operated 
all plants on Saturday, as it has 
done since early November. A six- 
day week also was slated by Lin- 
coln-Mercury. 

Two weeks ago the L-M assem- 
bly unit at Metuchen, N. J., was 
hit by a two-day work stoppage. A 
full strike is threatened. 

* + + 
_— hot production pace has put 
the 1955 car total 35.1 percent 
ahead of the comparable period of 
1954. Truck production, however, is 
down ‘12.0 percent. 

Chevrolet and _ International 
caused last week’s 2.3 percent 
boost in truck output. 

Chevrolet built 6,400 trucks, 
against 6,070 in the week earlier, 
and International rose to 2,330 from 
2,156. Other truck makers held 
even. 

* + » 


Canadian Output 


agente teagan by Canadian auto 
makers continued to rise, de- 
spite the long-running strike at 
Ford. 

Output last week amounted to 
7,100 cars and trucks, up from 
the week-earlier total of 7,018. 

Last week’s level was the highest 
in six months. 


COVERS 


FOR SHOP USE 


Protect your customers’ carpets 
at lowest possible cost. 


$2.95 Each 
F.0.B. LOS ANGELES 
DURABLE VINYL TOP — 

SPONGE RUBBER 

NON-SKID BACK 
Covers entire carpet on 
driver's side from cowl to 
seat — down to hump. 26 
inches wide. 30 inches 
long. 














GEORGE W. SNIBBE SALES CO. 


2510 South Main Street —Los Angeles 7, California 


STATION waco® PARTS 


ROOF CARRIERS to fit any model 


The [ ANELL Co. 


618 Communipaw Ave. 2 


JERSEY CITY, N. J. e 


WOOD PARTS 
HARDWARE 
Refinishing 
Materials 
PROMPTLY SHIPPED 
ANYWHERE 


WOOD BODY REPAIR 
REFINISHING DECAL WORK 


Send for Price Lists and Literature 
DElaware 3-6898 








DETROIT, 


STEEL WILY 


| SERVICE Suda 


Dor 


SEAMLESS er WELDED 
Plier te 
AIRCRAFT 
Peissiil yg 
Peet ess 

_ CARBON 
STAINLESS PIPE 
STAINLESS FITTINGS 


Representatives for PITTSBURGHITUBE COMPANY 
COLD DRAWN BUTT WELDED 
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Says Reduction in Vision Is ‘Insignificant’ wee 


GM Defends Tinted Glass in Test 


WASHINGTON. — Road tests 
show little difference in a motor- 
ist’s night seeing distance through 
tinted and standard windshields, 
according to a paper presented be- 
fore the Highway Research Board, 
which is part of the National Re- 
search Council. 


The paper reported more than 
17,000 observations in night driv- 


Mr. New Car Dealer! 


HOW 


NU ORM'S NEW 
MASTER SALES 
CONTROL PLAN 


helps you 

sell more 

cars at less 

cost, with 

better grosses .. 


Get out your pencil. Check your an- 
swers to this Quick Quiz for New 
Car Dealers: 


1, YOUR SOUNDEST SOURCE 


OF NEW BUSINESS is 
a0 wees Lists of owners of 
YOUR make 


6. ( Owners of OTHER makes in your 
price class 

ce.) Your customers who bave pre- 
viously purchased from you 


2. YOUR BEST FOUNDATION 
FOR A SUCCESSFUL BUSI- 


NESS is to 

a. () Sell all the units you can, in any 
way you can 

6. C Maintain a full gross om every 
unit, regardless of units sold 

¢. (Sell at an overall profit in keep- 
ing with market conditions. Treat 
customers fairly. Never forget a 
customer — never let a customer 
forget you. 


3, LEAST EXPENSIVE ADVER- 
TISING 


: a. () Reaches most people at least cost 

6. CD) Reaches more prospects at less 
cost 

c. () Results in more sales with better 
grosses, at less cost per unit 


Although there is merit in .every an- 
swer, answer ‘“‘c’’ in each case has 
been selected by one of America’s most 
successful dealers in the medium price 
field. It was ingny at his instigation 
and with his help that Nu Orm pre- 

aster Sales Control 


= is new 
lan that is now available to you. 


Essence of the Plan is this: Pertinent 
information on pr s for New 
, Used Cars, Service, and Insur- 
ance — (from all sources — owners — 
service customers—employees—salesmen 
— walk-ins — registration lists — ‘‘bird 
’")—is ————- funneled into 
a er Sales Control record. These 
customers and par are regularly 
contacted at scientific intervals in per- 
son, by e and by direct mail on a 
systematic, organized basis. 

Although the follow-up idea is not 
new, results of this particular Nu 
Orm follow-up Plan are. This new 
Nu Orm Master Sales Control Plan is 
being used successfully—and profitably 
— by ‘‘30-a-month” and _ ‘*300-a- 
month’’ new car dealers. Write, wire 
or telephone today. Or, mail conven- 
ient coupon below. 


See Nu Orm's New Master Sales 
Centro! Pian in action at 
BOOTH 226 N. A. D. A. 
CHICAGO CONVENTION 
Janvery 29 thru February 2, 1955 


% NATIONAL FRANCHISES AVAILABLE. 


If you are a well-established business 
man presently calling on new car deal- 
ers in f area, you may be eligible 
for an income supplementing Nu Orm 
Franchise. Write, wire or phone today. 


NU ORM PLANS, INC. 


1015 South la Cienega Bivd., 
Los Angeles 35, Calif. BRadshaw 2-3441 


FILL IN, TEAR OUT AND MAIL TODAY 


To: NU ORM PLANS, INC. 


1015 S. La Ci ja Blvd. 
Los Angeles 3, Calif, 


send me your illustrated pam- 
phiet “How fo sell more cars at less 
cost, with better grosses." 









ing experiments with visibility 
deliberately made difficult over 
a 1.2-mile course on a blacktop 

road at the General Motors mili- 

tary proving ground near Mil- 

ford, Mich. 

The difference in seeing distance 
between conventional safety glass 
and tinted windshields was shown 
to average 3 percent or nine feet 
in a distance of 300 feet, an insig- 
nificant difference in night driving, 
the paper said. 

The tests were supervised by 
Harry C. Doane, assistant chief en- 
gineer of Buick, and reported by 
Dr. Gerald M. Rassweiler, GM Re- 
search Laboratories physicist. As- 
sisting were proving ground staff 
and consultants from General Elec- 
tric and the Automobile Manufac- 
turers Assn. 

Overall results matched a simi- 
lar series of tests in 1952 at Or- 
lando, Fla., although some condi- 
tions of the earlier tests were less 
severe than in this new series. 

Tinted glass absorbs more than 
half the radiant infrared energy 
from the sun’s rays. This infra- 
red absorption is accompanied 
by a small reduction in light 
transmitted through the glass to 
about 73 percent as compared 
with 87 percent for conventional 
windshields. This is above the 
American Standard Safety Code 
requirements for windshields, the 
paper said. 


However, this reduced light 


By Robert M. Lienert 
Associate Editor 


SERIES of retail sales man- 

agement conferences, which 
eventually will touch each major 
market area in the U. S., has been 
launched by Plymouth. 

In announcing the 40-hour pro- 
grams last week, William J. Bird, 
general sales manager, said he 
considered it “one of our most 
important activities of the year.” 

M. L. van Dagens, director of 
plans and training, guided develop- 
ment of the conference agenda and 
is in charge of its presentation in 
the field. Conferences are led by 
the 19 merchandising managers of 
Plymouth’s 19 regions. 

Van Dagens said the program 
represented “years of thought and 
18 months of active preparation.” 

a2 . 


* 

r. HAS been developed from the 

ideas of dealers, top factory ex- 
ecutives and field men, he said. On 
the basis of their recommendations, 
the conferences are broken down 
into these eight key topics: 

1. Planning and maintaining an 
adequate sales force. 

2. Training salesmen. 

3. Directing salesmen. 

4. Planning and executing adver- 
tising and sales promotion pro- 


grams. 

5. Trading and closing. 

6. Maintaining an adequate stock 
of new cars. 

7. Managing the used-car depart- 
ment. 

8. Maintaining good employe re- 
lations. 


* x * 

AMONG expressed aims of the 

conferences are to improve re- 
lations between dealers and cus- 
tomers and between employes and 
customers, and to improve business 
ethics. The underlying purpose, 
however, is to provide real assist- 
ance to the dealer in attaining his 
primary objective. 

That objective is set forth in 
conference manuals as “to sell 
new and used cars, parts, acces- 
sories and service on a profitable 
basis.” 

Plymouth’s conception of the need 
for such a program is pretty well 
expressed by Bruce K. Steele, as- 
sistant general sales manager, who 
says, “Too many salesmen don’t 
know how to sell and some have 
forgotten.” 

In reference to enthusiastic re- 
sponse to the program, Steele adds, 
“It is gratifying to know that once 
again there is an interest in learn- 


Sales Management Push 


Plymouth to Hold 40-Hour Conferences in All 
Major Marketing Areas 


transmittance does not represent 
an equivalent reduction in seeing 
distance. In daytime drivers see 
equally well through tinted wind- 
shields because the eye adapts it- 
self to brightness changes. 

At night, the paper reported, 
there is a slight difference in see- 
ing distance because the eye is less 
adaptable to loss of brightness. 

But Doane and Rassweiler em- 
phasized that this 3 percent differ- 
ence in seeing distance between 
the two types of windshields oc- 
curs only during the instant of 
“threshold seeing” while an object 
on the road is just coming into the 
driver’s view. 

From then on there is no dif- 
ference whatever in the distance 
at which the object can be seen, 
whether viewed through a tinted 
or standard windshield. 

Two outstanding facts brought 
out by the test data were: 

1. Only a 3 percent change in 
night driving speed—as little as 
1% mile less at 50 miles per hour— 
completely compensates for this 
slight difference in “threshold see- 
ing distance” between tinted and 
ordinary windshields. 

2. This compensation is negligi- 
ble compared with speed adjust- 
ments drivers make because of 


road conditions, headlighting and 
visibility. 





ble business. You just have to work 
a little harder.” 


* * * 


yan DAGENS explains the think- 
ing behind the program this 
way: “We feel there is a quicker 
way to train sales managers than 
the customary ‘hard way.’” 

(The “hard way” is to throw a 
man into the game before he learns 
the rules.) 

It is intended that a total of 
40 hours be devoted to the con- 
ference’s eight topics, van Dag- 
ens said. However, he added, they 
may run 50 to 60 hours because 
they are so flexible and because 
of intense interest expressed so 
far in conference topics covered 
in pilot meetings. 

In most cities, the 40 hours will 
be spread over a period of five to 
six weeks, although in a few in- 
stances the program is being com- 
pleted in a week’s time. 

The time and frequency of meet- 
ings is arranged in each city to the 
participants’ convenience. Van Dag- 
ens said that Plymouth deliberately 
tries to keep each group under 20 
men. 








Eastbay Dealers Elect Ray President— 


Tom Ray jr. (right), Oakland (Calif.) Pontiac dealer, is the new president of the 
Eastbay Motor Car Dealers Assn. He succeeds Lyle Byers (left), Lincoln-Mercury dealer 
of Berkeley. Looking on is C. F. Dailey (Chevrolet), Oakland, vice-president. Also 
installed were J. E. Cochran (Chevrolet), Oakland, treasurer, and Len Ball, Charles 
Giguiere, H. W. Hickman, Philip Begier and Morris J. Landy, directors. 


GM Expects Record Sales 


As U.S. Prospers in °55 


(Continued from Page 1) 


adian output and United States 
exports, production should total 
7.6 million cars and trucks, com- 
pared with 6,950,000 vehicles in 
1954. 

On the basis of his prediction 
that GM car sales would set a 
record in 1955, Curtice declared 
that sales in dollars again would 
approximate $10 billion “despite 
the fact that our defense deliveries 
will continue to decline and will 
account for less than 10 percent of 
our total volume.” 

. * * 


E $1 billion expansion pro- 

gram announced by Curtice at 
last year’s Motorama has grown 
now to $1.5 billion, he disclosed. 

Capital expenditures on enlarge- 
ment of GM facilities in 1954 to- 
taled $750 million, Curtice said. 
Expenditures for 1955, he said, are 
estimated at $500 million, with the 
remainder to be spent in 1956. 

Curtice described 1954 as a 
highly competitive year in the 
auto industry—“the first full year 
since 1940 in which the normal 
competitive forces of the market 
exerted themselves.” 

“Unfortunately,” he said, “boot- 
legging, which is the wholesaling 
of new cars to used-car lots and 
other unauthorized outlets, was 
widespread. It had a demoralizing 
effect on the retail price structure 
—as did the pressures created by 
the disposal of slow-moving mer- 
chandise. 


* = * 


PuEse factors adversely af- 

fected the earnings of enfran- 
chised dealers. Despite this, dealers 
handling General Motors products 





Comparing Notes on Plymouth Sales— 


Among the first of Plymouth's retail sales management conferences to convene is 
this session in Detroit, directed by Chris Wilson (standing, left rear), merchandising 


manager of the Detroit region. Trading sales experiences are (seated, from left), 


Howard Hunt, Hunt Motor Sales; Jack Rose jr., Louis Rose Co., and Shelby Ramsey, 


Fiester Auto Sales, and (standing, from left), Wilson; Leon Forth, Ken Brown, Inc.; 


ing how to sell. It’s still a profita-| Billi Burton, Rollie Barrett, Inc., and Harry Raynal, Raynal Bros. 


enjoyed another profitable year.” 

Curtice said that sales of GM 
cars and trucks in the United 
States and Canada, including 
overseas shipments, totaled 3,- 
450,000 units in 1954 as against 
3,496,000 in 1953. It was GM’s 
third-best year. However, in car 
sales, 1954 was GM’s second-best 
year, exceeded only by 1950. 

In dollars, GM’s sales were with- 
in 2 percent of 1953 despite a 30 
percent decline in defense deliv- 
eries. Defense products represented 
14 percent of GM total dollar sales, 
compared with 19 percent in 1953. 

* od ¥ 


1. persone support was voiced by 
Curtice for President Eisen- 
hower’s 10-year program for ex- 
penditure of $100 billion to provide 
@ modern and efficient network of 
highways. 

“Nothing ever undertaken in 
this country can match the pro- 
dent and his advisers,” Curtice 
said. “Its beneficial effects will 
multiply endlessly to reach every 
business and every household in 
the nation. It deserves vigorous 
support on the part of every 
citizen.” 

Curtice disclosed that-GM had 
launched a $2 million annual pro- 
gram of four-year scholarships to 
students and grants to 306 colleges 
and universities throughout the 
country. 

When the program is fully op- 
erative in its fourth year, he said, 
the total of all GM contributions 
to higher education will amount to 
$4.5 million annually. 

” * * 


“FOR General Motors to bring its 
1955 models to market,” Cur- 
tice said, “required an outlay of 
more than $600 million. That is 
nearly twice the amount spent for 
the 1954 models.” 

Calling attention to the “dream 
cars” on display at-the Motor- 
ama, Curtice made particular 
mention of those which had 
reached the production stage— 
the four-door hardtops of Buick 
and Oldsmobile, and a new sta- 
tion-wagon type introduced by 
Chevrolet and Pontiac. 

The station wagon first was 
shown by Chevrolet in the 1954 
Motorama and was dubbed the 
Nomad. Pontiac calls its version 
the Safari. ; 

Advertised-delivered price of the 
Pontiac Safari is $2,962. The Chev- 
rolet Nomad has not yet been 
priced. (Pictures on Page 1.) 


Hudson Debut Attracts 
CHICAGO.—A survey of those 
visiting the Hudson exhibit at the 
Chicago auto show revealed more 
than 65 percent of the 490,500 


, attending the show spent upwards 
| of eight minutes inspecting the new 


Hornet and Wasp models, reports 
N. K. VanDerzee, Hudson sales 
vice-president. The 1955 Hudson 
Hornets and Wasps are scheduled 
for formal] introduction in dealers’ 
showrooms in mid-February. 
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w e s forerunner of recognizing industrial 
ae = on ee College Credit Sought schools for college credit. 
“No one, yes nobody, can sell you For Industrial Schools Underlying the movement is a 
Dea | e rs Te [| Me a — car for less money than we| "TOLEDO —Irvin B. Thomas, in- | determination to upgrade the train- 
can. Come in and see.” structor in DeVilbiss Co.’s spray-|ing of mechanics in vocational 


I believe those ads tell the story | painting school, has been named to| schools by awarding college credits 
as it is today. We can and should|a committee for the formulation of | to vocational teachers who partici- 
clean up this mess. a questionnaire which may be a! pate in the program. 





(Continued from Page 3) 


not under our present system | sorbed by the new way and join 
provide the proper climate for | the fair-haired volume boys. 
learning our business. They will I can remember when every 
try, but all too often become dis- | salesman had an owner file of 
couraged because of lost sales | which he was very proud. This file 
after following our sales training | was his most valued asset. It paid 
program. They either leave our |him big dividends. He could al- 
business entirely or become ab- | ways reach in there and bring out 
owe If deal. 


He was protected by his house 


on all those owners as long as he 
USED CAR DEALERS called on them regularly. But you 


WHY CARRY A BIG INVENTORY |/see, his house can no longer pro- 
OF '53-'54 210 Chevrolets 9 tect him from the dealer in the 
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A COMPLETE DEALER * 
PROMOTIONAL PROGRAM 





@ostem ferdo— g same make who has chosen to deal 

we ans a ue be pen oul par Gin element All Han dled AU TOM “vy ICALLY & 

¥ PHON' working his owner file. ~ 
WITH A STEADY SUPPLY Every day in our city, we see © n i B M E Q U l P M E N T - 
*% ALL CARS CLEAN * Ry oer ano ne NR ee eT 3 o 

° - NO WORK ON THE DEALER'S PART — 

EMKAY, — Hudson Officials, %& Sovereign Plan records all information auto- Boaaeuree 
se chicoge 37, I ~ Dealers Hold matically from dealer's repair order on ya yc 
Phone: Museum 4-6969 ° IBM punch cards. 

Ask fer Ben Colter Sales Meetings 


DETROIT. — Hudson executives 
and sales personnel are holding a 
series of 22 dealer meetings to dis- 
cuss sales, advertising and mer- 
chandising programs for the 1955 
Hornets and Wasps. 

Meetings were held last week in 
New York, Kansas City, Denver, 
Cleveland, Boston, Detroit, St. 
Louis, Los Angeles, Buffalo, Pitts- 
burgh, Chicago, San Francisco, 
Philadelphia, Cincinnati and Mil- 
waukee. 


Sessions are planned today (Jan. 
24) in Portland, Ore.; Atlanta, 


i. Memphis and Minneapolis. There 
Low Cost, Multi Purpose will be meetings Wednesday in 
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SPECIALISTS IN SALES 
PROMOTIONS FOR CAR DEALERS 








Billings, Mont.; Fort Worth, and DURING THE NADA = The 
Washington. YOU'RE INVITED TO VISIT OUR PLANT. Re e 
e RUCK C. A. J. Hadley, general sales 3 5 Pi 
manager; George R. Browder, SEE HOW THE ONLY INSTALLATION Xe overeign an 
director of advertising and mer- OF THIS TYPE FOR CAR DEALERS “Si -« 2241: SOUTH INDIANA AVENUE 
BUMPER chandising; W. S. Milton, assistant PERFORMS. te CHICAGO 16, ILLINOIS — 
sales manager, and Herbert C. ONLY 5 MINUTES BY CAB FROM hibit iaiates : ; 
Levis, merchandising manager, are EXHIBITION HALL =a 
OU) among factory officials who are 
leading the discussions on the new 
models. 
Step-U a | A . 
Fee Ue soles eeeeuaries nnouncing & 
ICK=- ales 
P C. Ray Palmer, Manager | THE PERFECT R je 
Of Brooklyn Assn. | 


NEW YORK.—C. Ray Palmer, 
executive vice-president of the 
Brooklyn and Long Island Auto- 
mobile Dealers Assn., died suddenly 
Jan. 18. : TO THE FAMOUS 
Walter E. Morrison - | HUNTER Tune-In Wheel Balancer .~. 
PITTSBURGH. — Walter E. Morrison, 


Pittsburgh district manager of Ramsey 
Corp., died here Jan. 2. He had been as- ad 
sociated with Ramsey for 26 years. t e . 


* x * 











* * * 


Shown on your demonstrators, | Charles G. Guyer 
Mobile Bumpers will swing sales WILMINGTON, Del.—Charles G. Guyer, 
90, who guided a great deal of Delaware’s 
your way when truck buyers see auto legislation through the General As- 
all these advantages: sembly when he was secretary of the Dela- 


Rounds Front increases tire life 


ware Automobile Assn., died at his home. 


@ Platform-size step areas with Mr. Guyer resigned as DAA secretary 11 









e Eliminates tire thump 
safety tread surfaces years ago when he became ill, but remained and Rear tires. e oe 
@ Provision for full drop a member of the board until his death. @ Soves front parts 
of tail-gate ye ON-THE-CAR @ increases driving comfort 
@ Car-level bumper placement Thomas J. Hughes @ Makes driving safer 
‘ . : MIAMI, Fla.—Thomas J. Hughes, former 
that —s ae -seagl - patent attorney for Ford Motor -. 
igid r attachment o! ied of a hexrt attack Jan. 10 in the office e 3 mi : 
~— C of U. S. Judge John W. Holland. A short The Hunter Tru-Up Tire Rounder is automatic after initial setting 
, time earlier he had been a witness in a Produces a smooth, like-new surface on treads of passenger car and 
e Extra protection of rear-end patent suit filed by Industrial Machine Tool 
and rear fenders Co., Fenton, Mich., against Miami Window truck tires up to 8:25 x 20—cannot heat or burn the tire. The Hunter 
Corp. | 
e Neat, custom appearance— ? * * * | ‘ Tru-Up removes only the amount of rubber necessary for roundness. 
bumper fits standard chassis Robert L. Gaston 
holes a , 
; ete oo See > Denes, M. ZFS Til: MTS ae Oe Portable—Handles Rear Tires 
Optional Bolt-On Hitch and Side rae tae 
Braces are available at small Otis J. Kenned 
additional cost. | tii is &. Rennedy 
8, Ga.—Otis J. Kennedy, 76, for- 
mer partner of Clarence Welmaker and 
William T. Day in the Welmaker dealer- 
WRITE FOR PRICES ship here, died Jan. 8. He retired in 1952. 
° * * * 
and Dealer Discounts Andvow G. Weber 
ERIE, Fa.—Andrew G. Weber, one of 
TODAY! the pioneers in Erie’s automobile business, 
died Jan. 11 in his home after an illness 
E BUMPER, INC and his brothers started American Motor MMB a ee Meat), 
MOBILE B > and his brothers started American Motor * 
960 N. Pennsylvania St. — Co., where he worked until shortly THE HUNTER TRU-UP 
Indianapolis 4, Indiana fore his illness. IS A REAL MONEYMAKER 4 
: ode : stack , § TO HUNTER ENGINEERING COMPANY 
James I. Roby The Hunter Tru-Up will pay for itself in days. By truing S Mantes Avenes aad Lode feed 
LECOMPTE, La. — James I. Roby, 465, one tire you can make $2.50 or more in five to ten : St. Louis 24, Missouri 
general manager of Roby Motor Co., died minutes. Rounding stops vibration that can’t be corrected : 
Jan. 5 in a hospital in Alexandria, La. by wheel balancing alone. Complete your wheel pm di disaes information on the Hunter Tru-Up 
lg Pp balancing department with a Tru-Up. s , 
Clarence H. Koch a © ha a ee, 
EAST PALESTINE, O. — Clarence H. } 4 : 1 
Koch, 55, president of Koch Motor Co., UO hia Engineering Company 


died last week. . 
* 2 * ; | 
James Tilden Biliter : J St. Lovis 24, Missouri 
PIKEVILLE, Ky.—James Tilden Biliter, 
61, local auto dealer, died Jan. 14. 


Hunter Avenue and Ladue Road 


OPEN—Profitable Distributorships in areas 
throughout the U. S. Write for details on ex- 
clusive territory franchises. 


















Newspaper May Refuse 
Wichita BBB 


WICHITA. — A newspaper has 
the right to reject any advertising 
without giving any reason, in the 
opinion of Ralph Hinman, manager 
of the Better Business Bureau 
here. 

The only limitation on rejec- 
tion of ads, according to Hin- 
man, is that the newspaper must 
make its own decision, independ- 
ently, without outside influence 
brought to bear. 

Hinman’s views on the subject 
were stated in an article in Wichita 
Magazine, published by the Wichita 
Chamber of Commerce. 

“This right (to reject ads) has 
been fully upheld by the courts,” 


Vehicle Bureau 
In N.Y. to Seek 
Stronger Lights 


ALBANY.—The State Bureau of 
Motor Vehicles has said it would 
seek legislation this year to legalize 
most auxiliary lights on automo- 
biles, at present generally unlawful. 

A spokesman said that Commis- 
sioner James R. Macduff had rec- 
ommended preparation of bills 
changing the maximum legal in- 
tensity of auxiliary auto lights to 
32 candlepower, rather than the 
present 21 candlepower. 

The difficulty under existing law 
was discovered as semi-annual in- 
spection of cars became imminent. 
Although lights are limited to 21 
candlepower, most modern back-up 
lights, stop lights, parking lights 
and rear license-plate lights have 
32 candlepower. 

The bureau winked at the situa- 
tion, the source declared, but under 
the new system of compulsory in- 
spection it would no longer be able 
to do so. 

And, since 21 candlepower bulbs 
for the auxiliary lights are virtu- 
ally unobtainable, the great ma- 
jority of motorists would be barred 
from the roads unless the law were 
changed. ~ 

Headlights and directional signal 
lights are exempt from the limita- 
tion, but only because the law pro- 
vides that the commissioner may 
approve a higher degree of light 
for those types only, which he has 
done. 










Mougey Appointed 
Willys Ad Chief 


TOLEDO.—A ppointment of 
Charles R. Mougey as advertising 
manager of Willys 
Motors, Inc., was 
announced last 
week by Hick- 
man Price jr. 
sales vice - presi- 
dent. He succeeds 
Fred W. Adams, 
who has resigned. 

Mougey for six 
years was ac- 
count executive 
on Willys domes- 
tic and export 
advertising with Ewell & Thurber 
Associates, Willys’ advertising 
agency. 

During the last year, while 
Mougey handled the export adver- 
tising program, Willys-Overland 
Export Corp. set an alltime sales 
record. 


He was advertising manager of 
Chrysler Airtemp division in Day- 
ton for four years before joining 
Ewell & Thurber. 





OC. R. Mougey 





Wis. Legislators Plug 


Cars Made in State 


MADISON, Wis. — The legisla- 
tive council of Wisconsin has 
gone on record in favor of State 
Government use of Wisconsin- 
made motor vehicles as an aid to 
the automotive industry in the 
State. 

Nash and Hudson are made at 
Kenosha and Milwaukee, and 
there is a Chevrolet assembly 
plant at Janesville. 





Right to Reject Ads 
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Without Giving Reason, 
Manager Says 


Hinman said, “and is the consensus 
of outstanding legal authorities.” 

Hinman held that a newspaper 
has an obligation to be selective 
in the choice of all matter that 
goes into its columns. 

“Nobody questions the news- 
paper’s right to select the news 
and features that it prints,” he 
said. “Exactly the same princi- 
ple applies to advertising, which 
is simply information about 
someone’s goods or services 
which that person is willing to 
pay to have published.” 

Hinman said a newspaper may 
reject advertising simply because 
it believes that acceptance would 
be detrimental to the best interests 
of the newspaper or of the com- 
munity. 

Newspapers, he said, also have 
a moral obligation to protect read- 
ers by refusing to publish adver- 
tising which they believe mislead- 
ing, unethical or not in the public 
interest. 

“To assist in carrying out this 
objective,” Hinman said, “the 
newspaper may legally set up and 

adhere to its own rules of adver- 
tising censorship, or it may choose 
to abide by advertising standards 
promulgated by the Better Busi- 
ness Bureau.” 


Grant, Richards 
Assume S-P 


Financial Posts 


DETROIT. — Walter R. Grant 
has taken office as finance vice- 
president of Studebaker - Packard 
Corp. He was elected to the posi- 
tion last October and held a simi- 





W. R. Grant E. E. Richards 


lar position with Packard prior to 
the consolidation of the two cor- 
porations. 

At the same time it was an- 
nounced that E. E. Richards has 
taken over his duties as treasurer 
of the firm. 


According to James J. Nance, 
president, these actions mark the 
first step in coordination of cor- 
porate financial operations. 


Grant joined Packard in 1952. He 
formerly was treasurer of Hot- 
point, Inc., Chicago. 

Richards has been with Stude- 
baker since 1941 and became treas- 
urer in 1947. He formerly was as- 
sociated with Lehman Bros., New 
York. 


Beach H h Heads Nash 


Sales Training 


DETROIT.—R. C. Beach has been 
appointed sales training manager 
of Nash, accord- 
ing to Roy Aber- 
nethy, sales vice- 
president. 

Beach, former- 
ly assistant sales 
promotion man- 
ager in charge of 
special activities, 
joined Nash in 
1950. At that time 
he served as as- 
sistant sales pro- — 
motion manager BR. O. Beach 
in charge of service, parts and ac- 
cessories. 

Earlier, he was district sales 
manager for Lempco Products, Inc., 
and Caribbean regional manager 
for the Bendix international divi- 
sion. 


Alborn, Mobley Get Buick 


New Buick dealers in Newport, 
Ore. are Even Alborn and Jack 
Mobley. The firm will be known 
as A & M Buick Co. 
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Reaching am estimated 150,000 readers engaged in all branches of the autometive industry frem Maine 
te California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IM ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at reguler rates. 
of Automotive News. 
day received. Display eds: 
OF PUBLICATION DATE. 


WANT AD DEPT... AUTOMOTIVE 


Kindly Acknowledge 


departme 


AUTOMOTIVE NEWS 





HELP WANTED 


SALES REPRESENTATIVE 
WANTED 


Nationally known manufacturer now pre- 
paring to market battery-powered I-ton 
and |'/2-ton street truck for retail, door 
to door delivery of milk, baked goods, 
parcel, laundry and dry cleaning, etc. 
Salesman needed with successful selling 
experience and wide acquaintance with 
fleet managers in area east of Mississippi. 
Preference given man between 35 and 45 
years old, willing to travel and to make 
headquarters in New Jersey. Give com- 
lete history and resume of experience 
in first letter, All replies confidential. 
Our own sales organization knows of this 
requirement. 
Box 4495, Automotive News 
Penobscot Bidg., Detroit 26, Mich. 





SERVICE MANAGER—FORD dealership; 


northern New York college town — in 
heart of new St. Lawrence Seaway De- 
velopment. Applicants must furnish rec- 
ommendations and references. Excellent 
position for right man. Give c«xperience, 
references, employment, etc., in first let- 
ter. Box 4512, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER WANTED—southern 


California. GM experience, Chevrolet pre- 
ferred. Excellent opportunity for quali- 
fied person capable of assuming full office 
responsibility in volume operation. Com- 
pensation open. In reply give age and 
educational and work background. All 
replies strictly confidential. Our employes 
know of this ad. Box 4519, c/o Automo- 
tive News, Detroit 26. 


SHUP FOREMAN ALSO partsman in small 


Lincoln-Mercury dealership in western 
Nebraska. Give references and salary 
expected in first letter. Wamsley’s Lin- 
coln-Mercury, Sidney, Neb. 


SALES ENGINEER WANTED 


Nationally known manufacturer now pre- 
Paring to market battery-powered |-ton 
and 1!'/,-ton street truck for retail, door 
to door delivery of milk, baked goods, 
parcel, laundry and dry cleaning, etc. 
Requires services of sales engineer liaison 
between production and sales with thor- 
ough engineering knowledge of similar 
type gasoline powered trucks and experi- 
ence in making sales quotations and cus- 
tomer contacts. Preference given man 
between 35 and 45 years old, willing to 
travel from time to time and to locate 
in New Jersey. Give complete history and 
resume of experience in first letter. All 
replies confidential. Our own organiza- 
tion knows of this requirement. 
Box 4496, Automotive News 
Penobscot Bidg., Detroit 26, Mich. 





UNUSUAL OPPORTUNITY 


Client needs general sales manager who 
will have opportunity to become general 
manager of a 1,500 new car deal. 
services are proven satisfactory to both 
parties, he will be given opportunity to 
invest 
commensurate with ability. Give complete 
details as to education, employment, posi- 
tions held and earnings. Reply to 


After 


in the dealership. Compensation 


A. A. Lally, c/o John W. Stokes & Co., 
C.P.A.'s 
1775 Broadway, New York 19, N. Y. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 


Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





Add One Deller 
Replies te Bex Namber ads: 
$11.20 per column inch, per 


($1) per 


insertion. 


HELP WANTED 


AUTOMOBILE 
SALESMEN 


Join America's top auto sales force, Our 
men averaged close to $10,00) in 1954. 
Earn 7% commission with a $60 minimum 
per new car sale. 10% on accessories, 
many other benefits. Demonstrator fur- 
nished, of course. Only 100 Car Club 
men or equivalent will be considered.. 
We contemplate adding 6 new men to 
our sales staff. Write Mr. R. G. Davis, 
General Sales Moar. 


OURISMAN CHEVROLET. Inc. 


610 H Street, N.E. - Washington, D. C. 





THE MAN WE WANT 
already has a good job... 


He's now contacting ak dealers 
(new and used), selling one or a dozen 
different items. He likes the work, likes 
the people he deals with, makes ‘pretty 
good money. But he wouldn't mind mak- 
ing a few more dollars, especially if it 
didn't require additional work. That's 
why he'll be interested in us. We've got 
an item he can show and sell to his regu- 
lar customers on his regular calls. No 
extra work involved. Just extra dollars. 
And since it costs only three cents to get 
the full story, he'll sit right down and 
write us a letter, telling us something 
—_— himself and how many dealers he 
sells 


Box 4518, c/o Automotive News, 
Detroit 26 





SALESMEN. AN EXPANSION program 


has enabled us to open territories in the 
south. Only men who have had experi- 
ence selling parts, accessories and body 
hardware to new car dealers need ap- 
ply. Our sure fire sales program cannot 
miss. Large earnings guaranteed through 
liberal commission, bonus plan, car al- 
lowance, etc. Box 4499, c/o Automotive 
News, Detroit 26. 


WINTER IN CLEARWATER and make 


your home in Florida on the Gulf of 
Mexico. This is Florida’s fastest grow- 
ing city. In the middle of an expansion 
of the west coast. Opportunity for two 
top notch experienced automobile sales- 
men to sell Lincoln-Mercury. Top mar- 
ket earnings unlimited. Replies confiden- 
tial. Immediate openings. Moshell Motor 
Co., Box 809, Clearwater, Fla. 


TRUCK SALES MANAGER to train and 


direct sales force, selling Ford trucks, 
in large farming center with potential 
250 new trucks per year. Salary plus in- 
centive. Productive, sober, ambitious 
man (30 to 45). Can earn $10,000 to 
$15,000 yearly with wide chance for 
advancement. Give full particulars in 
reply along with photograph. Reply Box 
4500, c/o Automotive News, Detroit 26. 





ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED NEW LINES? 


Automotive News can help you by CcuevroteT SALESMAN WANTS job in 
bringing your wants to the atten- 


tion of manufacturers. 

An advertisement in this section 
will 
cost. 


do the trick at a nominal 


AUTOMOTIVE NEWS 
Classified Want Ad Department 





insertion fer 


are forwarded te the advertiser, 
CLOSING: SIX DAYS 





TL ee ee ee ee a 
anepened, the same 


IN ADVANCE 


NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





HELP WANTED 


OPPORTUNITY FOR $12,000-$18,000 year- 
ly. Top-notch salesmen to sell sales pro- 
motion program to auto dealers. Must 
be aggressive, free to travel. Consoli- 
dated, 13827 Fenkell, Detroit 27, Mich 


SALESMAN — CALIFORNIA. Drive new 

car from Detroit. We will refund ex- 
penses after qualifying. Need one new, 
one used and one truck man. Old estab- 
lished, legitimate So. California, Dodge- 
Plymouth dealer will pay highest com- 
mission to permrnent men with proven 
sales record. Prefer married man under 
age 45. Fill out and serd N.A.D.A. ap- 
plication form and sales record to Box 
4501, c/o Automotive News, Detroit 26 





DISTRICT SALES 
REPRESENTATIVES WANTED 


Nationally known company has immediate 
openings in many states for top-grade men 
to sell and supervise installation and opera- 
tion of unusual used car merchandising pro- 
gram. Must have automobile dealer contact 
experience or automotive background in new 
and used car sales. Our salesmen enjoy per- 
manent, dignified high income positions. 
Please write 


Box 4516, c/o Automotive News, Detroit 26 


POSITION WANTED 





SERVICE MANAGER; Dealer Assistant— 
top grade. Sales or service. Contact best 
in the business. Is volume low? Is per- 
sonnel a problem? Are customers hard 
to satisfy? What other headaches have 
you with service or dealership? Any 
franchise. Results, no excuses. Available 
short notice. Factory, dealer, self ex- 
perience. State top pay, living conditions, 
climate. Box 4490, c/o Automotive News, 
Detroit 26. 


SALES MANAGER. THOROUGHLY train- 
ed in all phases of volume operation 
with two largest dealers in the midwest 
handling Ford and GM autos. College 
graduate, young, aggressive, experienced 
in sales, sales management, closing, 
training, finance, wholesaling and buy- 
ing. Desires to relocate to an eastern 
State. Box 4491, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. Twenty-five years’ 
metropolitan experience. Proven ability to 
operate profitable dealer service station. 
Seeking connection with aggressive dealer 
with large service potential. Resume up- 
on request. Box 4465, c/o Automotive 
News, Detroit 26. 


SERVICE OR MANAGEMENT position 
with GM dealer. Presently employed with 
a Chevrolet-Oldsmobile dealer as assist- 
ant service manager. Graduate of two- 
year dealership management course, 
General Motors Institute—1948. Age 35, 
married, three children, settled and 
steady. Prefer Texas or southwest with 
opportunity to put earnings into busi- 
ness. Box 4477, c/o Automotive News, 
Detroit 26. 


Florida. Member of Haul of Fame and 
100 car club. Family man. Can furnish 
references. Box 4478, c/o Automotive 
News, Detroit 26. 


FINANCE EXECUTIVE in control office of 


large finance company desires change to 
similar position with large bank or fi- 
nance company in mid-central or mid- 
western states. Thirteen years experience 
in all phases of loan and finance busi- 
ness. Present income $8,000 to $9,000. 
Excellent references. Box 4513, c/o Auto- 
motive News, Detroit 26. 


Auto Sales Manager 


One that can hire, train and direct salesmen to profitably sell 
an outstanding medium priced car in one of the better sections 
of metropolitan Detroit. Must be experienced and have recent 


record of proven sales ability. 


To the right man we offer an excellent salary, share of the 
profits and right to eventually purchase all or part of the busi- 


ness if desired. 


Only those with all of the above qualifications will be con- 
sidered. This is an unusual opportunity which has suddenly 
occurred through unexpected circumstances. This advertisement 
has never appeared before and is known to our personnel. 


Box 4517, c/o Automotive News, Detroit 26 
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| ! 
| CARS FOR SALE CARS WANTED | MISCELLANEOUS 
FOR SALE: 1952 3-WHEEL Harley-David- 


PIERCE ARROW—1925 or later. Must be son pickup and delivery motorcycle— 
I’s New — If’s Nice clean and original, Box 3385, Orlando,| $395. ‘Dave Towell, Inc., 118 W. Market 
If’s Detroit's Finest 


Akron, Ohio. Phone: JEfferson 
5-7121. 
WES COON 
AUTO AUCTION 


POSITION WANTED 


POSITION WANTED: Young man desires 
good position with new car dealer in 
business to stay. Single, 34, college, good 
personality, neat and clean, Christian, 
references. Twelve years’ experience in 
automobile buying and selling. Have 4- 
place plane; prefer position where plane 
could be used at least part time. Can do 
out of state buying, fly customers to 
pick up new cars at factory, etc.; or 
manage used car lot, do advertising and 





DEALERSHIP WANTED 
GENERAL MOTORS, FORD or Chrysler 
franchise—central or southern Florida. 
Factory approval assured. Prefer to lease 
building, may consider purchase. Replies 
confidential. Give all particulars. M. E. 
Barrett, 17902 Roy St., Lansing, Ill. 


DEALER SERVICES 


INVENTORY SERVICE 





Fila. St., 


OLDSMOBILES 
WANTED 


Our New Model 


TOW BARS 





Grand River at Telegraph 


promotional work, aon — sales, S U. S. 16 and 24 
Desire moving to better climate. Wi Parts and Accessories 100 new, 1955 Olds 88's, super 88's and 
waar, “Uglatiae, bamse® crue (21) | @  canninen wevonts, @ |} Every Thursday at 1 P.M. |i} i Varied wih o wimout ripicave or Lil VAD IN SALES 
, "= = , authorized Texas s dealer from other 
GENERAL OR SALES MANAGER wants | @ Obsolescence Disclosed Wade Simpson, Auctioneer authorized Olds dealers only, to take = 
@ Shortage or Overage Established Y, 
position with a ‘Big Three’’ dealer in| @ inventory investment Evaluated All checks guaranteed care of record high local orders. We VALUE AND oat 


New England. 20 years’ experience, age 


transport in groups of four from any- 
42, with a proven record of accomplish- i 


@ Analysis of Methods and Procedures where. Wire quantity, series, accessory 


Kenwood 1-9694 


PERFORMANCE 





ment. Box 4502, c/o Automotive News, | Full time experts. No pick-up part time help. codes and prices to Box 4449, c/o Auto- 
Detroit 26. SAVE MONEY motive News, Detroit 26 and receive our 
SALES MANAGER. Former Hull Dobbs Call or Write for Service Details return wire next day. Absolutely confi- Meet |.C.C. Requirements 


DEALERS SAY 
Our greatest dollar values are at 


CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 
We Guarantee Checks 
Dealers Only 


manager. Six years’ volume sales experi- dential, 
ence. Seeking permanent position. Can 
employ, train hard hitting sales force in 
volume at profit. Prefer Ford, Mercury 
deal in south. Best references. Box 4503, 
c/o Automotive News, Detroit 26. 


AVAILABLE SOON. Man with twenty-eight 
years’ automobile experience. Eighteen— 
Ford, Lincoln, Mercury; seven as gen- 
eral manager 200-car outlet; five—Cadil- 
lac-Olds. Native N2w Englander. Mar- 
ried, forty-eight years old. Capable, well 
recommended to manage or assist. Box 
1504, c/o Automotive News, Detroit 26. 


DETROIT BUYER SEEKING connection!!! 
Buyer and former dealer with 20 years’ 
experience, now seeking southern, west- 
ern or eastern outlet. Huge local dealer 
acquaintance. Dynamic results may be 
expected. Contact Box 4505, c/o Auto- 
motive News, Detroit 26. 


BLACK INK AND VOLUME. Do other in- 
terests demand your time? Are volume 
and profit lacking? Build a solid founda- 
tion with a man of proven ability and 
record as dealer and manager. Excep- 
tional references. Desires Ford, GM 
dealer connection—preferably in Jersey. 
Will consider other areas. Box 4506, c/o 
Automotive News, Detroit 26. 


MANAGEMENT TEAM — 35 years’ com- 
bined experience. All phases of new and 
used cars with GM, Chrysler and Ford 
products. Volume background. Looking 
for opportunity to develop the full po- 
tential and better of your operatian. 
Both young, 43, married, aggressive and 
ambitious. Now located in S. Calif. Will 
relocate, west coast preferred. Write Box 
4507, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING DODGE- 
Plymouth—Cleveland, Ohio area. 500 car 
potential. Good building—lease. Buyer 
has exceptional opportunity to make 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





MOTO-MATIC 
TOW . GUIDE 





For Quick Resuits 
Use Automotive News 
WANT ADS 





G. M. DEALERS 
STOP A. F. A. LOSSES 


Our booklet explains a simple time saving 
method of accurately handling A. F. A.'s 


$5.00 Postpaid 
A.F.A. Box 113, Newtown, O. 


BRAKE-MOBILE 


TOW « PILOT 


BUSES WANTED 


_ CHEVROLETS 
WANTED 


1954 Chevrolet school bus chassis 
(series 6702) wanted by authorized Chev- 
rolet dealer from other authorized sources. 








with Automatic Brake 
Cannot Be Matched 
At Any Price 
Write Today for 
illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 











ATTENTION SMALL DEALERS WITH 
BOOKKEEPING PROBLEMS 
We can save you money and headaches. 
Standard factory systems used. Reasonable 
rates. Write us for further details. 
WHITMIRE MANAGEMENT SERVICE 
1111Y,. N. Chevrolet Ave. Flint 4, Michigan 


New, 








SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone o» 
tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 








Wire quantity, options, prices to 


ROSS MOTOR CO. 


or call Joe Kelly 
OAK GROVE, LA. 





NEW LINES WANTED 


FORMER AUTOMOTIVE EXECUTIVE, 
now manufacturer’s agent covering 
Michigan and Ohio, desires line of auto- 
motive equipment, parts or accessories. 
Box 4515, c/o Automotive News, Detroit 
26. 


PHONE 56 








SHOP EQUIPMENT FOR SALE 
FOR SALE--NEW No. 349-RP Chicago 
pneumatic air wrenches—reversible—-%” 
bolt capacity—$195 each. Write Service 
Dept., Attn. George Martin, Trailmobile 
Inc., Cincinnati 9, Ohio. 


ANTIQUE CARS FOR SALE 
1928 AUBURN 4-DOOR sedan—20,000 or- 
iginal miles. Excellent condition. Original 


instruction books. $450 or best offer. 
Tietbohls, Inc., Delhi, N. Y. Phone 276. 


write for informa- 





BUSINESS OPPORTUNITIES 
TRUCK LEASING—See ad, page 25. 


PARTS FOR SALE 
DODGE 1953 V-8, 2nd series rebuilt engine 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 





part No. 1495903 for 1953, 1954 ‘Dodge 





money. Can be purchased for inventory. 
Reason — health. Principals only. Box 
4497, c/o Automotive News, Detroit 26. 


Diplomats and convertibles. 2—part No. 
1495901 for all 1953 Plymouths or 1953, 
1954 Dodge ‘‘6’’ Suburbans. 1 part No. 
1495904 for 1953 Dodge 4-door or club 


ATTENTION DEALERS !! 





SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 


DEALERSHIP FOR SALE handling Chev- 
rolet in town of 7,000. Contract 175-200, 
very successful. Western N. Y. state lo- 
cation. Box 4486, c/o Automotive News, 
Detroit 26. 


FOR SALE. One of the ‘‘Big Two’’ dealer- 


coupe. Also assorted new parts for 1946 
to 1951 Dodge and Plymouth parts, sheet 
metal, accessories, etc.—30% below cost. 
Felz Motor Co., Aurora, Ill. Phone 8684. 


FORD CAR AND TRUCK parts. Large 
surplus stock. 60% discount. Exporters 


PUBLIC AUCTION SALE 


Wednesday, Jan. 26, 1955 
1 P.M. EASTERN STANDARD TIME 


ships within 50 miles of Cincinnati, Ohio. invited to bid. Midtown Motors, Bigelow 1950-1951 

Box 4487, c/o Automotive News, Detroit Bivd. at Tunnel St., Pittsburgh, Pa. Located 217 North 7th Street 

26. Grant 1-7250. Plymouths — Fords — Chevrolets 2 
DEALERSHIP AVAILABLE — Handling | STUDEBAKER PARTS. $15,000 up to date 1 te 500 Grand Haven, Michigan 

Chevrolet. Northwestern Ohio. Excellent ee eee ae = = oe oe. 

location, growing community. $35,000 stantial part. r Motor , . 

will handle. Will sell or lease new build-| Lincoln Way West, Massillon, Ohio. MORRIS FREEDMAN Nash Automobile Agency 

ing. No used cars or accounts receiv- Phone 4113. Sth & LINDBERGH BOULEVARD 


Having lost our lease and forced to vacate we have taken these means of 
disposing of our modern shop and office equipment, all of being less than 


2 years old. 
Sho Equipment 


Kwik Quick Way valved machine, 100 amp. Fast battery charger, Sun motor tester, 
volt meter, brake riveter, half inch Atias drill press and stand, exhaust system, com- 
plete welding outfit, tire repair kit, DeVilbiss 3 H.P. air compressor, floor stands, 
floor jacks Black & Decker, Black Hawk porto power tools, John Bean visualiner, 
cyl. hone ridge reamer, Black & Decker buffer, 3 metal work benches, Black Hawk 
boxed end wrenches, valve lifters, drop cords, crow bars, parts cleaner, micrometers 
0-1, 1-2, 2-3, 3-4, wheel pullers, spray gun, air regulator, rear axle gauge, '/2 inch Black 
& Decker drill, ‘4 inch Van Dorn electric drill, Black & Decker valve refacer, 
Weaver twin hoist, tool toters, Lincoln overhead lube mach, and attachments, bench 
vises, hydraulic hand jacks, double end grinder, oil drain, tire oy equipment, 
trans. pump and stand, 5 department signs, brake cyl. hone, 2 metal foreman desks, 
movable chain hoist, battery tester, trickle charger, metal tire rack, door press, 
Iliustrovox projector and screen, Sun battery and starter tester, volt and amp. tester, 
air sander, C clamps and numerous other articles used in operating a garage service 


department. 
Office Equipment 


Allen Wales electric adding machine, Smith Corona typewriter, blond oak desk, 
small oak office desk, 2 leather occasional chairs, 4 metal filing cabinets, ash urns, 
8 Burroughs metal parts bins, 2 bolt bin cabinets, 40 drawer metal cabinet, type- 
writer table, waste basket, 8 drawer metal cabinet, Moore cash drawer and numer- 
ous other articles. Also $6,000 parts inventory. 


Harold Reisert, Auctioneer Owner—Gordon Dexter 
RICHMOND, INDIANA — PHONE 2-368 OR 2-3323 


able. Must have Chevrolet approval. Box 
44588, c/o Automotive News, Vetroit 26. 


DEALERSHIP HANDLING CHEVROLETS 

} —100 units. Small town with large ter- 

ritory in southwest Missouri. $25,000 or 

inventory. No used cars or accounts re- 

ceivable. Must have factory approval. 

| a 4514, c/o Automotive News, Detroit 
| 6. 


iF YOU ARE CONTEMPLATING the ac- 
quisition of a large ‘‘Big 3’’ dealership 
in city with fine climate, 100-200 thou- 
sand population, south central area, this 
one might interest you. Completely equip- 
ped, excellent liquid financial condition. 
All replies confidential. Must qualify of 
course with factory. This is owner’s ad. 
Box 4511, c/o Automotive News, Detroit 
26. 


FRANCHISE AVAILABLE “Big 3’’—Sev- 
eral hundred unit annual potential in ex- 
cellent city south half U. 8S. Eighteen 
years same ownership. Fine, complete 
set-up for one qualifying as to factory 
approval and financial ability. Box 4459, 
c/o Automotive News, Detroit 26. 


DUAL DEALERSHIP AVAILABLE—han- 
dling Studebaker with Packard. Dealer- 
ship fifty miles from San Francisco in 
town of 20,000.. No accounts or used 
cars. King, 645 Brown, Napa, Calif. 


DEALERSHIP WANTED 


WILL PAY CASH FOR GM, Chrysler 
product or Ford franchise of any size. 
Southeast or southwest coast of Florida. 
Factory approval assured. Will lease or 
buy building if necessary. Box 4445, c/o 
Automotive News, Detroit 26. 


GENERAL MOTORS LINE—400 cars up. 
Have plenty of cash to handle any size 
deal, factory approval assured, Replies 
strictly confidential. Box 4484, c/o Auto- 
motive News, Detroit 26. 


GM — SINGLE OR DUAL. 100-200 car 
franchise in Wisconsin, Illinois or Min- 
nesota, Factory approval assured. Box 
4485, c/o Automotive News, Detroit 26. 


CADILLAC DEALERSHIP WANTED. 1 CARS FOR SALE 


want a medium or large Cadillac or Cad- 
illac dual agency dealership. Have cash 
available to handle any size deal. Willing 
to lease or buy real estate. Write Box 
4508, c/o Automotive News, Detroit 26. 


AUTHORIZED FORD DEALER wants 
larger dealership. 300 to 500 car poten- 
tial preferred. Have factory approval to 
buy another dealership, can pay cash. 
Must be west of Kansas City, Missouri. 
No others considered. For our mutual 
benefit, all correspondence will be held 


PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 


BUICK PARTS 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 
EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on Special Phone Orders 
Fast—Direct—C.0.D. Service 


Largest Buick Parts Dealer in U. S. 


GORDON BUICK 


1000 S$. Wabash Av., Chicago, Ill. 
Phone Wabash 2-1030 


and checks are insured 


Every Tuesday 12:30 P.M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





CARS WANTED 


SURPLUS PARTS 


ATTENTION FORD 
DEALERS 


AND EXPORTERS 


Large stock of pre-war parts 
at fraction of dealer cost. We 
will be glad to price all in- 
quiries and lists sent to us. 


KING FORD MOTORS 


351 Grand Concourse 


N. Y. 51, N. Y. 
CYPRESS 2-9400 








New Subscription Order: 


Send Automotive News to Address Below 
for One Year $8 [[] or Two Years $14 [_] 
for which check is attached [_] or send bill [[] 


WE WILL BUY 


NEW 
BUICKS 


From Franchised 
Dealers 











GRAND RAPIDS AUCTIONS, INC. AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


On M2i—One Half hw 4 west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill Nagy 
“Michigan's Best" 
Phone: ARdmore 6-4720 


Cali—Wire or Write 


SHEPPARD 








strictly confidential. Box 4509, c/o Auto- ‘ 

motive News, Detroit 26. BUICK INC NRG ati esd coreens eerie Mr ee .. State. -sceedens tae 
TWO YOUNG MEN IN early thirties with AO Auenoe ’ . | 

some capital to invest Gute affiliation TIM ANSPACH (Franchised Dealer) TRADE CONNECTION: | 

with one of the “Big Threo’” sutomobile “Midway,” Stop 20 Car Dealer [) Truck Dealer [) Manufacturer [) | 

dealerships where owner will eventually Albany-Schenectady Road 750 SOUTH LEWIS STREET | 

retire end leave some capital as invest- ALBANY, N. Y Jobber 1) Insurance [] Financial [) Supplier 1) 

ment. One has six years of very success- (For D i °o \ ) TULSA, OKLA. PHONE 6-2128 | 

ful selling experience, other has five eaters Uniy poke 64 Car ae | 

years’ automotive accounting and man- EVERY MONDAY = 12 NOON wobec coasossesenscevecevsconcane. QHPacsacedoeaseedannens oan 


agement experience. Box 4510, c/o Auto- 
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HERE 


is the current national advertisement 


in the January 1955 issue of 
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directing customers and prospects to 
the SERVICE DEPARTMENTS of 


New Car Dealers 





... Le Us Mindarrd fer 


In customer satisfaction, policy and program, 
Porcelainize again stands alone in providing 
never-ending benefits to New Car Dealers... 
exclusive benefits which materially increase and 


sustain your Winter Season Service Revenue. 
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DENVER 3 COLORADO 


ZIP. THRU 


Trade Mark Reg. U. S. Pat: Off. 
NOW TO PREVENT LOSS OF BEAUTY 


Whether you live in snowland or not, Porcelainize provides 
maximum protection against any kind of weather and insures 
that appearance so necessary for business and social prestige. 


Porcelainize makes a highly acceptable Christmas gift— 
one your relatives and friends can enjoy for months to come. 
Your New Car Dealer can provide Porcelainize Gift Certificates, 


There’s nothing like Porcelainize. It’s the World Standard 
for fine automobile appearance. And it’s not a coating — not an 
oil, wax, ar glaze to turn dull, wash off, peel off or heat-soften 
and trap surface grime. Porcelainize outlasts the average 
wax or polish job 3 to 4 times. See your New Car Dealer. 


Write for Free Informative Booklet, “The Story of Porcelainize.” 


GREATER BEAUTY LONGER LASTING 
FOUR EXCLUSIVE BENEFITS 
BETTER PROTECTION | EASIER MAINTENANCE 
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IS OFFICIALLY RECOMMENDED 


Toddy more automobile factories* have 
tested and approved PORCELAINIZE than 
have ever approved any other method 


of automobile appearance maintenance 


